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Give them 
a full measure 
of Protection 


THE LIFE 


Ineurance Company 


OF VIRGINIA 








This Prize Winning Outdoor Poster 


tells more than one story... 


In the annual competition of the Affiliated 
Advertising Agencies Network this Life of 
Virginia poster won the gold award as the most 


outstanding outdoor advertisement. 


Not only does this poster tell the story of a 
vital need for life insurance protection, but 
also it reveals the interest and support Life of 


Virginia extends to its agency representatives. 


In the past 12 months, four such posters were 
shown. During March, the 85th anniversary 
of the Company, nearly 1,000 outdoor adver- 
tisements appeared in 110 cities and towns 


where the Company’s branch offices are located 


Life of Virginia is glad to have prizewinning 
advertising to aid its represcntatives—and to 


advance the message of our industry. 


14 Lr e. 


INSURANCE COMPANY 


/ OF VIRGINIA 


SINCE 1871 ¢ RICHMOND. VIRGINIA 

















LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1955 


ASSETS LIABILITIES 
Cash - $ 5,406,999.79 for Losses 18,710.827.16 
946,030.04 for Loss Expenses 1,621 400.00 
162,401,031 61 ve for Unearned Premiums 52,422,853.30 
234,162 94 Reserve for Taxes and Expenses 3,290,258 00 


Agents ond Departmental funds held under Reinsurance 
Balances 3,803,131 44 Treaties 


3,086,000 00 


Mortgage Loans on Real Estote 
*Bonds end Stocks 


Interest due and eccrved. 


5,645,871 38 


Real Estate All other Liabilities 1,261,162.18 

Equity in Merine and Foreign 
Insurance Pools 9,721 ,363.59 Capitel 

1,365,827.61 Net Surplus 


Total admitted Assets. $186,966,567.02 Tete! 


15,000,000.00 
86,614,175.00 


$186,966.567.02 


All other Assets 








SURPLUS TO POLICYHOLDERS $103,614,175.00 


Securities carried at $3,806,805.91 in the above statement are deposited as required by law 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
DECEMBER 31, 1955 
ASSETS LIABILITIES 
Cash $ 534,201.96 S$ 1,954,862 54 


Reserve for Losses 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1955 


ASSETS 


LiABILITICS 


Mortgage Loans on Real Estate 1,283.32 
*Bonds ond Stocks 


169 400 00 
14,240 435.20 Reserve for Unearned Premiums 5,864,044 20 
46,379 76 362,318 00 


Agents and Deportmental All other Liabilities 17,574.18 
Bolances 178,165.49 


150,000.00 Capital 
262,765.55 


Reserve for Loss Expenses 


interest due ond occrved Reserve for Taxes and Expenses 


1,000,000.00 
6,025,032.36 


Real Estate 
All other Assets Net Surplus 


Total admitted assets. $15,413,231.28 Total $15,413,231.26 


SURPLUS TO POLICYHOLDERS $7,025,032.36 


Securities carried ot $795,543.41 in the above statement ore deposited os required by low 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


DECEMBER 31, 1955 
ASSETS LIABILITIES 
Cash $ 1,069,155 22 Reserve for Losses S$ 5,306,055 46 
332,501 95 459 800 00 
38 550,037.75 Reserve for Unearned Premiums 14,922 896 69 
99.954 B4 Reserve for Taxes onc xpenses 1,252,806.00 
59.16) 30 
3,000,000 00 
16,367,184.65 


Mortgage Loons on Reol Estate Reserve for Loss Expenses 
Bonds ond Stocks 
Interest due and occrved 
Agents ond Departmenta All other Liabilities 
Bolances 2,685,992 37 Capital 

All other Assets 410.264 17 Net Surplus 
Total admitted Assets. $43,367,906.30 Tetal 

SURPLUS TO POLICYHOLDERS $21,367,184.65 


Securities corried ot $2,955,430.82 in the cbove sictement are deposited os required by low 


$41,367,906.30 


THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


$ 65).57055 $ 1,954,862 54 
13,320,277.37 149,400 00 
7,914.18 Reserve for Unearned Premiums 5.497.910 04 
387,418 00 
1,749,124 28 All other Liebil 17 57418 
0 Capitel 2,000, 000.00 
6,130,306.17 


Reserve for Losses 


Reserve for Loss Expenses 


Reserve for Taxes and Exper 


S84 55 Net Surplus 


Total admitted Assets $16,157,470.93 Tete! $16,187, 470.93 


SURPLUS TO POLICYHOLDERS $8,130,306.17 


Securities carried ot $1,956. 902 96 the above statement ere deposited os required by low 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1955 


ASSETS LiABILITIOS 

$ 9.031 74 Reserve for Taxes and Expenses S 3.98086 
100, 000.00 
353,917.08 


404 536 '\4 Capitel 
2.9452! Net Surplus 
i Departmental Bolonces 11,364 65 
Total admitted Assets 


$457,897.94 Tetel $457 897.94 


SURPLUS TO POLICYHOLOERS $453,917.08 


Securities carried ot $55,720 22 in the above statement are deposited os required by low 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1955 of Sen 31, 1955 

ASSETS LIABILITIES Assets 
Cash $ 2,050 054 9 $19,529,061 00 
13,788.26 Reserve for Loss Expenses 2,247,095 00 
48 966,786 62 erve for Unearned Premiums 13,846,779 68 
167 466.15 Reserve for Taxes and Expense 1,647,113 


LiABILITIGS 
Reserve for Losses 


$ 1,902,307 91 
432 972 54 


Reserve for Losses $24,001,921 00 
2664.267 00 
149 018 36 Reserve for Uneorned Premiums 16.377 965 92 
175,08) 72 s and Expense | 654.625 00 


Agents ond Deportmenta Funds held under Reinsuronce gents and Ovp ' Funds held under reinsurance 
Bolences 3,509,949 53 Treaties 197,366 55 171887179 Treaties 


a other Liebilities 167,463 00 Jit ‘ All other 
150,789 49 Capitet 3,000,000.00 Insurance 9 156,973.17 Ce 
231,563 29 14,455,519.01 other Assets 276,839 35 


Mortgage Loans on Real Estate Real Estate Reserve for Low Expenses 
*Bonds end Stocks 


oterest due ond accrued 


463,716 09 
11985497 
3 000 000 00 
16,332,993.06 


$44,412,064 84 


Equity in Marine end Foreign 
Insurance Pools 
Net Surplus 


All other Assets Met Surplus 


Total edmitted Assets "$55,090,398 3 Total 
SURPLUS TO POLICYHOLDERS $17,455,519.01 


Securities carried at $4,426,379 84 in the above statement ore deposited os required by low 


$55,090,398.13 Total admitted Assets $64,812,064.84 Tere 
SURPLUS TO POLICYHOLDERS $19,332,993.06 


Securities carried ot $1,691,171 13 in the ahove stotement ere deposited os required by low 








*Valuations on basis prescribed by National Association of Insurance Commissioners 


HOME OFFICE 
10 PARK PLACE, NEWARK 1, NEW JERSEY 


Foreign Department 
102 Maiden Lene, New York 5. Mew York 
206 Sansome H., Sen Francisco 4, Calif 


Pacific Department 
720 Bush W, Sen Franciece 6, Calif 


Western Department 
120 Se. LaSalle %., Chicago 3, Iiinols 
Canedian Departments 
806 Boy W.. Terente 2, Onterie 
535 Homer &, Vancouver 3, 6 C 


Southwestern Department 
912 Commerce &., Dallas 22, Texas 














November 1956 








| 





4 


MARYLAND Ob; 4 Wa 
RE 


ATTENTION 


GENERAL AGENTS and BROKERS 


WE’RE BUILDING IN THESE STATES . 
IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAL 


Mone Competitive 


L.I.C.A. Policies are replete with unusual 
selling features. For instance—the L.I.C.A. 
DIAMOND an endowment that has a 
$1,200 cash value per $1,000 face 
amount guaranteed at 65... returns all 
premiums paid in addition to face amount 
death benefit during period (20 years) in 
which premiums are paid. 


More Merchandising 

A hard-hitting, sales producing program 
from “mail to sale’. The modern, up-to- 
the-minute aids we furnish are tested and 
proved for powerful selling force. Every- 
thing furnished to you without charge. 


More Advertising 

We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. This is not a spo- 
radic, hit or miss effort but a consistent, 
result-getting plan paid for by L.I.C.A. 


More Coutnacts 


10 pay Life * 20 pay Life * 30 pay Life 
* Life paid at 65 * modified Life * whole 
Life * preferred Life * double protection 
* 5 types of endowment * 2 types of re- 
tirement * 9 juvenile plans * mortgage 
policy * convertible term * accident and 
health * Hospitalization. 


Wore Adoistauce 


We have an outstanding Assistance plan 
affords you unlimited earning possibili- 

ties. We give you the backing and whole- 

hearted support for positive success. 


Wore Moxey For You 


This is truly a “ground floor’ opportunity. 
L.I.C.A.’s vigorous program of agency 
building offers outstanding opportunities 
for both types of general agents — pro- 
ducing and organizing. Wonderful brok- 
erage and surplus agreements! You can 
make money with L.I.C.A. 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 
Telephone: Olympia 4-2474 


Life Insurance Company of America 


Wilmington 99, Delaware 
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OTE These Names Make News 
Benefit Life 


Man says: 


PERSONNEL: Promotions 


Achievements, Retirements 


Louie Miller, Jr., chief deputy in- president of the Royal Life In- 
surance commissioner of West surance Company of America, 
Virginia, has been promoted to formerly Whitfield Insurance 
state insurance commissioner to Company, Dalton, Ga. Mr. Lind- 
succeed Thomas J. Gillooly. sey was an original incorpora- 
John S. Pillsbury, Jr., has been tor and director of Piedmont 
elected president of Northwest- Life. 
ern National Life, succeeding Frederic M. Peirce has _ been 
George W. Wells, who resigns named managing director of 
but continues on the Board of Life Insurance Agency Manage- 
i al Directors. Mr. Pillsbury has ment Association to succeed 
ay | | { » been a director of the company Charles J. Zimmerman, who be- 
OO ] rf / since 1950. came president of Connecticut 
™ Mutual on July 1. Mr. Peirce 
Frank J. Meistrell has been an officer and director 


has been appointed of institutional relations for 


a = 
= commissioner of new- 
insurance > epee 
‘ ] eral Flood Indemity . R. Woodard, secretary-trea- 


po sang surer of the Life Office Manage- 


trator of Housing ment Association, has been ap- 
and Home Finance pointed managing director to 


job works Seer ane meme tees © 


Cameron Brown was recently tir sili 
elected president of Interstate Harry E. Atwood wo recently 
te ing amt Tianmalte :tn.cemeseed elected executive vice president 

J Robert P. Tate, who continues of Northwestern National Life 

. ’ 


both wz 
0 way ° as board chairman. Mr. Brown to succeed W. R. Jenkins, who 


‘ . . . signe as firs rice reside 4 
is succeeded in his previous post resigned as first vice president 


us executive vice president by Mr. Atwood advances from sec- 
Louis W. Biegler, formerly vice ond vice president 

president. 

surance that meets his exact needs Carl K. Withers was elected presi L. W. Niggeman 


: : a 7. (left), vice  presi- 
down to the last tiny detail, you've dent of the Hospital Service “ dent, has been 


done a good job. And because you've Plan of New Jersey (New Jer- named to succeed 


. "ve Leslie J. Haefner, 
done a good job for him—you've got sey Blue Cross Plan). Formerly retiring, as vice pres- 


a good job for your self. It’s a simple vice president of the National ® ident in charge of 
“49 : » ome . Pp y & i tions 

philosophy, but it’s a prime reason State Bank in Newark, he was a ne A ig 
: A : ; for Fireman's Fund. 
why Mutual Benefit Life men like Blue Cross trustee since June 


David G. Ryan of Birmingham, 1956. 


When you give your client life in- 


Thomas J. Gillooly, former Insur- 
have so many De Emmett Bradshaw, chairman ance Commissioner of West Vir- 


pleased clients of the board of directors of ginia, has joined the legal staff 
and enjoy so much Woodmen of the World Life of the American Life Conven- 
success right from } Insurance Society, has been tion as associate counsel. 

the start. The _—! elected honorary chairman. He James T. Phillips has been ad- 
Mutual Benefit . is succeeded in the post of board vanced to senior vice president 
Life Insurance chairman by E. D. Rivers, a and chief actuary of New York 
Company, New- former governor of Georgia. Life. He moves up from vice 
ark, New Jersey. Eldon R. Lindsey has been elected Continued on page 6 
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WASHINGTON 


INSURANCE COMPANY 


It is not chiseled in marble over the doorway. 


Neither is itstamped on every policy issued. 
But behind every transaction of the Providence 
Washington Insurance Company you will find 
quality, integrity and friendliness. They are 
inseparable from this company which has offered 


Progressive Protection Since 1799. 








20 WASHINGTON PLACE <- PROVIDENCE, RHODE ISLAND.- 
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LIFE + ACCIDENT & SICKNESS 
in combination with 
MILLION DOLLAR AGENCY PLAN = 
MORE SALES and MORE COMMISSION $$$$ 


CHECK THIS EXTRA SALES FIREPOWER: 


¢ Non-can. A & S (Guaran- ¢ Association Group and 
teed Renewable to 65) Baby Group A &S 


¢ Commercial A & S (First ¢ Hospital Expense and 
day for lifetime) BEST OF ALL... 


LUCRATIVE FIRST YEAR & RENEWAL COMMISSIONS 
A DOUBLE BARRELED SALES SHOT THAT HITS THE 


BULL‘’S EYE... + EVERYTIME 


If you think you are the right man and want INCREASED INCOME, 
SECURITY, PRESTIGE, AND YOUR OWN MILLION DOLLAR 
AGENCY ... just mail completed coupon today. You have every- 
thing to gain!! 


~ A Z— 
SL )arke?d ( / Jaltorvdg 
po? > wp oe o£ 265 2G fob sem eles. oF Oba 


MONTCLAIR NEW JERSEY 


FOR OD Bh PN PEE OPEN Fe Se ae 


| would like to know about your ACCIDENT & 
SICKNESS and MILLION DOLLAR AGENCY 
BUILDERS PLAN 


NAME 


STREET 
city STATE 
My age is Life volume for 1955 $ 


1 

! 

o and You 
: | 
! 

| 

I 
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{ 
| 
| 
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These Names Make News 


Continued from page 4 


president and chief actuary. 
Raymond C. Johnson, vice pres- 
ident of agency administration, 
has been named vice president 
in charge of agency affairs. 
David G. Scott, formerly vice pres- 
ident and actuary, has been 
elected first vice president and 
actuary of Continental Assur- 


ance, 


Daniel Cooper was 
appointed vice pres- 
ident in charge of 
agency and produc- 
tion of All-American 
Insurance. He form- 
erly was an execu- 
tive with First Secur- 
ity of North Amer- 
ica. 


John N. Cochran, treasurer and 
associate field manager, has 
been promoted to vice president 
for field promotion and member- 
ship for Woodmen of the World 
Life Insurance Society. Ap- 
pointed treasurer was John B. 
Cobb, national auditor. 

Morgan B. Brainard, Jr., vice pres- 
ident and assistant treasurer of 
Aetna Life Companies, will sue- 
ceed J. H. Brewster, Jr., retir- 
ing, as vice president and trea- 
surer. Retiring vice president 
and actuary E. E. Cammack will 
be succeeded by F. P. Perkins, 
vice president, as head of group 
division, and by C. A. Spoerl, 
assistant vice president, as head 
of the life actuarial department. 


Karl Faust has been 
elected vice presi 
dent of American 
Home Assurance. 
Previously he was 
Eastern department 
claims manager for 
Fireman's Fund 
Group 


Chester L. Zook, general manager 
of National Fire’s Western de- 
partment, has been elected vice 
president of the company. 

Ronald E. Young has been elected 
vice president, secretary and 
treasurer of Hartford Fire and 
Hartford Accident. James 

Continued on page 8 
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THE EMPLOYERS LIABILITY ASSURANCE CORP LTO 


HE’S ON YOUR SIDE OF THE FENCE! 


It’s great to find a sympathetic ear to your point of view. 
It’s even better when it belongs to a man who is in a 
position to be helpful to you when you're in need. 

You find both when you put your insurance through 
your local Employers’ Group agent. He’s on your side 
of the fence from that day on. That means a lot because 
he, personally, rates high with the companies he’s in- 
sured you in. Yet he is not on their payroll. He runs 
his own independent business and his success depends 
entirely on how well he serves you. 


Naturally, that means your interest always comes first 


with him. He has no company axe to grind .. . yet, he 
gets prompt action on your behalf when the occasion 
arises. He smooths the way for you all the time, too — 
by handling all the details and acting as watch dog to 
see your policies don’t lapse and leave you vulnerable. 
What’s more, being “right next door”, so to speak, he’s 
at your beck and call — night, day, Sunday or holiday. 
You’re on the same side—you ought to get together. 
Write to: The Employers’ Group Insurance Companies, 
110 Milk Street, Boston 7, Massachusetts and learn the 


name of “The Man With The Plan” in your community. 


rue Employers Group 7%/Mee 


INSURANCE 


Fire, Casualty and Marine Insurance, Fidelity and Surety Bonds 
110 MILK STREET, BOSTON 7, MASSGACHUGETTS 


THE EMPLOYERS FIRE INSURANCE CO 


with ti 


AMERICAN EuP YERS in RANCE ] + THE MALIFAR (INSURANCE CO OF MASS 


This advertisement appeared as a full page in The Saturday Evening Post, October 13 
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Pittsburgh, key industrial 
city and expanding insur- 
ance market, is the location 
of Great-West’s newest 
branch. The opening this 
spring of our 56th branch is 
in keeping with Company 
progress and development 
over the past decade. In 
that period 14 new branches 
were opened, total business 
in force tripled, and assets 
increased from $245,000,000 
to $556,000,000. 


Twe 


Geear West Lare 


ASSURANCE COMPANY 


wEeao orice Winn irtee Camaoa 


These Names Make News 


Continued from page 6 


Wyper, Jr., and James F. Wyatt 
have been named secretaries of 
Hartford Fire, and John F. Gil- 
more, secretary of Hartford Ac- 
cident. 

George E. Scaff has been ap- 
pointed vice president of New 
Amsterdam Casualty. Formerly 
he was vice president of Sterling 
Offices, Ltd., in New York. 


William J. Bumsted 
has been named vice 
president and assis- 
tant general man- 
ager of Johnson and 
Higgins de Vene- 
tuela, C. A. He has 
been with the com- 
pany since 194]. 


Robert C. Gilmore, Jr., former 
president of National Associa- 
tion of Life Underwriters, has 
been appointed director of mar 
ket research of Mutual Benefit 
Life. He was a field consultant 
and company representative at 
Bridgeport, Conn., before his 
present appointment. 

George L. Knowles was recently 
appointed vice president of 
Home Life. Previously he was 
assistant vice president in 
charge of underwriting 


J. Howard Ditman, 
vice president and 
comptroller of New 
York Life, has been 
elected president of 
the Life Office Man- 
agement Associa- 
» tion. 


al eh 

Delbert Dumont has been elected 
vice president and director of 
Union National Life, Lincoln, 
Nebraska. He was previously 
manager of field research, plan 
ning and training department 
for National Life and Accident. 
William H. Rothermel has been 
named vice president of Fidel- 
ity Life Association, Fulton, III. 
He moves up from assistant to 
the president and director of 

sales, 
Earl H. Schier, George E. Schreck, 
Continued on page 10 
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THE RIGHT PLAN FOR EVERY PERSONAL ACCOUNT 


Here is “package” or “program” selling at its finest — 


a low-cost, high-speed unit designed to fit perfectly 


current developments in the personal insurance field. 


Combining an attractive visible record and policy 


container with an extremely simple, time-saving analysis 


system, 


it is equally effective for soliciting new 


accounts or for securing additional coverages from 


present clients. Easy to use and with strong visual appeal, 


it gives every promise of becoming one of the most 


successful sales and programming aids ever developed. 


This handsome new unit consists of four 


\ inyl 





pockets with green Satonne cover 


Pockets are of ample size to hold polic ics For further details, please write to 


and coverage cards. A novel feature Agancy Department 


is a device which enables a client to 


Atna Casualty and Surety Co 
151 Farmington Ave 


personalize the unit by inscribing his Stuttend $8, Conn 


signature on the cover in gold 


November 


AGENCY BUILDING 





A-TNA CASUALTY 


AND SURETY COMPANY 1S OUR BUSINESS 


Affiliated wit TNA LIFE INSURANCE COMPANY «+ STANDARD FIRE INSURANCE COMPANY ~ Hartford, ¢ 


ALL FORMS OF CASUALTY, BONDING, FIRE AND MARINE PROTECTION 
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Inland Marine. I'll just never forget the very 
first IM policy Mr. L had me type up. "But, 
Mr. L," I said, "doesn't it have something to 
do with waterways and. . . and things? And 
we don't have any water around here——not even a 
a lake!" Of course Mr. L quickly ex- 
plained IM to me, in his best my—dear-—young- 
lady manner That was three years ago. Since 
then, well, we've been doing a land office (oh 
dear! ) business with Inland Marine and PLM. 
One of our policyholders calls it his ''rest- 
gasy'' insurance. And it's no wonder, when you 
stop to think what it insures against what! 
"Profitable business, too," says Mr. L, "when 
you know your prospect And you can't beat 


" 


that PLM policy 








MR. LOCAL AGENT 


Are you getting your share of the potential profits in 
writing personal property urder Inland Marine? The 
insuring public is showing an ever-growing interest in 
this single-policy, all-risk protection. PLM has just 
produced a business-getting folder on Inland Marine. 
Better send for a sample copy. You may want to put 


it to work for vou. It's yours free. 


Pennsylvania Lumbermens 
Mutual Insurance Company 


P LM Building, Philadelphia 7, Pa. 


Writing FIRE and ALLIED LINES “In the Birthplace of American Mutual insurance’’ 


These Names Make News 


Continued from page 8 


W. Robert Evans, and Paul N. 
Cherry have been appointed res- 
ident vice presidents of Ameri- 
can Surety. They move up from 
managers at Cincinnati, Hart- 
ford, Kansas City and Washing- 
ton, D. C., respectively. 

Robert A, Matthew has been ap- 
pointed vice president of Great 
American Indemnity’s Pacific 
department in San Francisco. 


He advances from secretary 


Milford L. Landis 
has been elected 
president of the So 
ciety of Chartered 
Property and Cas- 
ualty Underwriters. 
Mr. Landis is coun 
sel of Central Mu 


tual Insurance. 


Louis Kloth has been promoted to 
vice president of Gibraltar Fire 
and Casualty in South Carolina. 
Mr. Kloth was previously presi- 
dent of J. T. Ross, surplus and 
excess line underwriters re- 
cently absorbed by Wohlreich 
and Anderson. 

William D. Murdock has _ been 
named vice president in Los An- 
geles for Bayly, Martin and Fay, 
national insurance’ brokerage 
firm. 


Jack E. Bernet has 
been promoted to 
advertising manager 
of Business Men's As- 
surance. He moves 
up from the post of 
advertising consul- 
tant. 


John J. Ford, executive vice presi- 
dent of Pennsylvania Lumber- 
mens Mutual, was recently 
elected a director of the com- 
pany. Watson Malone, PLM di- 
rector and president of Hahne- 
mann Hospital, was appointed a 
trustee on the company pension 
fund, and Walter R. Pettit, 
PLM director and owner of 
Nassau, Suffolk Lumber and 
Supply Co., was named to the 
firm’s finance committee. 

Continued on page 8&2 
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““Unforeseen events ... need not change and shape the course of man’s affairs” 


ANY MINUTE NOW, you may be nominated to defend 
/ yourself against a damage claim. It only takes a simple thing 
to put your name up. Your guest slips on a rug. A customer is injured in your store. 
Your golf ball hits another player. Or your dog bites a neighbor. 
Every day, liability claims for personal injuries or property damage can undermine 
a business...cut into people’s savings...attach their salaries...force them to mortgage 
their homes or other possessions. Don’t you get elected to pay a five-figure claim. 
Protect yourself with a Maryland Comprehensive Liability Policy. 
See your Maryland agent or broker today. Remember: because he knows 


his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


Liability Insurance is only one form of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity 
and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers 





Here is the newest in the series of attention-getting ivertisemenrit lesigned to help 


Maryland agents and brokers sell mor ymprehensive Liability policies. 


November 1956 





bring 
your 
life 
business 


into 


focus 


with 
GUARANTEED 


COST 


business life 


contracts from The Travelers 


Businessmen are realizing more and more that life insur- 
ance can solve many business problems. And Travelers 
business life policies have particular appeal for these men, 
for The Travelers guarantees total premium costs with no 
element of uncertainty. This is the businesslike approach 


appreciated by businessmen 


When you focus attention on business prospects you'll 


be no stranger, for The Travelers is well known through 
national advertising in leading magazines, including those 
read most by businessmen. You'll find, too, that Travelers 
sales aids and promotional materials help in making the 
selling job easier. 

See your Travelers Life Manager or General Agent for full 
information on Travelers Business Life contracts. He's as 
near as your telephone. 


The Good T. hings in Life are Guaranteed 


ONE OF THE LEADING LIFE INSURANCE COMPANIE 


THE TRAVELERS 7... 


=e 
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supported 


American 


Newspaper Mats at below cost. 


Agency System | 


System, mats of the newspaper adver 
tisement shown are offered in two- and 
three-column sizes at below cost 
$1.50 for either size. The mats ar 
arranged to accommodate the signa 

ture of an agent, local insurance board 

or association, and portray the place 


of the local agent in his community 


INSURANCE COMPANY 
Glens Falls, N. Y. 
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NORTH AMERICAN 


CASUALTY AND SURETY 


REINSURANCE 
CORPORATION 


161 EAST FORTY-SECOND STREET 
NEW YORK 17, N. Y. 
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“Frankly, Miss LaVerne, I think 


Don’t let the light touch fool you, Because—outside 
of a cartoon—no life insurance agent can afford to 
take lightly his responsibility for the soundness of 
the risks he recommends to his company. The Prov- 


ident Mutual agent knows and respects the rea- 

















ett 


e'd better put you down as a ‘housewife’ and trust to luck.” 


sons for his company’s practices and policies—and 
applies those same standards in his own thinking. 

Only thus can the career agent serve—as Provi- 
dent Mutual agents do—the best interests of his 


clients, his company and his community. 


Provident Mutual 


Life Insurance Company of Philadelphia 
15 
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LIVING INSURANCE IN AG@TION 


The Man from Equitable who helped 93 friends to retire 


Somehow or other, the talk got around to the subject 
of retirement. The other men looked surprised when 
the Man from Equitable said that he had helped 93 
friends to retire. Then he explained. Actually, these 
were people he had helped to retire at an early age 
on the income from Equitable policies he had sold 

Driving home later, the Man from Equitable 
thought about those 93 friends—and about all the other 
people he had helped to achieve basic goals in life. 
Once again, he had the feeling of accomplishment that 
goes with being the Man from Equitable 


rhis same feeling of accomplishment extended into 


16 


his community life, too. The accomplishment of raising 
funds for the local hospital; of collecting clothes for 
flood victims; of working for the Volunteer Fire De- 
partment. 

The Man from Equitable put his car in the garage 


and opened the door to his house. He felt good 


Living Insurance 
wy EQUITADIE, sew vor 


The Equitable Life Assurance Society of the U.S., 393 Seventh Ave., New York 1, N.Y; 
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Select and consult 


an independent 


insurance agent 
or broker 
as you would 


your doctor or 


lawyer 


\J S \< + ae CASUALTY-FIRE- MARINE INSURANCE 
. Z FIDELITY -SURETY BONDS 


United States Fidelity & Guaranty Co., Baltimore 3, Md. 
Fidelity Insurance Co. of Canada, Toronto 
Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md 
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The Aetna Fieldman 
ls a Good Man to Know 


The Aetna was one of the first insurance companies to appoint agents outside its home state, 
and Aetna fieldmen always have worked in close cooperation with agents and brokers. 
Today, a high proportion of Aetna fieldmen are graduates of the Multiple Line Training 
School for Fieldmen—which covers all phases of property and casualty insurance, with special 
emphasis on the problems and viewpoint of the agent. 
Ihe Aetna fieldman is especially qualified to help you with unusual problems—to give you 
practical suggestions on building a more profitable business. He is a good man to know. 

















| 
| 
| 
i 


T 


Meet Harold E. Hibler—Manager, Boston Office. A Meet David R. Goodell—Supt. of Agencies, Portland, 
native ot Pennsylvania, Hal attended Dickinson College Oregon. In his younger days Dave led a strenuous life, 
and then started his insurance career in 1925 as a claims which well qualifies him for covering Oregon's 96,699 
investigator. He joined the Aetna in 1941 as casualty man- square miles. He played college football, was an amateur 
ager for Minnesota and in 1945 was made casualty manager boxer, a seaman on a passenger ship to the Orient, served 
for Detroit. He became manager of the Boston casualty in the Army, and during World War II was in the Marine 
department in 1953, and was appointed to his present post Corps. Today, he limits himself to less rigorous activities 
last July. Hal is happiest when on the run in business, such as reading history and swimming up to two miles a 
assisting Agents with their problems, but for recreation day—at least during the summer months, But his main 
prefers the sit-down variety. He relaxes as a coin collector enthusiasm 1s for his State, its people, and building prosper 
and at spectator sports and tournament bridge. ous and happy agency relationships. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO 
THE CENTURY INDEMNITY COMPANY + STANDARD INSURANCE CO. OF N. Y 
HARTFORD, CONNECTICUT Clinton £L. Allen, President 
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THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


A Mitlual Company 
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LACTS about 


John Hancock 


Promotions in the sales organizations of 
John Hancock provide a continuing 
opportunity for John Hancock field men. 
The transfer of capable field men into 1m- 
portant jobs in the field and the home office 


is a traditional policy of John Hancock. 


eos” 
MUTUALJF LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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ry 
rn | ‘ 
WI | A | he tape measure may provide an 


accurate measurement of girth... but girth is no 


DO YOU USE accurate measurement of leadership. In this highly 


technical age ‘‘close tolerances” are every-day 


T( ) M KASUR Ky standards... whether gauging the accuracy of a 


fine moving part in a precision instrument... or 


L KA | ie RSI | | P, — y evaluating the services rendered by a business 


organization. The philosophy of Chubb & Son for 


almost three-quarters of a century is characterized 
by the development and expansion of the 
individual phases of its services...each a 

precision part of a precision function. Its leadership 
is the natural result of its ‘‘close tolerance”’ 
performance. Chubb & Son squarely meets today 
exacting methods of gauging...a true measure 


of leadership. 


CHUBB & SON, Underwriters 


90 John Street, New York 38, Neu Yor! 


Managers 
COMPANY ¢ VIGILANT INSURANCE COMPANY 
* THE SEA INSURANCE CO., LTD 
¢ ALLIANCE ASSURANCE CO 
Ocean and Inland Marine Transportati rire obile Casualty surety 


sation Underwriters 
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Youre a Jump Ahead of the Field 


‘ 


—when you represent F&D. No company 
is better equipped, or more firmly pledged, to 
help its agents develop larger volumes of 


profitable bonding and insurance business. 


Kipecity ann Deposit comMPANY 


HOME OFFICE: BALTIMORE, MARYLAND @ OFFICES IN 50 PRINCIPAL CITIES 


AFFILIATE AMERICAN BONDING COMPANY 
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"SOMETIMES this business of making a living is 
& merry-go-round A dizzy, daily wi 
especially for the salesman who stumble 


liKe 


the field without the training it takes 
levelop sound selling techniques. I know gu 
like that. 


"BUT NOT IN MY COMP The Uni Central ur 


goes if lf abou the 


ine 


"AND THANKS to Union Centr advanced training 
program, I i ) tunity to 
he Americ: 


THOROUGH, EFFECTIVE TRAINING is just one of many major career 
advantages provided by The Union Central Life Insurance Com- 
pany. Others include: choice of job location; liberal retirement 
and pension plans; company stability and national reputation 
unlimited opportunities for advancement, in sales, management 
administration. In addition, The Union Central actively supports 
its men in the field with scientific prospecting procedures, a wide 
variety of sales presentations to fit every type market, and 
research-tested promotional material. So if you're interested in 
a career with so much to offer, drop us a line and we'll be glad 


to arrange an interview at one of our local offices near you 


THE UNION CENTRAL Lire INSURANCE COMPANY 
CINCINNATI 
One of America’s great companies—with over 
two billion dollars of life insurance in force! 





ian - 


 CRUM & FORSTER & 
CR Omen 


FINANCIAL STATEMENTS AS OF DECEMBER 31, 1955 


ee 2 


U.S. BRANCH 
WESTERN 


U.S. BRANCH 


UNITED STATES NORTH RIVER WESTCHESTER BRITISH SOUTHERN 


ist Companies 


ronment Bonds 


1 Real Estate 


Receivable 


ree months due) 


| Estate Income 


Ldmitted Assets 


e for Unearned Premiums 


rve for Losses and 


s Expenses 
rve for Taxes and Expenses 
rve for All Other Liabilities 


jency Reserve 


licyholders 


FIRE INS. CO. 
$ 7,304,04 


ANA re 
I4,4509 


109,510 


3,957,051 


302,004 
2,869,887 


$121,454.249 


LIABILI 


$ 39,767,342 


11,552,136 
2,173,623 
2,145,826 

879,441 
6,000,000 
$8,935,881 
65,815,322 
$121,454,249 


INS. CO. 


2,083,126 


147,625 
753,434 
$68,381,273 


$20,116,953 


6,259,545 
32,100 
796,469 


352,894 


39,876,206 
$68,381,273 


FIRE INS. CO. 


$ 3,8 


2» 47 
$ 2,4/6 


19,500,975 


2,224,006 


184,822 
1,801,288 


$70,920,600 


4+ 1-3 


$22,032,480 


7,241,983 
1,399,000 


1,107,857 


39,139,280 
$70,920,600 


ASSURANCE 
$ 920,092 
6,928,660 
1,581,406 
1,285,002 

0 

0 


357,456 


34,601 
173,999 


$11,281,216 


$ 3,841,278 


1,439,894 
317,000 
198,845 
259,048 

t500,000 

4,725,151 

5,484,199 

$11,281,216 


AMERICA 


FIRE INS. CO. 


$ 830,369 
2,387,476 
809,607 
2,344,540 
0 0 
0 0 


1,548,201 


181,638 267,366 


21,418 13,226 
93,302 


$6,745,886 


63,671 
$6,921,952 


$2,076,377 $2,587,794 


744,870 750,438 
172,400 

40,731 
83,431 
750,000 
3,220,967 2,361,092 
3,824,134 3,194,523 


$6,921,952 $6,745,886 
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Third Building Program | 
in 16 years needed for 


I} 


Mutual of Omaha Expansion | 
hit 


iS 


~ 


a ae ee | 


Early in 1956 ground was broken for a 13-story addi 
tion to the present Home Office Building of Mutual 
of Omaha. This started the third building program in 
16 years. Each time it was thought the new building 
would be adequate for all needs for a long time to 
come ... but Mutual of Omaha grew faster than the 
builders could foresee. 

Years ago Mutual of Omaha took the lead as the 
largest exclusive health and accident company in the 
world. It has maintained its lead, and increased it 
Last year (1955) in individual business, Mutual of 
Omaha led the nearest other company by more than 
36 million dollars for the year 

Mutual of Omaha’s premium income for 
an all-time high, more than 156 million 
increase of 15% over 1954 


Mutual: 


J 
i” 


1955 was 


dollars an 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 

HOME OFFICE: OMAHA, NEBRASKA 

CANADIAN HEAD OFFICE: TORONTO 
V. J. Skutt, President 
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Benefits paid to policyholders and their beneficiaries in 
1955 were more than 91 million dollars. Total benefits 
paid by Mutual of Omaha over the years passed the 
700 million dollar mark in February, 1956, and are 
continuing at an average of more than 7 million dol 
lars a month 

Mutual of Omaha is licensed to do business in all 
14 District of Columbia, Alaska, 
Hawaii, Puerto Rico, Virgin and the Canal 
Zone 

It has more than 9,000 representatives and more 
than 300 local offices 

There unusually opportunities in this 
healthy, rapidly growing organization for qualified men 

If you are interested, mail the coupon below for 
full information 


states, Canada, 


Islands, 


are fine 


MAIL THIS TODAY 


Mr. Howard Dewey, 

Vice President in Charge of Sales 
Mutual of Omaha 

Farnam at Dird Street 

Omaha, Nebraska 

1 am interested in full information 
NAME 

ADDRESS 

TOWN & STATE 


TELEPHONE 
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makes the 
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of romance 


policy was considered sufficien’ phase of fire prevention, protection 
adjustment. The value was 
the cost was not. Today the 


Once 4 
to fill @ policy ay” eds. Today 
insurance protec : 
should include — 4 varie 

through agents al 

rent advertising tells 

how our facilities for 

and survey” saspection, underw 


power of insurance lies in ‘extra 
values’ you ean offer policyholders: 
North America has the experience, 
resources and initiative to put at your 
side the proadest array of insurance 
facilities that can be obtained any- 
where. When you represent North 
America, you give that much more 
service to your clientele to your key 
risks and to small policyholders, too. 


\onti (AMERICA 


‘ OMPANTES 


and \oss prevention br 
value’ to 4 Midwest J 
Service Company of Indi 
Utility ended with greater 
and ‘vigilant supervision over 


See the full story on Publu Service Com 
pany of Indiana in the November issue 0} 


‘The North America Fieldman. {Insurance Company of North America 


Indemnity Insurance Company of North America 
philadelphia Fire and Marine {nsuranc Company 


Protect pat you hare philadetph'* 
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ASK YOURSELF THI 


UESTION: 


“Why Am | Passing Up The Big Money Field?” 


There’s an unprecedented ‘gold rush’ going on 
in the health and accident field. And it’s boom- 
ing and growing year after year. 


If you’re not among the agents and agency own- 
ers who are getting the big money being earned 
— now is the time to do something about it. 


The Combined Group of Companies offer you 
an outstanding program that’s geared to produce 
profitable volume business for you — right off 
the bat! The Combined program gives you more 
to sell... better ways to sell ...a combination of 
accident, health, and hospitalization plans you'll 


be proud to sell! 


So why continue to pass up the big money? Find 
out how Combined, the ‘world’s second largest 
exclusive accident and health stock company’ 
can heJp vou to real success. Mail the coupon 
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now for the Combined story. We'll include with 
our reply the latest issue of our digest-size 
publication, “Success Unlimited”. 


Combined Group of Companies, W. Clement 
Stone, President: Combined Insurance Company 
of America, Chicago; Combined American Insur- 
ance Co., Dallas; Hearthstone Insurance Co. of 


Massachusetts, Boston; First National Casualty 
ic | 
“y 


| Combined Insurance Co. of America “a 
Dept. F. 5316 Sheridan Road, Chicago 40, Illinois 


Co., Wisconsin. 


Pe EE SS RS OP OP OR Se a 


| Gentlemen: Please rush me details on what the Combined 
| Program can do for me. 


| Name 


I Address 


Occupation 


ee 


| City State 


bo cur cen amp a a a a a Ge a aenanD en an anananent 
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The 
Mississippr 


Towboat 


General 
Features* 


Twin-screw diesel, over-all 
length — 145', beam — 40', 
depth—11"', draft—8'. Each 
of its two engines develops 
1600 H.P. Propeller 108" in 


diameter with controllable 


and reversible pitch. 


* Dimensions approximate. 


A far ery from the pac ket boats of Mark Twain’s day, the Mississippi! towboat 


ue ared to modern produc tion and distribution needs is a streamlined powe rhouse 


making transportation history with the tremendous cargoes it pushes in the long-haul 


river trafhic. In length it may vary from approximately 100 feet to well over 200 feet. 
Whatever its size, it is only a midget compared with the tow of barges which it 


shoves and maneuvers in all kinds of currents through the tight bends of the River. 
‘Tows of up to 30 barges, longer than the “Queen Mary”, are not uncommon. Phey 


are heavy too, containing enough cargo to fill a couple of Liberty ships or 450 
railroad cars. 
Itisa tough job these powerful little boats do. And the rivermen who live on them 


for months at a time can really take pride in the new standards they are setting for 


the economical movement of bulk and pac kage freight. 


TALBOT, BIRD & Co; : INC. : Insurance Underwriters 
: . is pasta {MY John Street, New York 38,N. Y. 
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Do BURGLARIES 
and ROBBERIES 


outnumber fires? 





The answer is most definitely yes. Crimes of burglary and robbery are 
the highest in our history. They are occurring at the rate of one 

every 25 seconds. In every business ...in almost every household . 
there is a prospect for one or more types of crime Coverage 


Our latest PRODUCTION FOR PROFIT KIT on BURGLARY will 
bring you completely up to date on these coverages... help you to 

find more and better prospects... point out additional protection to 
established clients. You open the door for volume when you concentrate 
on BURGLARY business...and volume means commissions unlimited. 


The coupon will bring you our kit on BURGLARY, the latest 
of a series which we are publishing in the interests 


of providing a working library on property and casualty insurance. 
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FIREMAN’S FUND INSURANCE Group 
401 California Street, San Francisco 


I would like to receive, without cost or obli 
gation, your PRODUCTION FOR PROPITI 
KIT on BURGLARY 


Name 


Address 


Cremttartd ZV asd 


INSURANCE GrROU P 


401 CALIFORNIA STREET, SAN FRANCISCO 


FIREMAN’'S FUND INSURANCE COMPANY « FIREMAN'S FUND INDEMNITY COMPANY «+ HOME FIRE & MARINE INSURANCE COMPANY « NATIONAL SURETY CORPORATION 
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Financial Statement as of December 31, 1955 


ASSETS LIABILITIES 


Cash in Banks $ 179,570.81 Legal Reserve for: 

Unearned Premium $ 650,190.00 
Bonds (Amortized Value 12,804 ,937.09 Compensation Claims 6,449,588.91 
Estimated Expense Investigation of Claims 372,479.45 
Deposit Premiums 472,857.48 
Credits to Policyholders 227 256.98 
Replacement Checks 4,127.82 


Stocks 50,000.00 
Mortgages (Regular) 52,923.61 


Re-Insurance Payable 4,222.50 

Mortgages (F.H.A. 338,225.36 : \ ; gorse 

rtgas . Meadville Housing Corp. 678.05 
Premiums Outstanding Voluntary Reserves: 

(90 devs old or less 105,253.27 Catastrophe 1,000,000.00 

Contingency 1,000,000.00 

Accrued Interest 91,131.01 Surplus 3,440,639.96 


TOTAL ADMITTED ASSETS $13,622,041.15 TOTAL LIABILITIES $13,622,041.15 


STATE WORKMEN'S INSURANCE BOARD 


TOTAL DIVIDENDS PAID $14,620,034.93 
TOTAL LOSSES PAID ... $92,667,609. 13 
TOTAL PREMIUMS WRITTEN $140,830,328.44 


DIVIDENDS PAID TO POLICYHOLDERS SAMUEL G. NEFF, Manager NON - ASSESSABLE 
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, Direct Agency— 
Move ahead with National Casualty’s and belld vrei C asualty agency 
sound protection — the finest in highly on attractive lect territories now availab - 

ntments in se ylars—Address: Acc 
Disability Income, Hospitalization & White today for full articu re aity Company, 
Surgical coverages for the Individual, dent & Health Div., ationa 


Family, Franchise or True Group case. Detroit 26, Michigan. 


Remember—lIt's Easiest to Sell the Best! 
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@ This treasure hunt begins in your office, among 
Hazard, The 


man, will be there to help you add to your income 


your files. Harry American's idea 


by locating the best prospects on your claim. 


How? Harry uses special “geiger counters” to fer- 
ret out untapped sales opportunities, These help- 
ful gadgets are the tested and proved American 
Protection Plans for account selling of business 


and personal lines. With these plans, American 


producers gain profits by demonstrating eflective- 


ly to their clients and prospects the economy of 


sound insurance protection. 


Return the coupon below for your copy of the new 
I I 


November 1956 








from The American Insurance Co. Animated Slide Pilm—"A Wath Down Main Street” 


kit “How to Profit By A Walk Down Main Street.” 
It will show you how to increase your premium 
volume, taking advantage of the latest “packages” 


of insurance protection, 


“A WALK DOWN 
MAIN STREET” 


The American's newest 
selling film is being 
shown throughout the 
United States and 
Canada. Ask your 
American fieldman about 
a showing in your area, 


eee eee ee TTT 


THE AMERICAN INSURANCE CO. 


15 Washington St., Newark 1,N. J. Sales and Ady. Dept. G-11 


Please send me my free copy of “How To Profit By A Wolk 
Down Main Street.” 


Name 
Company 
Address 


Zone State 





We're showing Hard-working 
Advertisements 


* 
this message like this one will be seen by 


millions in Life, Look, Saturday 
Evening Post, Collier's, Time, 


Newsweek, Town Journal, Better 
6 IM a Homes & Gardens, Holiday, 
aq iA Atlantic Monthly, Harper’s 


Magazine, The New Yorker, 
Sports Illustrated—and other 
o.0 6 to talk-up leading publications. They’|l 
help stimulate even greater 
demand for New York Life 


New York Life products! policies. 
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ARKETING” now is the 
term accepted to cover the broad 
aspects of selling. It might be de- 
fined as an informed approach to 
all factors needed to complete a sale. 

For insurance, the idea of mar- 
keting has started to take hold in 
many home offices so that you can 
expect to find more and more em- 
phasis on insurance marketing in 
the years ahead. 

This special issue of THE SPEC- 
TATOR, its Statistical Issue, has an- 
nually presented an important 
summary of national insurance sta- 
tistics for the 
State by 
volume, for benefits paid in life in- 


preceding 
state totals for premium 


year. 


surance and losses paid in property 
major 
these and 


insurance, loss ratios in 


lines in each state 


many other figures compiled from 
THE SPECTATOR’S annual statistical 
books rearranged and 


have been 


November 1956 


An Adventure 
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Table 5 on Property Insurance Since 1900 and 
Table 
leading in ordinary and industrial life premiums 
were not completed in time for this issue 
Both these tables will appear in the December 
issue of The Spectator. 


12 with five companies in each state 








analyzed to give this issue an easy 
to-read breakdown of a full vear’s 


figures on insurance 


Selling Results 


Since these figures tell the re- 
sults of they 
have a definite place in the market 


insurance selling, 


ing picture. One value of market- 
ing is its emphasis on being “in- 
know the “market” 
while you are developing sales 
These SPreECTATOR figures, 
fore, help you to know the market, 


formed’’—to 
there 


to know where insurance has been 
sold and what kind and how much 
This is the way you can take the 
first step toward an “informed ap 
proach” to insurance sales 

Say you’re a life agent in Wis 
consin. Let’s see how you can use 
the figures in this special issue as 


marketing information to find 


where you stand in sales volume 


compared with your market and 
what the possibilities are for life 
insurance in your area. Later we'll 
give the same analysis of the tables 
for a property agent 

First, as a Wisconsin life agent, 
you can find on pages 8-27 to 8-32 
the premiums written and amounts 
in force in Wisconsin for each of 
the three life branches 
these tables show totals for both 


1954 and 1955, you can tell quickly 


Because 


how the life volume has increased 
in your state. Did the volume of 
business you wrote in those years 


make the same increase? 


Another Look at Tables 


Looking at those 


you find a per capita figure which 


same tables, 


shows the protection the aver 


Continued on page $-22 


S-] 
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2”N CENTRAL 


Introduction 


The state figures in this special statistical 
section of THE SPECTATOR are grouped 
in nine regions. This regional alignment is 
the one followed by the U. S. Bureau of 
the Census. On these first three pages of 
this statistical section we present general 
figures for each region, and then in the 
full tables following give the state insur- 
ance totals grouped into these same nine 
regions. 


Region 1—New England 


The six states in the first region—New 
England — showed a growth of almost 
200,000 in population between 1954 and 
1955, reaching an estimated 9,942,000 at 
the end of last year. Personal income in 
the area went up from $18,860,000,000 for 
1954 to $20,075,000,000 last year. Insur- 
ance premiums in the area also rose with 
$1,106,464,000 in the non-life lines, com- 
pared with $941,804.000 for 1954 Life 
premiums, which were $555,398,000 for 1954 
went up to $611,954,000 last year. 
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Insurance Marketing 


Region 2—Middle Atlantic 


The three states in the Middle Atlantic region continue to pile up large 
statistics, as compared with the other eight regions. Population went from 
32,114,000 in 1954 to 32,703,000 in 1955. At the same time, personal 
income in the region rose from $63,061,000,000 in 1954 to $69,283,000,000 
for last year. Continuing to lead in non-life premiums, this region showed 
a total of $3,328,510,000 last year, up from the $3,094,949,000 in 1954. Life 
premiums in these states also topped other regions with $2,092,965,000 in 
1954 and $2,210,097,000 in 1955 


ory, 


Region 3—East North Central 


States in the east north central region have a total population of 
33,587,000 to be the most populous of the nine regions. Population for 
1954 was 32,804,000. Personal income in the region reached $69,832,000,000 
last year, compared with $65,234,000,000 in 1954. Insurance premiums also 
were high in this region with $2,973,791,000 for the non-life lines in 1955 
up from $2,783,420,000 in 1954. Life premiums in these states totaled $1!,962,- 
585,000 last year, compared with $1,794,980,000 in 1954. 





Region 4—West North Central 
NORTH DAMOTA, MINNE- 


SOTA The seven states in the West North Central region reached a population 
of 14,754,000 last year, compared with 14,568,000 in 1954. In personal 
income, the region totaled $24,012,000,000 for 1954 and $24,439,000,000 
for 1955. Non-life insurance premiums in these states were at $1,166,532,000 
in 1955, up from the $1,038,679,000 total for 1954. Life premiums, on the 

SOUTH DAKOTA other hand, were $625,510,000 in 1954 and $671,611,000 in 1955 








NEBRASKA 











HANSAS MISSOURI 








Region 5—South Atlantic 


Population for the nine units—eight states and a district—in region 5 
reached 23,132,000 in 1955, up from 22,773,000 in 1954. Personal income 
in the area was at $32,746,000,000 in 1954 and $35,217,000,000 in 1955 
Insurance-wise the region showed $1,299,760,000 in 1954 and $1,462,125,000 
last year in non-life premiums. Premiums on life insurance here totaled 


$970,308,000 in 1954 and $1,057,139,000 last year 
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Regional Figures, continued 





Region 6—East South Central 
TENNESSEE The four states of the East South Central region continued to 


chalk statistical increases as population went from 11,467,000 in 
1954 to 11,566,000 last year. In personal income, the region 
accounted for $13,708,000,000 last year compared with $12,824,- 
000,000 in 1954. State insurance premiums showed $592,505,000 
in the non-life lines in 1955, up from $537,902,000 in 1954. Life 
premiums here went from $362,677,000 in 1954 to $410,647,000 
in 1955. 











ALABAMA 











Region 7—West South Central 


The seventh region had a slight population rise—from 
15,333,000 in 1954 to 15,446,000 last year. But the increase 
in personal income from the region was from $22,048,000,000 
in 1954 to $23,267,000,000 in 1955. Non-life premiums in these 
four states showed a significant rise from $1,062,260,000 in 1954 
to $1,149,413,000 last year. Life premiums here were $385, 
671.000 in 1954 and rose to $418,961,000 in 1955. 





MONTANA 
Region 8—Mountain 


Personal income for the eight states in the Mountain region con 

tinued to rise from $9,169,000,000 in 1954 to $9,863,000,000 last year. 

/DAHO WYOMING This was accompanied by a rise in population from 5,692,000 in 1954 
“ to 5,878,000 in 1955. For non-life insurance premiums here the total 

increased from $364,379,000 for 1954 to $394,976,000 last year. Life 

premiums here were $208,932,000 in 1954 and went up to $232,737,000 

NEVADA last year. 

UTAH | cqLORADO 





























EW 
ARIZONA WNICO 





Region 9—Pacific 


For the three states along the Pacific Ocean, personal income was at $37,707,- 
000,000 for 1955, only a slight change from the 1954 figure. Population here, 
however, showed a definite change, rising from 16,671,000 in 1954 to 17,271,000 
last year. Both insurance premium totals rose, with non-life premiums going from 
$1,.514,082,000 for 1954 to $1,609,981,000 for 1955 


Life premiums also rose from 
$740,618,000 in 1954 to $806,646,000 last year 
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State Premiums and Losses for Fire, Extended 
Coverage, Other All 


REMIUMS and losses for these four property 
lines—fire, extended coverage, other allied lines 
(which includes what was last year called “tornado, 
windstorm, cyclone, hail’ and a few other lines), and 
hail, growing crop only—are shown here in Table | 
with national and regional totals. Also the ratio 
between these written premiums and paid losses—the 
written-paid loss ratio—is shown in each state as well 
as in the regional and national lines. 
These figures, derived from THE SPECTATOR’S large 


ied Lines and Hail 


volume of “Insurance By States,” enable you to check 
your volume in each line against the writings and 
losses of all companies in the state. Then the regional 
totals—the sum of the premiums and losses for the 
tates in the region—provide a check for brokers or 
companies operating in this group of states 
For additional figures on all property lines in these 
regions, Table 8 on pages S25 and 826 lists premium 
totals for all lines with the percentage each line carries 


of the regional and national volume 


Add 000 to all dollar figures 


Fire Extended Coverage 
Paid Loss Written Paid Loss Written Paid Loss 
Losses Ratio 


Written Paid Written 
State Premiums Losses Premiums 


CONNECTICUT ) ] 9 109104 
MAINE 12 1 3 19906 
MAGCACHUSETTS ‘ 9 259352 
NEW HAMPSHIRE 9 20603 
RHODE ISLAND 2 y ‘ 2034 
VERMONT 


REGION TOTALS 


NEw JERSEY 
NEw yor« 
PENNSYLV 


REGION TOTAL 


ILLINO! 
INDIANA 
MICHIGAN 
OHI10 


wISCON 


REGION 
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Other Allied Lines bail 
Premiums Losses Ratio Premiums Losses Ratio 
lag 86887 y 4 6 154% 


1A 64 ms as 


4273 


aa? 


’ 
’ 
01627 18 ’ ! 132 
’ 
’ 





Table 1: Fire, Extended Coverage — continued 


1QWA 
“wANTAS 
MINNESOTA 
MISSOURT 
NEBRASKA 
NORTH NAVOTA 


OUTH DAKOTA 


REGION 


AWARE 

YT OF ¢Ol 
ORINA 
ORGTIA 


AND 


Fire 
Written Paid Loss 
Premiums Losses Ratio 


MAIA 


CAROLINA 


AROL! 


WA 


814.846 


81458466 


Add 000 to ali dollar figures 
Extended Coverage 
Written Paid 
Premiums Losses 
l ? ry An a 
18 ’ Pa5 
hy . 2) 24 
19779 


361.68; 


Other Allied Lines 


Written , 
Premiums 


39485 
631 


34,P°15 


Hail 
Paid Written ,, Paid'* Hf Loss 
Losses Premiums u 


0sses Ratio 


783 
36 


1 


SS ) 


59 354 400321 53 
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Table 2 
State Premiums and Losses for Auto Liability 


B.I.), Auto Liability (P.D.), Auto 
Physical Damage, and Surety 


UTO lines receive special emphasis in this year’ rate-making process depends, are not reported by each 
A edition of THE SPECTATOR’S Statistical Issue company for each state. Therefore, the written-paid 
Here in Table 2 are the written premiums and paid loss ratios shown here are always lower than the 
losses for each state on the three auto lines, along with earned-incurred loss ratios which the rate-makers 
the written-paid loss ratios. Then in Table 7 on pages follow 
$23 and S24 auto registrations in each state are listed Also included in this Table 2 are the premium 
and compared with total premiums and losses for the losses and loss ratio for the Surety line. The Fidelity 
three auto lines. figures, so often associated with Surety, appear it 

We must emphasize that these figures, taken from Table 4 on pages S11 and $12. 
THE SPECTATOR’S volume, “Insurance By States,” show Total regional premiums, compared with regional 
only written premiums and paid losses. The earned and national aggregates, appear in Table 8 on pages 
premiums and incurred losses, on which much of the $25 and S26 


Add 000 to all dollar figures 
Auto Liab. (B.1 Auto Liab. (P.D Auto Physical Damage Surety 
Written Paid Loss Written Paid Loss Written Paid Loss Written Paid Loss 
State Premiums Losses Ratio Premiums Losses Ratio Premwums Losses Ratio Premiums Losses Fatio 


CONNECTICUT 444408 230786 54 189024 8585 249269 159881 65 24464 19078 4? 
MAINE 75414 39152 43 43979 20151 A659 49679 4? 755 440 58 
MASSACHUSETTS 68,897 486,839 55 42-619 185941 l 240107 53 4698 10008 ?1 
NEW HAMPSHIRE 64780 39057 45 35376 1.598 e407 4} 671 66 11 
RHODE ISLAND 6.175 30741 46 45908 20503 46394 51 615 1487 30 
VERMONT 45286 16964 46 10956 959 19874 4* 93 102 be) 


REGION TOTALS 15949963 84554? 543 760065 34,739 ) $2s29% Sb 95449 20833 10 
UeSe DeCe & CANe 197355693 8204524 47 89642865 4159196 é Z ] AB6,716 1584499 3456196 
NEW JERSEY 745705 2945892 394464 169136 624439 259749 l 50008 532 
NEW YORK 301630 13849363 101922 4439722 1199158 536271 5 159815 29338 
PENNSYLVANIA 959193 09643 619181 299567 11225) 4802) 1,737 934? 
REGION TOTALS 4715530 2085899 2024569 895426 2935849 27004) 78 e562 


UsSe DeCe & CANe 197359693 8209524 8965285 4159196 290120941 BAbETIE A499 


ILLIMOIS 1119929 664575 > 525385 264708 1249811 520913 ’ 84060 
INOTANA 3445721 159174 250413 129813 500749 239381 49650 
MICHIGAN 595347 279254 445856 245061 1019763 484080 59410 
OHIO 834065 4046789 609773 289622 10046723 439678 16215 
WISCONSIN 434394 199A37 184696 85507 319628 3,059 4598 


REGION TOTALS 3325458 16996231 ? 2020125 ] lz ] 4099676 1819063 764936 


DeCe & CANe 1067359693 00§2 8964785 l 196 46 2901274594) 6864716 1585499 
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Table 2: State Premiums, Losses for Auto Lines —continued 


1Owh 
KANSAS 
MINNESOTA 
MISSOURT 
NERRAGSHA 
NORTH DAKOTA 
OUTH DAKOTA 


REGION TOTALS 


DeCe & CANe 


DELAWARE 
DIST OF 

FLORIDA 

GEORGIA 

MARYLAND 
NORTH CAROLINA 
SOUTH CAROLINA 
VIRGINIA 

WEST VIRGINIA 


COLUMBIA 


REGION TOTALS 


DeCe & CANs 


ALARAMA 

KENTUCKY 

MISSISSIPPI 
FNNESSEEF 


RFGION TOTALS 


OceCe 6 CANe 


ARV ANSA® 
LOUISTANA 
OKLAHOMA 
TEMA 


REGION TOTALS 


DeCe & CANe 


ARIZONA 
COLORADO 
IDAHO 
MONTANA 
NEVADA 

NEW MEXICO 
UTAH 
WYOMING 


REGION TOTALS 


DeCe & CANe 


Ue . 


CALIFORNIA 

OREGON 

WASHINGTON 
REGION TOTALS 


DeCe & CANe 


UeSde 


CANADA 
REGION TOTAL‘ 


DeCe & CANe 


ALASKA 
REGION TOTALS 


DeCe & CANe 


Auto 
Written 
Premiums 


9868 
159515 
44,789 
454722 
110214 
496277 
45159 


1355897 


197355693 


34703 

79845 
329984 
209532 
285447 
245632 
1209067 
279842 
114787 


1695843 
107459693 
149614 
179032 
8,779 
249294 
64,719 


197359693 


8.067 
229672 
1792091 
749123 

122963 
197359693 

8,720 
119405 

44633 

59185 

20677 

4,837 

59416 

29340 


459216 
197359693 
186,705 
189676 
244756 
2326138 


107359693 


107359693 


19048 
1,048 


1¢7359693 


Liab. ‘B.1 
Paid 
Losses 


109456 
6s97C 

17621 

249011 
44559 
19338 
196800 


664757 


6204524 


19260 
49656 
179399 
94462 
129115 
104400 
54764 
129221 
4,674 


769976 


09524 


66492 
85326 
44918 
119689 
319430 


8209524 


49057 
109621 

94394 
309014 


53,8088 


8200924 


39269 
39995 
19915 
19990 
196278 
20114 
29295 

847 


18.007 
8209524 
874432 
109879 
116503 
1099815 


82040524 


Loss 
Ratio 


Add 000 to all dollar figures 
Auto Liab. 


Written 
Premiums 


135383 
89932 
169823 
210011 
69823 
19947 
29150 


719073 


8969285 


29009 
39979 
17+936 
129519 
1549944 
149434 
69457 
169587 
64645 


969513 
8960285 
79167 
109548 
4,098 
110950 


334765 


89645285 


44640 
119124 
99134 
424622 
679521 
8964285 
39918 
79583 
29646 
29485 
19314 
30110 
3924) 
10188 
2559488 
8969285 
914916 
119973 
159419 
1199309 


8965285 


10014 
19014 


8969285 


838 
838 


8965285 


Loes 
Ratio 


19745 
79016 
6,737 
69723 
69512 
39010 
79398 
39319 


429444 
4159196 
39512 
59712 
29095 
54982 
179303 


4159196 


29053 
59176 
4949? 
179320 


299042 
4154196 
19666 
4944] 
1¢280 
19247 
629 
19146 
19595 
692 
119700 
4159196 
40941? 
59470 
79760 


5396446 


4159196 


497 
497 


41546196 


Auto Physical Damage 
aid 


Written 


Premiums 


4195848 
299136 
29960 
495656 
15994) 


69442 


8369 
439116 
419110 
29954) 
459426 
199957 
4249374 
179600 


2529954 
290129941 
279140 
239860 


209213 
310079 


1029293 


290129941 


179051 
345695 
294489 
118,873 


2009109 
2901299461 
129450 
199959 
69733 
6900 
49860 
109834 
939097 
4s961 
799817 
290129941 
1759866 
219607 
289483 
2259957 


200129941 


1799621 
1799621 


200129941 


P. 
Losses 


19680 
29985 
149759 
149992 
109589 
159578 
79442 
159241 
69684 


900104 


6864716 


100149 
99193 
8646 

120211 


409200 


8869716 
79321 
149228 
129211 
4645395 


609156 


8665716 


6.179 
5917 


99829 
406° 
69122 
20123 
49823 
45167 
29615 

38s916 

88649716 

789351 
94928 
139650 


1019930 


8869716 


990111 
990111 


6865716 


ARGe716é 


1584499 


Surety 
Written Paid Loss 
Premiums Losses Ratio 


034 868 
0962 50 
44158 
9971 


‘ 


389196 


445 
479 
577 
19725 


39227 


1584499 384196 


19264 53 

19755 605 
550 237 
868 326 
695 180 

19194 979 
681 105° 
439 93 


79648 29584 


15846499 366196 


209117 69559 
19366 216 
607 

244535 79383 


1584499 385196 


369196 26 
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Table 3 


State Premiums and Losses for Four 
Accident and Health Lines 


Sgt in the four main Accident and 
lines for 1955 are summarized here in 
It is possible from these figures, derived from TH! lis 
” to compare 


SPECTATOR’S volume “Insurance By States, 
n each of these lines for each 


group 


the loss ratios ji 


well as for the loss ratios for the 


each region. 


totals insurance 


are limited to 
reporting on the Commissioner’s 
Annual Statement. This 


writing accident and health lines 


These 


does include life 


Individual Hos. & Med. Expense 


Written Paid Loss 
Premiums Losses Ratio 
954726 136 


CONNE 
+394 


MAINE 
MA ACH 
HAMD 


147 
2669 244 


0120 


ceTT 
NEW HIRE 
RHODE ISLAN 


VERMONT 


RF G6 I ON 
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Healt} 


lable 0 writings in 


companie 
Convention Form 


companie 


information on accident and health 


lable 6 


further 
the 


ts five leading companies for each state 


For 
page Sis 


starting on 
in both 


states, 
tne 


individual hospital and medical expense and the grouy 
hese are ranked 


in each line in each state 


accident and health lines companie 


by premium volume reported 


S25 and S26 combines the pre 


for the 
that 


tate’s 


Table 8 on pages 


line states in all of the nine 


iN each 


Then 


cent 


miums 
reyion shows regional total of the line 
is a per of the total premium volume 


Add 000 to all dotiar figures 
& Health 


Paid 
Losses 


& Health 
Paid 
Losses 


Individual Ace 
Written 


Premiums 


Individual Accident Only 
Written Paid 


Premiums Losses 


Loss 
Ratio 


Group Ac« 
Written 


Premiums 


Loss 


Loss 
Ratio 


Ratio 
1,788 ‘ 


9439 é 


? 





Table 3: State A & H Premiums and Losses —continued 


Add 000 to all dollar figures 


individual Hos. & Med. Expense Group Acc. & Health Individual Accident Only 


Written Paid Loss Written Paid Loss Written Paid Loss 
Premiums Losses Ratio Premiums Losses Ratio Premiums Losses Ratio 


49672 


1309440 


: P ac 
19651+689 


DEL AWAR 

DIST OF COLUMBIA 

FLORIDA 

GEORGIA 

MARYLAN 

NORTH CAROLINA 

OUTH CAROLINA 
INIA 
/IRGINIA 


&£ CANe 196519689 


1913) 

139164 9965 

59735 49630 

TENNES' l : 230979 189446 
2FGION TOTALS »9351 l 569821 4449174 


DeCe & CANe 19651968 l 1 9977 

ARKANSA , 892 

LOUISIANA ] 3 a4 19279 

OV AHOMA ?1 | , p 10214 

TEKA 3 ) > ] 1] 49747 

REGION TOTAL t , 1° 9 7 Ae1l34 

1379843 
ARIZONA 49327 
LORADO 0733 
1Dan 44293 
MONTANA 492754 
NEVADA 10125 
NE w me xICO 20155 
UTAH 29145 
WYOMING 19604 


239639 


CANe 1965159689 


CAL TFORNIA 974940 749468 2084080 
OREGON 94460 543436 120105 
WASHINGTON 74993 4,767 259422 


REGION TOTALS 1159394 835571 y 2459609 


DeCe & CANe 166519689 1962049481 73 107120394 


CANADA d 1 9190135 } 5 89643 
REGION TOTAL‘ ! 919135 84643 


DeCe G&G CANe 196510689 1462049481 197129394 1379843 


ALASKA 45) Z ae 


REGION TOTALS 45) 4A 


UeSe DeCe & ANe 196512689 


5-10 


Individual Acc.”& Health 


Written Paid Loss 
Premiums Losses Ratio 


Vwuwr 
“7 ee « 
oO? ww 


47 
47 


46 
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An Adventure in Insurance Marketing 


Table 4 
State Premiums and Losses For Ocean 
Marine, Inland Marine, Workmen's 
Compensation, and Fidelity 


LTHOUGH these four lines have little in common, Compensation, Table 6 on page S13 lists five leading 
A we list them together in Table 4 because each companies in each state. These are ranked according 
line is worthy of special study in THE SPECTATOR’: to their Workmen’s Compensation premiums in each 
Statistical Issue. These premiums and losses for f those state 
Ocean Marine, Inland Marine, Workmen’s Compensa Also of value in interpreting these Table 4 figures 
tion, and Fidelity are taken from THE SPECTATOR’S are the statistics in Table 8 on pages S25 and S26 
large volume “Insurance By States.” It should be his latter table takes state premiums in each line 
pointed out that premiums are on the written basis, and totals them for the states in each region. From 
not the earned, and losses are paid, not incurred these are derived percentages showing how that 
This means that the written-paid loss ratio will be regional total in any line ranks as a part of that line’s 
slightly different from the customary earned-incurred national total. Another percentage shows each line's 


loss ratio. regional total as a per cent of all non-life premiums 


As a supplement to these state totals on Workmen's written in that region. 


Add 000 to all dollar figures 
Ocean Marine Inland Marine Work men's Compensation Fidelity 


Written Paid Loss Written Paid Loss Written Paid Loss Written Paid Loss 
State Premiums Losses Ratio Premiums Losses Ratio Premiums Losses Ratio Premiums Losses Ratio 


CONNECTICUT 979 1114 114 4,979 49437 89 28,881 14s342 40 19179 156 66 
MAINE 356 201 56 19286 675 52 35774 20077 55 349 96 286 
MASSACHUSETTS 4153 39873 93 110155 Be643 #77 635984 300891 4A 29299 645 37 
NEW HAMPSHIRE 114 0 2934) 49 I &4 3? 13 
RHODE ISLAND 443 6! 4356 167 «47 
VERMONT 5 198 10 9 


5 44 19062 4? 4,779 
509 15 0666 19360 87 99229 59625 
28 612 0: 20110 19090 
REGION TOTALS 5.778 120660 b ) 44628 


2039862 A39A44 


« 


NEW JERSEY ] liel 9577 ) 779054 


, 
NEW YORK } : le‘ > 49457 


PENNSYLVANIA 


404769 499479 
Be 


319 4 519529 1 +642 


REGION 549666 5 3789063 1s 10058 


343075 1709399 


ILLINOIS 20351 2869239 
INDIANA ] 79592 
MICHIGAN 
OHIO 1015 154273 
WISCONSIN 1 32 4995 


109816 


6646874 


CANe 


November 1956 





Table 4: Ocean Marine, Inland Marine — continued 


Add 000 to all dollar figures 


Ocean Marine Inland Marine Work men’s Compensation Fidelity 


Written Paid Loss Written Paid Loss Written Paid Loss Written Paid Loss 
State Premiums Losses Ratio Premiums Losses Ratio Premiums Losses Ratio Premiums Losses Ratio 


THE SPECTATOR 








An Adventure in Insurance Marketing 


Five Leading Companies in Six Non-Life 
Lines in Each State 


ABLE 6 is the longest set of figures in this special] according to their premium volume in certain non-life 
; iene of THE SPECTATOR. There’s a good reason lines in each state. (A similar table, not ready at 
for that. It is also probably the most interesting table press time, will rank five companies in each state 
since it names hundreds of companies and ranks them Continued on Page $-14 


REGION 1 Add 000 to all prem 


Premiums Premium 
States and Lines Leading Companies in State States and Lines Leading Companies int State 


CONNECTICUT 
FIRE 


WORKMENS COMPENSATION 
AUTOMOBILE LIAB! 
AUTO PHYSICAL 


MAINE 
FIRE 


GROUP ACCIDENT 
NION 
AE TNA 


WORKMENS COMPENSATION 
RTY MUTUA 
EMPLOYERS LIABILITY 
TRAVELERS INSURAP 


HARTFORD ACCIDENT 


f 
f 
AMERICAN MUTUAL 1A 


AUTOMOBILE LIABI 
FMPLOVER< 1ABILITY 
MAINE BONDING & CAS 
TRAVELERS INDEMNITY 
NITED STATES FIC 


FIOF 
HARTFORD ACCIDENT 6 


ALTNA CaASUs 
AUTO PHYSICAL DAMAGE 
MOTORS INSURANCE 
OU MANCHESTER 
VERMONT | t 
tat 
seReyice 1” ‘Ss Le 
ante 
CALVERT FI 
TRAVELERS 


November 1956 








Table 6: Leading Property Companies —continued 


Add 000 to all premiums 


Premiums 
in State 


REGION 2 


Premiums 


States and Lines Leading Companies States and Lines Leading Companies in State 


INDEMNITY 


NATIONWIDE MUTUA 


MOTOR INSURANCE CORE 


NION MUTUAL FIRE 
ALLSTATE INSURANCE 
VERMONT MUTUA FIRE 


Continued from Page $-13 


according to their ordinary and industrial life pre 
miums in THE SPECTATOR’S December issue.) 

lines selected for this table—Fire, Group 
Accident and Health, Individual Hospital and Medical 
Expense, Auto Liability (B.I.), Auto Physical Dam 
Workmen's Compensation 


fire, casualty and accident and health 


The six 


wide 
There 


age, and cover a 


range 


fore, the companies listed here probably lead in pre 


other lines as these 
from THE 
States,” 


of the hundreds of companies writing in 


miums for well. All of figures 
SPECTATOR’S volume, 


which gives figures for each 


are derived large 
“Insurance By 
“ach state 

To make a comparison of the significance of these 
premium totals, you can find the total premiums in 
for Fire in Table 1 S5 and S6), 
for auto lines in both Table 2 (pages S7 and S8) and 
Table 7 (pages S23 and S24), for accident and health 
in Table 3 (pages S9 and S10), and Workmen’s Com 
pensation in Table 4 (pages S11 and $12) 


each state (pages 


S-14 


NEW JERSEY 
FIRE 


HOSPITAL 


HOME INSURANCE CO 
AMERICAN - INSURANCE 
FIREMENS INS 
CONTINENTAL 
NIAGARA FIRE 
ANO MEDICAL EXPENSE IN 
SERVICE PLAN 
SURGICAL PLAN N J 
BENEFIT H & A ASSN 
ENTAL CASUALTY 
4 CASUALTY CO 


ITAN LIFE INS 
TIAL INSURANCE 
ERS INSURANCE 
LIFE INs 
ITABLE LIFE ASSUR $0¢ 


MFRS CASUALTY INS 
AL INS CO 
INSURANCE CO 
ACCIDENT & INDEMNITY 
LTY G SURETY 


RANCE 

MFRS INDEMNITY 
UALTY IN 

IDENT & INDEMNITY 


INDEMNITY 


THE SPECTATOR 





Table 6: Leading Property Companies — continued 


November 


States and Lines 


1956 


REGION 3 


Add 000 to a 
Premiums 


Leading Companies in State States and Lines 


HOME INSURANCE 
JNTRY MUTUAL 
HARTFORD FIRE 
INSURANCE CO 
AMERICAN 
HOSPITAL 
ILLINOIS ME 
BANKERS 


LIFE 


TUAL BENEFI 


REGION 4 


OME INSURANW 
1OwA MUTUAL 
MARTFORO FIR 
WESTERN MUTU 
NSURANCE c 


HOSPITA «fea 
[OWA MEDICAL 
RANMPERS LIFE 
AMERICAN REP 


TRAVELERS IN« 
AETNA LIFE Ih 
METROPOLITAN 
4U TT ARLE 


iN HAN 


wa “ M 
TATE Famm my 
a 1€0 muTus 
EMPLOYERS mut 
STATE AUTOMOR 
[Owes Fame mutT 
ATe Fanw um 
1€0 muTUA 
ATE auTOMOR 


Leading Companies 


cee 
INS i+) 
€ Ins 

AL Ine 
or na 


VICE INC [OWA 
SERVICE 
CASUA 


IC IATED HO 


Le 


In 
ta 
CA 
Le 


e* INSUPANCE 


Premiums 
in State 





Table 6: Leading Property Companies — continued 


States and Lines 


RYEMENS COMPENSATION 


AUTOMOBILE LIABI 


Add 000 to all premiums, except North Dakota Workmens Compens 


Premiums 


Leading Companies in State 


NEBRASKA 
FIRE 


States and Lines 


GROUP ACCIOENT AN 


TROPOL 
NTINENTAL 
TNA LIFE 


WORK MEN® 


OMPENSATION 


AUTO PHYSICAL DAMAGE 


NORTH DAKOT 
FIRE 


HOSPITAL 


ROUP AC 


WORKMENS 


o 


AND MEDICAL EXPEN 


CIDENT AND HEALTH 


COMPENSATION 


AUTOMOBILE LIABILITY BOOILY INU 


AUTO PHYSICAL DAMAGE 


SOUTH DAKOTA 


FIRE 


HOSPITAL 


AND MEDICAL EXPENSE INO 


GROUP ACCIDENT AND HEALTH 


WORK MENS 


1RERTY MUTUA . 
EMPLOYERS MUTUAL LIAR IP 
AETNA CA SURETY 
HwMARTFEOR 


COMPENSATION 


AUTOMOBILE LIABILITY 


AUTO PHYSICAL OAMAGE 


TATE Farm mMUT 
MOTORS INSURANCE 
MF A MUTUAL IN 
<PRVICE FIRE INE 
ALLSTATE IN RAN 


Premiums 


Leading Companies in State 


NEBRASKA 
BANKERS 


EMPLOYER: j AL CASUALTY 
TRAVELERS INSURA 
MPLOYERS MUTUAL LIAB INS 
4ARTFORD ACCIDENT & INDEMNITY 
NITED STAT FIOL & GUAR CO 


STATE FARM MUT AUTO INS CO 
TATE AUTOMOBILE INS ASSN IOW 
TRAVELERS INDEMNITY CO 
EMPLOYERS MUTUAL CASUALTY 


HARTFORD ACCIDENT & INDEMNITY 


STATE FARM mMUT AUTO INE co 
MOTORS INSURANCE CORP 
ENTRAL NATIONAL INS 

NION INSURANCE 

TRAVELERS FIRE IN 


ST PAUL FIRE & MARINE INS 
SUNSHINE MUTUAL INS 
JNITED STATES FIRE INS CO 
HOME INSURANCE CO 
PRINGFIELD FIRE & MARINE 


NORTH DAKOTA HOSPITAL SERVICE 
AMERICAN REPUBLIC INS 

NORTH DAKOTA PHYSICIANS SERV 
BANKERS LIFE & CASUALTY 

T PAUL HOSIPITAL 6 CASUALTY 


TRAVELERS INSURANCE CO 
METROPOLITAN LIFE INS 
EQUITABLE LIFE ASSUR SOC 
BADGER MUTUAL INS 

JOHN HANCOCK MUTUAL LIFE 


LIBERTY MUTUAL INS CO 
ASUALTY RECIPROCAL EXCH 
AETNA CASUALTY & SURETY 
EMPLOYERS MUTUAL CASUALTY 
MARYLAND CASUALTY CO 


NATIONAL FARMERS UNION PROP 
FARMERS MUTUAL AUTO INS 
STATE FARM MUT AUTO INS CO 
NODAK MUTUAL INS CO 

ST PAUL MERCURY INDEMNITY 


MOTORS INSURANCE CORP 
NATIONAL FARMERS UNION PROP 
NODAK MUTUAL INS CO 

STATE FARM MUT AUTO INS CO 
FARMERS MUTUAL AUTO INS 


ST PAUL FIRE G& MARINE INS 
HARTFORD FIRE INS 

HOME INSURANCE CO 
MILBANK MUTUAL INS 
SUNSHINE MUTUAL INS 


BANKERS LIFE & CASUALTY 
AMERICAN REPUBLIC INS 
ASSOCIATED HOSPITAL SER IOWA 
CENTRAL STATES HG A ASSN 
MUTUAL BENEFIT 4 & A ASSN 


TRAVELERS INSURANCE CO 
BANKERS LIFE O IOWA 
EQUITABLE LIFE asSsUR SOC 
MARDWARE MUTUAL CASUALTY 
METROPOLITAN CASUALTY INS 


WESTERN SURETY CO 
SUNSHINE MUTUAL INS 

AF TNA CASUALTY & SURETY 

MPLOVYERS MUTUAL LIAB INS 
HAROWARE MUTUAL CASUALTY 


STATE FARM MUT AUTO INS CO 
FARMERS MUTUAL AUTO INS 
SECURITY GENERAL INS CO 
WESTERN CASUALTY & SURETY 
ST PAUL MERCURY INDEMNTTY 


STATE FARM MUT AUTO INS CO 
FARMERS MUTUAL AUTO INS 
MOTORS INSURANCE CORP 
SECURITY GENERAL INS CO 
ST PAUL FIRE & MARINE INS 


THE SPECTATOR 








Table 6: Leading Property Companies — continued 


REGION 5 


States and Lines 


DELAWARE 
FIRE 


HOSPITAL AND MEDI 


GROUP ACCIDENT AND 


HEALTH 


WORKMENS COMPENSATION 


AUTOMOBILE LIABILITY BODILY 


AUTO PHYSICAL DAMAGE 


OIST OF COLUMBIA 
FIRE 


HOSPITAL AND MEDICAL EXPENSE 


GROUP ACCIDENT AND HEALTH 


WORKMENS COMPENSATION 


AUTOMOBILE LIABILITY BODILY 


AUTO PHYSICAL DAMAGE 


FLORIDA 
FIRE 


HOSPITAL AND MEDICAL EXPENSE 


GROUP ACCIDENT AND HEALTH 


WORKMENS COMPENSATION 


LIABILITY BODILY 


AUTOMOBILE 


AUTO PHYSICAL DAMAGE 


November 1956 


NJ 


INO 


INJ 


INO 


INJ 


Add 


Premiums 


in State States and Lines 


Leading Companies 


INS 

RSTATE 
FQUITABLE LIFE ASSUR 
METROPOLITAN LIFE If 
TRAVELERS RANCE 
PRUDENTIAL UR ANCE 
AETNA LIFE 


INS 
INS 


LIBERTY MUTUA 
AETNA CASUALTY r 
JNITED STATES FIDL 
INDEMNITY INSURANCE ) 
AMERICAN MOTORISTS INSURANCE AUTOMOBILE IABILITY BODILY 
NATIONWIDE MUTUAL INE 

STATE FARM MUT AUTO INS CO 
LINCOLN CASUALTY CORP DEL 
UNITED STATES FIDL & GUAR CO 
AETNA CASUALTY & SURETY 


INSURANCE CO 
MOTORS INSURANCE CORP 
NATIONWIDE MUTUAL INS 
STATE FARM MUT AUTO INS 
CHESAPEAKE INS CO 


HOME 


MARYLAND 
Fire 


HOME 
FIREMENS 
INSURANCE 
TRAVELERS 
NATIONAL 


INSURANCE CO 
INSURANCE 
CO OF NA 
FIRE INS 
CAPITAL INS 


BANKERS LIFE & CASUALTY 
RESERVE LIFE INS CO 

MUTUAL BENEFIT 1 G& A ASSN 
GEORGE WASHINGTON LIFE INS 
CONTINENTAL CASUALTY 


SROUP ACCIDENT ANT 


INS 


co 


METROPOLITAN LIFE 
TRAVELERS INSURANCE 
AETNA LIFE INS 

MUTUAL BENEFIT H 6 A 
CONNECTICUT GENERAL 


ASSN 
Lire INS WORKMPENS OMPENSATION 
LIBERTY MUTUAL INS CO 

AETNA CASUALTY & SURETY 
HARTFORD ACCIDENT & INOEMNITY 
UNITED STATES FIDL & GUAR 0 
TRAVELERS INSURANCE CO AUTOMOBILE LIABILITY BODILY IMU 
GOVERNMENT EMPLOYEES 
AMALGAMATED CASUALTY 
ALLIED AMERICAN MUT FIRE 
AETNA CASUALTY 6 JRETY 
NATIONWIDE MUTUAL IN 


INS 


Ins €cO 


PHYSICAL OAMAGE 


core 


60 


INSURANCE 
FIRST SECURITY INS 
GOVERNMENT EMPLOYEE 
IMPERTAL INSURANCE 
ALLIED AMERICAN MUT 


MOTORS 
INS 
wane NORTH CAROL! 
Fire 
HOME INSURANCE CO 
HARTFORD FIRE INS 
AMERICAN FIRE 6& CASUALTY 
AMERICAN TITLE & INS 


STATE FARM FIRE & CASUALTY 


ANO MEDICAL EXPENSE 


BLUE CROSS OF FLORIDA 

BLUE SHIELD OF FLORIDA 
INDEPENDENT LIFE & ACCIDENT 
BANKERS LIFE & CASUALTY 
MUTUAL BENEFIT 1 & A ASSN snoue ACCIDENT 
TRAVELERS 
AETNA LIFE INS 
METROPOLITAN LIFE INS 
PRUDENTIAL INSURANCE 
GULF LIFE INS CO 


INSURANCE 


WORK ME Ne OMPENSAT ION 
JNITEO STATES FIOL 

TRAVELERS INSURANCE 

LIBERTY MUTUAL INE 

BITUMINOUS CAS 

FIDELITY & CAS 


STATE FARM MUT AU 
ALLSTATE INSURANCE 
UNITED STAZES FIOL & GUAR CO 
AMERICAN FIRE & CASUAL 
HARTFORD ACCIOENT & IN 


Ty 

eMnITyY 
MOTORS INSURANCE CORP 
EMMCO INSURANCE 
STATE FARM MUT A 
SERVICE FIRE INS 
MIO STATES INSURANCE CO 


ie} 
JTO INS CO 
co 


Premiums 


Lerding Companies 


MUTUAL IN 
AMERICAN MUTUAL LIABILITY 
NITED STATES FI t 
EMPLOYERS MUTUAL LIAB IN 
T RANCE 


IBERTY 


GUAR 


VELeR« 


For ACCIDENT & INDEMNITY 
RANCE 


FIO. 6 


rave IN 
eTate 


HOME INSURANCE 

INSURANCE > oF 

MUTUAL FIRE IN 
NTI NENT AL 
MEAT AMERICAN 


MARYLAND 
MARY. ANC 
BANKERS 
VE SERVE 


MUTUA 


HOSP 
MeO! 

Lire 
LIFE IN 
MONEFPIT w & 


METROPOLITAN 
NF Tl y7 
TRAVELERS INS 
AETNA LIFE 
EQUITABLE 


ife 


JENE RAL 


LiseretTy = 
MARYLAND t 
NITED STATES 
TRAVELER 
AETNA a‘ 


NATIONWIDE MUTUA 
STATE FPaam mut A 
ALLSTATE NSURAN 
NITEO STATES FI 
LIBERTY MUTUAL IN 


MOTORS INSURANCE CORP 
NATIONWIDE MUTUAL INS 
INTERSTATE INSURANCE ) 
STAT@® Faam mutT AUTO INE 
ERVICE FIRE INS CO 


PEMNSYLVANIA LUMBERMENS 
AMERICAN INSURANCE CO 
HOME INSURANCE CO 
AETNA INSURANCE 9) 
NORTHWESTERN MUTUAL FIRE 
1OSP 1 TAL 
OSP ITAL 
erve 
RANKER 
amen 


SAVIN asso nN 
CaRe 


Re Lire 


PROV IOENT 
PILor IPE INS 
EQUITABLE LIFE 
AETNA LIFE IN 
METROPOLITAN 


ire 


Ife 


LIGERTY MUTUAL INS CO 
AMERICAN MUTUAL LIABILITY 
Rancr cc 
CASA 

vt 


TRAVELER 
NITE 


NITE 


INS 
STATES 


STATES« 


NATIONWIO® MUTU 
ALLSTATE In 
Tate 
wa vat 
nITe 


@ANce 
autc 
myt 


Faam mur 
1 Oma 


“oOTOR 

n1Can Sec 
NATIONWION ™ 
ALVERT FIRE 
Twin svare 


ame 


in State 





Table 6: Leading Property Companies — continued 


Add 000 to all premiums REGION 6 


Premiums Premiums 

States and Lines Leading Companies in State States and Lines Leading Companies in State 
ALABAMA 
Fie 

a0 IN MANUFACTURERS HOME INSURANCE 
HOME INSURAN cc ALABAMA FaRM aA 
FIREMENS MUTUAL IN HARTFORD FIRE 
HAPTFORD FIRE INS TATE FARM FIRE 
PENNSYLVANIA LUM ENERAL INE 
INDEPENDENT LIFE & ACCIOEN . CRO 
RANKER LIFE & CASUALTY RANKER 
‘ Vh 
BENEFIT HG C 


ERVE IPE INE 


PROVIDENT 
FOUITABLE 


METROPOLITAN LIFE 
METROPOLITA 


PROVIDENT LIFE & acc 
FQUITABLE LIFE A 
AFTNA LIFE IN 
PRUDENTIA 
BFRTY MUT 


MPLOYER 
MPLOYER 


INS ANCE CORP 
FARM MUT AUTO 

TONWIDE MUTUAL IN 

VERT FIRE IN« 

VICE FIRE INS 


HERN FaRM 
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Table 6: Leading Property Companies — continued 
Add 000 te oremiu 


Premiums Premiums 
States and Lines Leading Companies in State States and Lines Leading Companie in State 


WORKMEN OMPEN 


Nov ember 1956 








Table 6: Leading Property Companies — continued 


REGION 8 


States and Lines 


> MEDICAL EXPENSE 


GROUP ACCIOENT AND HEALTH 


WORKMEN COMPENSATION 


AUTOMOBILE LIABILITY BODILY INU 


AUTO PHYSICAL OAMAGE 


COLORADO 
Fine 


HOSPITAL AND MEDICAL EXPENSE IND 


GROUP ACCIDENT AND HEALTH 


WORKMENS COMPENSATION 


AUTOMOBILE LIABILITY BOOILY INY 


AUTO PHYSTCAL DAMAGE 


TOAHO 
rire 


HOSPITAL AND MEDICAL EXPENSE INE 


GROUP ACCIDENT AND HEALTH 


WORKMENS COMPENSATION 


AUTOMOBILE LIABILITY BODILY INU 


AUTO PHYSICAL DAMAGE 


Leading Companies 


ENS FALLS 
FIREMANS F 
HOME 
HARTFORD 
INSURANCE © 


BANKERS 
WESTLANE 
RESERVE 
MUTUAL 


EQUITABLE 
OCCIDENTAL 
PITAL 
PACIFIC 


HO 


INDUSTRIAL 
TRAVELERS 
ARGONAUT 
HARTFORD 


ALLSTATE 
FARMERS 
HART FORE 
“ovate 
GLOBE 


Farw 


MOTORS 

FARMERS 
STATE FARM 
ALLSTATE 
HARTFORD F 


FIREMANS 


HOME 


GENERAL 


BANKERS 
RESERVE 


MUTUAL 


MUTUAL BENEFIT 
METROPOLITAN 


TRAVELERS 
FQUTTAALE 
AETNA LIFE 


STATE COMPENSATION 


TRAVELERS 


EMPLOVERS MUTUAL LIAB 


UNITED STA 


MARTFORD ACCIDENT 6 


STATE Farm 
UNITED STA 
TRAVELERS 
TRANSPORT 
COLORADO F 


STATE FARM 
MOTORS 
FARMERS IN 
CENTRAL WA 
COLORADO F 


GENERAL IN 
SNAKE Rive 
SPRINGFIEL 
NOR THWESTE 
HARTFORD F 


WESTLAND \ 
BANKERS LI 
MUTUAL 
AMERICAN R® 
RESERVE LI 


FOQUTTABLE 
AE TNA LIFE 
PRUDENTIAL 
HEALTH SER 


BUSINESS MENS 


LIBERTY NA 
IOAHO STAT 
1c Tf INSU 
WORKMENS ¢ 
EMPLOYERS 


FARMERS 
TRUCK 
GENERAL CA 
IDAHO FARM 
STATE FARM 


IN 


FARMERS 
MOTORS 
IDAHO FaRM 
STATE Farm 
TRUCK 


'n 


INSURANCE 
FIRE 


LIFE 6 
LIFF 
Ff 

BENEFIT 

PIONEER AMERICAN 


LIFE 


BENEFIT 
MUTI 
METROPOLITAN 


INSURANCE 
INSURANCE FxCH 
ACCIDENT & IN 
CONTINENTAL 


INSURANCE 
INSURANCE 


FUND 
INSURANCE CO 
HARTFORD FIRE 
INS CO OF 
CONTINENTAL 


LIFE 6 
LIfe 
AMERICAN REPURL IC 
NATIONAL BANKERS 
BENEFIT 


LIFE 


INSURANCE 


BENEFIT HG A 


INSURANCE 


INSURANCE 


0 
INSURANCE ExCr 


Add 000 to all premiums, except Nevada Workmens Compensation 


Premiums 


in State States and Lines 


MONTANA 
FIRE 
INSUPANCE 
ND INS CO 
CO 
Ine 
oO OF *k L 
HOSPITAL AND MEDICAL EXPENSE IND 
CASUALTY 
INS 


Ines 

GROUP ACCIDENT AND HEALTH 
ASSUR 
INS CALIF 
ASSUR 
JAL LIFE 
LIFE INS 


soc 
LIFE 


WORKMENS COMPENSATION 


INDEMNITY CO 


60 


PMNITY 


CASUALTY 


AUTOMOBILE LIABILITY BODILY INU 


INSURANCE 
INSURANCE Exch 
ACCIDENT & INDEMNITY 


mMuT AUTO INé 


INDEMNITY CO 


AUTO PHYSICAL DAMAGE 
core 
fucw 


MUT AUTO INS CO 


INSUPANCE 


IRE INS 
NEVADA 
Fire 


INS CO 


INS 
AMERICA 
INS cc 
HOSPITAL AND MEDICAL EXPENSE IND 

CASUALTY 
INS CO 
INS 
LIFE 
4 & A ASSN 

GROUP ACCIDENT AND HEALTH 
M6 A ASSN 
LIFE INS 
INSURANCE CO 
ASSUR SOC 
INS 

WOREKMENS COMPENSATION 

INS FUND 
INSURANCE CO 
INS 
GUAR CO 
INDEMNITY 


TES FIOL 6 


AUTOMOBILE LIABILITY BODILY INU 
MUT AUTO 
TES FIOL & GUAR CO 
INDEMNITY CO 
INDEMNITY CC 

ARM MUTUAL CAS 


INS CO 


AUTO PHYSICAL DAMAGE 
MUT AUTO INS 
core 
SURANCE EXCH 
TIONAL INS 
ARM MUTUAL 


co 


‘ 
NEW MEXICO 
FIRE 
$ CO OF AMERICA 
R MUT FIRE INS 
DO FIRE & MARINE 
AN MUTUAL FIRE 
IRE INS 
HOSPITAL AND MEDICAL EXPENSE 
Ife 
re 6G 


INS 
CASUALTY 
AS 
FPALIC INE 
FE INS CO 

GROUP ACCIDENT ANDO HEALTH 
LIfe 
INS 
INSURANCE 


vice 


ASSUR SC 


ASSUR 
WORKMENS COMPENSATION 
TIONAL INE 
— INSURANCE FUNT 
RANCE CO 


OMPENSATION ExCH 


MUTUAL LIA® INS 


AUTOMOBILE LIABILITY BODILY INU 
SURANCE Exch 

excH 

SUALTY CO ¢ 

INS 
MUT AUTO 


. AUTO PHYSICAL DAMAGE 
frcw 


core 


SUR ANCE 


INS 
MuT 


ayTo INS 


Premiums 


Leading Companies in State 


AMERICAN REP 
BANKERS LIF 
MUTUA RENE 
RESERVE LIF 
BENEFICIA 


MUTUAL BENE 
TRAVELER ! 
NEW YORK 
METROPOL! 
FQUITABLE 


LIBERTY NATION 
TRAVELERS I 
LIBERTY MuUT 
UNITED STAT 
AMERICAN CA 
STATE FARM 
FARMERS 
HARTFORD A 
AMERICAN 
NATIONAL 


INS 


STATE 
MOTORS IN 
FARMERS IN 
HARTFORD FIR 
NATIONAL 


FARM 


FARMER 


FIREMANS ) 
NORTHWESTERN FIRE & MARINE 
TWIN CITY FIRE INS CO 

GLENS FALLS INSURANCE 
AMERICAN WARE MUTUAL INS 


FUND INS CO 


HARE 


RANKER LIFE & CASUALTY 
MUTUAL BENEFIT # G A ASSN 
RESERVE 
COMMERCTAL 
OCCIDENTAL | 


-1FE INS CO 
TRAVELERS INS 


IFE INS CALIF 


OCCIDENTAL LIFE 
TRAVELERS INSURANCE 
METROPOLITAN LIFE 
NEW YORK LIFE INE 
AETNA LIFE IN¢ 


INS CALIF 
co 
INS 


LIBERTY MUTUA 
MARYLAND CA‘ 
NEW AMSTERDAM CASUALTY 
ROYAL INDEMNITY CO 
EMPLOYERS LIAB INS 


INS 


ALTY 


co 


co 


MUTUAL 


MARTFORD ACCIDENT & 
STATE FARM MUT AUTO 
FARMERS INSURANCE 
ALLSTATE INSURANCE 
FIREMANS FUND IND CO 


INOEMNITY 
INS CO 
Exch 


STATE FaRM mUT 
MOTORS INSURANCE CORP 
FARMERS INSURANCE EXCH 
NORTHWESTERN FIRE & MARINE 
TWIN CITY FIRE INS CO 


AUTO INES 


FIREMANS FUND INS CO 
GENERAL INS CO OF AMERICA 
HARTFORD FIRE INS 
UNITED STATES FIDL 6 
INSURANCE CO OF NA 


GUAR CO 


BANKERS LIFE 6 CASUALTY 
MUTUAL BENEFIT HG A ASSN 
RESERVE LIFE INS CO 
PYRAMID LIFE KANS 
AMERICAN NATIONAL INS 
BUSINESS MENS 
TRAVELERS INS 
PRUDENTIAL INS 
OCCIDENTAL 
AETNA LIFE 


assur co 
RANCE CO 
URANCE 
LIFE INS 
INS 


CALIF 


MOUNTAIN STATES MUT 
UNITED STATES FIOL 6 
EMPLOYERS CASUALTY CO 
TRAVELERS INDEMNITY CO 
AMERICAN EMPLOYERS INS 


CAS WN MEX 


GUAR CO 


STATE FaRM MUT AUTO INS CO 
FARMERS INSURANCE EXCH 
FIREMANS FUND IND CO 

INITEO STATES FIOL & GUAR CO 
AMERICAN FIDELITY 6 CASUALTY 


MOTORS INSURANCE CORP 
COMMERCIAL INS CO TEAS 
STATE FARM MUT AUTO INS CO 
FARMERS INSURANCE EXCH 
CENTRAL NATIONAL INS 
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Table 6: Leading Property Companies — continued 


REGION 9? 


Premiums Premiums 
States and Lines Leading Companies n State States and Lines Leading Companies in State j 


WORT MENS OMPENSAT 


November 1956 








Marketing Adventure 


Continued from page §S-1 


age person in the state would have 
in that line. This is obviously a 
low—-a minimum—-figure since it 
includes the people who are not in- 


How- 


ever, you Can compare the policy 


ured with those who are. 


values of your insureds and this 
tate per capita figure 

Another use for the per capita 
to make comparisons be 
Look at your Wis 


consin figure and then at those for 


figure is 
tween states 
neighboring states. This can be a 
rough indication of the potential 
market in your state, since a per 
states 


could mean a greater need—a bet 


capita figure below other 

ter chance to sell—in your state 

another way to estimate, 
SPECTATOR tables, the 


market for life insurance in yout 


There is 
from these 
state. The life premium totals for 
each line have been divided by the 
state’s personal income to indicate 
the per cent of the state’s income 
With people 


paying, for instance, as low as 1 


spent for insurance 


per cent of their income for ordi 
nary insurance, you can be sure of 
an insurance need in your state for 


many years to come 


“Business Written" 


To discover more marketing 
data in the table on state life to 
tals, the “written paid for’ figure 
shows the total life in force added 
in 1955. Here again you can apply 
your state’s new business for last 
year to your company’s or agency's 
total and come out with the per 
cent of new business in the state 
written by your company. or 
agency 

Another valuable figure in that 
table is terminations or “benefits 
paid.” This means the amount of 
money the life insurance profession 
has poured back into your state 
during the year. Report this 
amount to your friends in banking, 
investment, or financial analysis 
work. They'll be impressed by what 
insurance means to your state's 


economy, 


In some states the benefits paid 
figure will produce a_ significant 
figure when taken as a per cent of 
the state’s total income. Remem- 
ber, however, that the benefits paid 
amount is only part of the story of 
life insurance in your state. The 
other part is the amount life in- 
surance companies invest in your 
state. This issue of THE SPECTATOR 
can’t be made large enough to in- 
clude investment figures along with 
underwriting, but the yearly in- 
vestments plus benefits paid in 
your state would make an impres- 
sive figure for those who ask what 
insurance has done for the local 
economy. 

Also of 


life agents are the individual and 


interest—and use—to 


group accident and health statis- 
tics. Premiums and losses for each 
state and region 
table on “Non-Life” 
A & H is still officially classified 
with fire and casualty statistics. 
Again in these A & H lines, THE 
SPECTATOR 


appear in the 


lines because 


shows premiums and 
losses paid in the state and _ five 
leading companies in both group 
accident and health and individual 
hospital and medical expense. 
The premium volume for each of 
the five leading companies in these 
lines can be figured as a per cent 
of your state’s total premium vol- 
ume in those lines. These percent 
ages again will line up with your 
company’s or your agency's. per- 
centage of state volume to indicate 
your “share of the state market.” 


Property Tables 


Turning now to the property in 
surance field, this issue of THE 
SPECTATOR 
statistics that can serve as guide- 


presents a wealth of 
posts, as measuring rods, and even 
as spurs to urge you on to greater 
sales next year. The state-by-state 
arrangement of these figures en- 
ables you to apply them to your 
own agency production. 

For marketing figures by which 
you can judge your own property 
insurance business, THE SPECTATOR 
this issue contains several useful 
tables. The easiest to use is, prob- 
ably, the one on premiums and 
different This 
again gives a ratio—the loss ratio 


losses for lines. 


for each line shown — which you 
can compare with the ratio that 
has developed for the business you 
have written in those lines. Here 
you might find some helpful figures 
to compare with your agency’s re- 
sults by combining the state’s to- 
tals for principal lines you write 
and devise a loss ratio for that 
combination of lines. You could 
then compare that combined ratio 
with the ratio for your agency’s 
total experience in the year. In ad- 
dition you have regional premium 
totals and ratios for the group of 
states in your area as well as na- 
tional ratios on each line. These 
will both judging 
where you stand in the quality of 


guide you in 


your insurance writings 


Company's % of Total 


If you wish to make some com- 
parison of premium volumes in 
your state, you can use the list of 
leading companies in certain lines 
By dividing the premium totals for 
each of those companies by the to- 
tal premiums in the line in that 
state, you get the per cent that 
company writes of the state total. 
If Company X is leading in work 
men’s compensation with $200,000 
for your state and the state’s total 
WC premiums are $4,000,000, then 
X writes 5 per cent of the state’s 
volume, 

Because of their growing impor- 
tance in the non-life premium vol- 
ume, auto lines get special atten- 
tion in this year’s Statistical Issue. 
Table 7 combines the premium to 
tals for the three auto lines and 
then gives each state’s total auto 
premiums as a per cent of the na- 
tional total. The same table shows 
motor vehicle registrations in each 
state and that figure is also given 
as a per cent of the national regis- 
tration figure. An added feature 
this vear are the columns on total 
auto losses for the state and the 
losses as a per cent of the national 
losses. 

$y comparing the three percent- 
ages in this table, you can see the 
quality of the auto business in your 
state and decide how that state 
lines up with the quality in other 
states. Separate totals on premi- 

Continued on page S-24 
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Table 7 


Total Automobile Insurance In Each State 


HIS is a added this to THE 
SPECTATOR’S annual statistical study of a full year’s 


new table, year 


figures. It brings together the auto 
mium volume in each state by 
for Auto Liability (B.1.), Auto Liability 

Auto Physical Damage as shown in Table 
S7 and S8. Included here also are total motor vehicle 


registrations for each state in 1955, and then a 


insurance pre 
combining the totals 
P.D.), 


2 on pages 


and 


com 
parison of each state total in registrations, premiums 
and losses with the national aggregates in those cate 
gories. 

It is a little difficult to make comparisons between 
state and the 


the auto registrations in any premium 


and loss totals. This is because premiums and losses 


State Per 

Cent of 

National 
Registrations 


Motor 
Vehicles 


State Registered 


9045774 
3285168 
195379589 
2072000 
3009150 
1359412 


1646 
53 
2048 
033 
049 


022 


CONNECTICUT 
MAINE 
MASSACHUSETTS 
NEW HAMPSHIRE 
RHODE ISLAND 
VERMONT 


NEW JERSEY , 
NEW YORK 
PENNSYLVANIA 


290145311 
45577%s800 
39692000 


392405964 
197678000 
390899263 
3945959655 
192649519 


ILLINOIS 
INDIANA 
MICHIGAN 
OHTO 
WISCONSIN 


191789417 
190465853 
1932319051 
1 95465290 
6509224 
3059211 
3259290 


IOWA 

KANSAS 
MINNESOTA 
MISSOURI 
NEBRASKA 
NORTH DAKOTA 
SOUTH DAKOTA 


November 1956 


Total 
Auto 


Premiums 


8697029232 
2190539973 
17795589215 
1690379008 
2196783999 
1093189614 


17696099808 
522971236868 
26856265482 


28991259495 
11096839760 
20599689264 
24455629681 

9397199687 


65984045278 
539584,865 
8192149891 
11693919162 
33449795572 
1290199083 
1395229252 


only, while registrations include 
Another 


premium 


apply to insured cars 
all 


drawback 


whether insured or not 
that 
not the earned premiums and incurred 
of 


Therefore the written-paid loss ratios, as 


motor vehicles 


here 1s these are written 


and paid losses, 


losses which are the rate-making process 


part 
used in these 
tables, are not to be confused with the earned-incurred 


loss ratios that appear in the formula for setting auto 


premium rates 
Of value in understanding the figures in this table 


the premium volumes for leading companies in 


for (B.1.) Auto Physical 


Damage, as shown in Table 6 starting on page S15 


are 


each state Auto Liab and 


State Per 
Cent of 

National 
Losses 


State Per 
Cent of 
National 

Premiums 


Written 
Paid 
Loss 
Ratio 


Total 
Auto 
Losses 
Paid 


4892539539 
89982,881 
91 98885532 
790622689 
10 96395887 
4497485204 


056 
643 
e52 
044 
049 
046 


2039 
4455 
35 
053 
023 


1694 
047 
3298 
36 
023 


7197789838 
235935659377 
118923249639 


14891969803 
5193699173 
9993959725 

11390419062 
41940445741 


1657 
1e21 
1687 
2070 
274 
028 e27 
032 230 


Continued on Page $-24 


1648 
1¢20 
le 82 
2061 
76 


3197229902 
24494159230 
3758235549 
54495069470 
1499885697 
5 95865419 
6 94975635 
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Table 7—Total Auto Lines 


State 


DELAWARE 


DIST OF COLUMBIA 


FLORIDA 
GEORGIA 
MARYLAND 

NORTH CAROLINA 
SOUTH CARCLINA 
VIRGINIA 

WEST VIRGINIA 


ALABAMA 
KENTUCKY 
MISSISSIPPI 
TENNESSEE 


ARKANSAS 
LOUISTANA 
OKLAHOMA 
TEXAS 


ARIZONA 
COLORADO 
IDAHO 
MONTANA 
NEVADA 

NEW MEXICO 
UTAH 
WYOMING 


CALIFORNIA 
OREGON 
WASHINGTON 


Motor 
Vehicles 
Registered 


1419121 
1989271 
196049242 
192289819 
93749434 
194275564 
7445661 
192269071 
5369960 


9465714 
190139700 
5979618 
191339937 


5739356 
9474793 
190129540 
398169700 


3959760 
7439000 
3439500 
3299959 
1209498 
3249600 
3299280 
1689100 


691079897 
7979270 
191359386 


Marketing Adventure 


Continued from page $-22 


ums and losses fo 
lines are, of course, listed in Table 
state’s 


2 of the 


miums,. 


Of particular interest to agent 


and home office 


panies operating 


areas is Table 8. 


officials of 
within 


the three auto 


non-life 


pre- 


com- 
limited 
This totals non- 


State Per 
Cent of 
National 
Registrations 
023 
032 
2059 
1699 
1¢51 
2031 
1¢20 
1298 
087 


093 
1653 
1064 
6017 


9,87 
1629 
1983 


Total 
Auto 
Premiums 

1191695883 
2091949570 
94903759240 
74916259805 
7399339812 
84 54935423 
3894824197 
8652049459 
3690329206 


4649225858 
5194429137 
3390909926 
6793239364 


2997585582 
68549245840 
5598259506 


23596189823 


25908845954 
3859475571 
1690129941 
1695729460 

898519647 
1897825709 
1797569480 

845109014 


45654884259 


5292579261 
6856595974 


Continued from Page S-23 


Total Written 


Auto 
Losses 
Paid 


4912349224 

893879108 
3991744960 
3092129408 
2994283081 
3294419414 
1692179567 
34928629500 
1496775757 


2091549116 
2392349984 
15 96609569 
29 92845318 


1392319€51 
3090269618 
2690979960 
93973209824 


1092069651 
1792669484 
792609770 
993609836 
491319214 
85083492823 
891579947 
491569231 


20691979041 
2692789280 
3299159078 


Paid 
Loss 
Ratio 


037 
042 
042 
041 
040 
e328 
042 
040 
04) 


State Per 
Cent of 
National 
Losses 


25 
045 
2011 
1066 
1066 
1689 
086 
1295 
81 


State Per 
Cent of 
National 

Premiums 


020 
41 
1694 
1649 
1046 
1260 
e80 
lete 
e73 





ON THE COVER 


MR. SPECTATOR looks over the columns of figures 
as IBM's (International Business Machines’) elec- 
wizardry prepares them for this special 
Statistical Issue of MIIBM (your Most Informative 


tronic 


Insurance Business Ma 


He wants to acknowledge special credits for 
assistance to Automotive Industries, another Chilton 
state-by-state motor vehicle 
registration figures used in Table 7 on Total Auto- 
mobile Insurance in Each State 
Department of Commerce come the personal in- 
come figures applied in Tables 9, 10, and I1, and 
the totals for value added to manufactures in 


Table 5 to appear in December SPECTATOR. 


magazine, for the 


life premiums for each line written 


in all states within one region. 
Then these regional totals in each 
line are figured as a per cent of all 
written in the 


premiums region 


and as a per cent of the national 
total for each line 
Therefore, for a company writ 


S-24 


gazine). 


From the U. S. 








ing in one region, you have in this 
table the means of judging 
of market” 


“share 
for the company. For 


instance, a company 


in New 


York, 


writing only 


New Jersey and 


Continued on page S$-28 
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Table 8 


Regional Premium Totals and Ratios for 
Non-Life Lines 


i nies table has the function, in THE SPECTATOR’S more states these regional totals can be used as a 
annual study of last year’s insurance figures, of gauge of premium volume in these larger area 
combining non-life premium totals for groups of Included in this table, in addition to the premium 


states. For companies or brokers operating in two or Continued on page $-26 


REGION 1—NEW ENGLAND REGION 3—E. N. CENTRAL 


Add 000 to Premium Totals 
Regional Prems. As % Of Regional Proms, As % Of 
Premium Region National Premium Region National 
Lines Totals Total Line Tota! Lines Totals Total (Line Tota 


FIRE 244766 8 8=1263 608 IRE 479516 


EXTENDED COVERAGE 454090 rar FXTENDFD COVERA 1199646 
OTHER ALLIED LINES 19602 e2 
FARTHOQUAKE 121 1 FARTHQUAKE 16 
WATL 10146 1 1 HAT 0026 
OCEAN MARINE 63088 , OCEAN MARINE 2033 
INLAND MARINE 209762 ei ! INLAND MARINE 6658746 
ACCIDENT ONLY TNO 7,773 ACCIOFNT ONLY INE 419503 
ACCIDENT AND HEALTH IND 18,036 } ACCIDENT AND HEALTH IN 12 6659 
HOSPITAL AND MEDICAL EXPENSE IND 1454500 ’ HOSPITAL AND MEDICAL EXPENSE [> 462 068) 
GROUP ACCIDENT AND HEALTH 97,888 GROUP ACCIDENT AND HEALTH 4494244 
NON CANCELLAREL ACCIDENT & HEALTH 129012 4 NON CANCELLAREL ACCIDENT & HEALTH 499728 
WORKMENS COMPENSATION 1129660 } WORKMENS COMPENSATION 619892 
LIABILITY OTHER THAN AUTO 41,5787 LIABILITY OTHER THAN ALTO 91420% 
AUTOMOBILE LIABILITY RODILY INU 1594963 } AUTOMOBILE LIABILITY BODILY INY 43244658 
AUTOMOBILE LIABILITY PROPERTY 765065 5 AUTOMOBILE LIABILITY PROPERTY 2020125 
AUTO PHYSICAL DAMAGE 975320 ‘ AUTO PHYSICAL DAMAGE 4094676 
AIRCRAFT PHYSICAL DAMAGE 645 2 AIRCRAFT PHYSICAL DAMAG 29523 
LIABILITY OTHER THAN AUTO 64892 e7 ; LIABILITY OTHER THAN Aut 44P67 
FIDELITY 45628 ; FIDELITY 174770 
SURETY 9 4449 ° URETY 2645996 
GLASS 25357 e ay GLAS‘ 94460 
RBURGLARY AND THEFT 60772 e BURGLARY AND THEFT 249610 
ROILER AND MACHINERY 58a? . POILER AND MACHINERY 14.53 
MISCELLANEOUS 119249 ! MISCFLLANFOUS 4,826 
TOTAL ALL LINES 190165464 TOTAL ALL LIME 99749679) 


OTHES ALLTEL L INE e256 


REGION 2—MIDDLE ATLANTIC REGION 4—W. N. CENTRAL 


FIRE 3600111 1 1966 FIRE 1549488 


EXTENDED COVERAGE OO 616 7 17.0 EXTENDED COVERAGE 79 476% 
OTHER ALLIED LINES 59205 2 1560 OTHER ALLIED LINE 119599 
EARTHQUAKE AO le2 FARTHOQUAKE 

HAIL 504 ot Hatt 

OCEAN MARINE 1925732 1 . CEAN MARINE 

INLAND MARINE 954198 2 INLAND MARINE 

ACCIDENT ONLY IND 9 4893 ACCIDENT ONLY INE 

ACCIDENT AND HFALTH IND 6159422 ' , ‘ ACCIDENT AND HEALTH INE 
HOSPITAL AND MEDICAL FXPENSE IND 474586 } : > HOSPITAL AND MEDICAL F 

GROUP ACCIDENT AND HEALTH 3784454 11 22 ROUP ACCIDENT AND HEA 

NON CANCELLARBEL ACCIDENT & HEALTH 30995] 2 NON CANCFELLAREL ace 

WORKMENS COMPENSATION 37h, RYMENS COMPENGCATI 
LIABILITY OTHER THAN AUTO 896056 LIABILITY OTHER THs 
AUTOMOBILE LIABILITY RODILY INY 4714530 ! AUTOMORILFE I4AILITY BR 
AUTOMOBILE LIABILITY PROPERTY 2029569 , AUTOMOBILE IARILITY PROPERTY 
AUTO PHYSICAL DAMAGE 293,849 ’ i AUTO BHYsICcal AMAGE 
AIRCRAFT PHYSICAL DAMAGE 45978 " 21 AIRCRAFT PH NAMAGE 
LIABILITY OTHER THAN auTO 269455 , j [API OTHER LN A 
FIDELITY 20061) 

SURETY 8456 

GLASS 119260 

BURGLARY AND THEFT 284402 

BOILER AND MACHINERY 135567 

MISCELLANEOUS 33406) 

TOTAL ALL LINES 3532784510 


AA3 ” 


November 1956 





Table 8: Regional Totals for Non-Life— continued 


REGION 5—SOUTH ATLANTIC REGION 8—MOUNTAIN 


Add 000 to Premium Totals 
Regional Prems. As % Ot Regional Proms, As % Of 
Premium Region National . Premium Region National 
Lines Totals Total Line Total Lines Totals Total Line Tota 


FIRF 2074078 1462 lle3 FIRF 6198273 567 3 
EXTENDED COVERAGE 664215 4,5 1162 EXTENDED COVERAGE 184266 "es ; 
OTHER ALLIFD LINES 25634 2 766 OTHER ALLIED LINES 214 l 
EARTHQUAKE 34 05) «=©60 EARTHQUAKE 50 ; 
Malt 145107 109 6.5 HAIL 
OCEAN MARINE 79817 5 ~ OCEAN MARINE en = 
INLAND MARINE 275968 109 Be2 INLAND MARINE 949372 266 
ACCIDENT ONLY IND 199053 le3 1348 ACCINENT ONLY IND 24970 ‘3 
ACCIDENT AND HEALTH IND 734741 5.0 17.5 ACCIDENT AND HEALTH IND 12990? 303 
HOSPITAL AND MEDICAL EXPENSE IND 14258468 948 HOSPITAL AND MEDICAL EXPENSE IND 239639 620 
GROUP ACCIDENT AND HEALTH 14345735 968 GROUP ACCIDENT AND HEALTH 384950 949 
NON CANCELLAREL ACCIDENT & HEALTH 199232 le3 NON CANCFLLAREL ACCIDENT fF HEALTH 4,555 le? 
WORKMENS COMPENSATION 1029578 760 WORKMENS COMPENSATION 279302 609 
LIABILITY OTHER THAN AUTO 38,835 207 LIARILITY OTHER THAN AUTO 13,525 364 
AUTOMOBILE LIABILITY BODILY INU 1695843 AUTOMOBILE LIABILITY BODILY INU 459216 lles 
AUTOMOBILE LIABILITY PROPERTY 964513 AUTOMOBILE LIABILITY PROPERTY 54488 665 
AUTO PHYSICAL DAMAGE 2525956 AUTO PHYSICAL DAMAGE 799817 2002 
AIRCRAFT PHYSICAL DAMAG‘ 49147 AIRCRAFT PHYSICAL DAMAGE 930 ? 
LIABILITY OTHER THAN AUTO 04933 LIARILITY OTHER THAN AUTO 4,103 1260 
FIDELITY 95924 FIDELITY 24564 
SURETY 18400 SURETY 79648 

GLASS 19130 


GLASS 39094 
BURGLARY AND THEFT 24633 


RURGLARY AND THEFT 199489 
BOILER AND MACHINERY 89409 AOILER AND MACHINERY 1550 
MISCELLANEOUS 29534 


MISCELLANEOUS 119450 
TOTAL ALL LINES 194629125 TOTAL ALL LINES 1964976 


ee 
oe 
ee 
~ 


SO @eFywew Ft 


~~ ~ oe ee 
eeererereeeeeees 
2 


~ 
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REGION 6—E. S. CENTRAL REGION 9—PACIFIC 


FIRE 1009751 FIRE 1799108 
FXTFNDED COVERAGE 499028 FXTENDED COVERAGE 329431 
OTHFR ALLIFOD LINES 667 OTHER ALLIED LINES 549 
FARTHOQUAKE 6) EARTHQUAKE 5.928 
MATL 1,808 ; HATL 960 
OCEAN MARINE > 498? OCEAN MARINE 229769 
INLAND MARINE 112006 INLAND MARINE 4549347 
ACCIDENT ONLY IND 59736 ACCIDENT ONLY IND 134001 
ACCIDENT AND HEALTH INO 299544 ACCIDENT AND HEALTH IND 37,667 
HOSPITAL AND MEDICAL FXPENSE IND 659351 HOSPITAL AND MEDICAL EXPENSE IND 1159394 
GROUP ACCIDENT AND HEALTH 5658?) ; GROUP ACCIDENT AND HEALTH 2455609 
NON CANCELLARFL ACCIDENT & HEALTH 6906) NON CANCELLABEL ACCIDENT & HEALTH 119159 
WORKMENS COMPENSATION 46974) ’ WORKMENS COMPENSATION 1632004 
LIABILITY OTHER THAN AUTO 139407 4 LIABILITY OTHER THAN AUTO 68,008 
AUTOMOBILE LIABILITY BODILY ING 644719 AUTOMOBILE LIABILITY BODILY INJ 27329138 
AUTOMOBILE LIABILITY PROPERTY 434765 AUTOMOBILE LIABILITY PROPERTY 119309 
AUTO PHYSICAL DAMAGE 1925293 AUTO PHYSICAL DAMAGE 225,957 
AIRCRAFT PHYSICAL DAMAGE 313 AIRCRAFT PHYSICAL DAMAGE 29534 
LITARILITY OTHER THAN AUTO 49267 LIABILITY OTHER THAN AUTO 14,782 
FIDELITY 4.760 FIDELITY 69811 
SURETY 79063 } SURFTY 249535 
GUase 1.158 GLASS 4203 
AURGLARY AND THEFT 44713 BURGLARY AND THEFT 119016 
AOLTLER AND MACHINERY 49124 BOILER AND, MACHINERY 49251 
MISCELLANEOUS 79353 ‘9 MISCELLANEOUS 2349799 
TOTAL ALL LINES 5924505 TOTAL ALL LINES 196095981 


REGION 7—W. S. CENTRAL 


FIRE 1484625 
EXTENDED COVERAGE 97,871 
OTHER ALLIED LINES 10733 
FARTHQUAKE 57 
HATL 59144 
OCFKAN MARINE 14,957 
INLAND MARINE 284892 
ACCIDENT ONLY IND A134 
ACCIDENT AND HEALTH IND 49434) 
HOSPITAL AND MEDICAL FXPFENSE IND 92470? 
GROUP ACCIDENT AND WEALTH 99.310 
NON CANCELLABEL ACCIDENT & HEALTH 79575 
WORKMENS COMPENSATION 135.096 
LIARILITY OTHER THAN AUTO 279502 
AUTOMOBILE LIABILITY BODILY INY 1229063 
4'ITOMORILE LIARILITY PROPERTY 67952) 
AUTO PHYSTCAL DAMAGE 2004109 
ATRCRAFT PHYSICAL DAMAG > 4530 
LIABILITY OTHER THAN AUTO 109307 
FINFLITY 76290 
Su@FTY 16623? 
GLAS* 20361 
BURGLARY AND THEFT 62020 
RMOITLER AND MACHINERY 4eA47 
MISCFLLANEOUS 4,732 
TOTAL ALL LINE 101496413 


Continued from page $-25 


2 
ee 
> 


volume for each non-life line, is the comparison of 
each line with the total premium volume for the 


S 
- « 
4 oOo 


region. Each line is shown as a per cent of the 


regional premium total. 
Then the premium volume for each line in the 


ADDO 
“eee 


2 
. 


region is compared with the national total for that 
line. This again becomes a percentage, showing what 


“eee 


NN VOROWPBPNWNO SNA YK PP 
. 
2 


~PrHONvnA Vn 


portion of, for instance, the national fire line 1s 


NNYVORPF OW 


written in each region. By comparing these per- 


vo 


centages with other regions, you can see that Region 
1, for instance, may show a larger portion of one line 


while Region 5 will have greater shares of othe 
lines. 

or the state-by-state totals in most of these lines, 
look at Tables 1, 2, 3, and 4 from pages S5 through 


S12 


> 
. 
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IFE insurance figures for 


statistical issue of THE SPECTATOR, are reported 
9, Industrial 


in three Ordinary Table 


10, and Group Table 11. 


parts 


In the table on this and the following page, ordi 
nary life totals for 1955 are reported for each state 


with some figures from 1954 
First 


of 


comparisons. 


table show value policies 


premiums paid, and amount in force in state at the 


that next four 


same totals 


year. The 
for 1955 


end of 
in each 


tions (also called benefits paid) added 


in 


The 


Insurance 


at 
with 


two columns right 


figures other 


Business 


State Written 


CONNECTICUT 48455; 
MAINE 119946 
MASSACHUSETTS 8359715 
NEW HAMPSHIRE 1846 
RHONE ISLAND 158,95 
VERMONT P 


NEW JERSEY 
NFw YORK 


PENNSYLVANIA 


ILLINOIS 
TNOTANA 
MICHIGAN 
OH10 


WISCONSIN 


November 1956 


1955, in 


to enable 
three columns at 
written 


state with 


state 


Table 9 
Ordinary Life Insurance By States 


and Regions 


column shows 


of 


this special 
Table 


year by the 
ordinary 
if it 


evenly. 


With 


have 
make 
of the 
total 


you to 
left 
1954, 


the these 
in 
tables, you 
the 


termina 


columns show 


the may 
final column 
table 


Statistics 


the compare 


One 


ance 


Add 000 to all doliar figures 


1954 
Premiums 
Received 


Business 
Written 


In Force 
Dec. 31 
990540 499159298 
289749 1899857 146 
029290 9758 o3eF 43% 
1 69131 122 

131 lz 
197399487 197 


139226 71 


6129914 118 
+188 49 
488 208 
9617 23 
9233 46 
’ 3 146 


the personal income for 
column divides the amount 


Insurance 


Can see 


which could 


Premiums 
Received 


the 


in 
state's 


each 


and similar 


is distributed across our nation 


the per capita 


be old 


in 


1955 
Terminations 


Paid 


A499 
Vv 
9214 
of 
’ 


459446 


7909696 


191079802 


the 
force 
population 


person 


sets 


in 


that 


14 
Vel 


1955 premium figure as 
Then 
the end of 


state 
at 
to 


in the 


of 


show 


figure 


“a pel 


how 


state 


4 for 


the 


cent 
final 
the 


much 
would 


were distributed to the entire population 


group 
and industrial life insurance as shown in the following 


where and how well life insurance 


Even though a state 


force 


tate 


in Force 


Dec. 31 


4492650467 
190675468 
797950863 
8259733 
193400193 
5039735 


15546405 
9% 4476 
699789876 


6556 


691819174 
6027665926 
493929014 
492885556 
596669159 


show a high volume of insurance in force, if 


is low, 


Premes. As 

% of State 
Personal 
Income 


2015 

008 
2008 
2649 
2025 


2446 


the 
that 


large state volume is only a small portion of the insur 


State 
Per 
Capita 
in Force 
10903 
1e179 
19554 
1948? 
1e586 
19332 





Table 9: Ordinary Life by States —continued 


1OWA 

KANSAS 
MINNESOTA 
MI* sour 
NERPRAGKA 
NORTH DAKOTA 
SOUTH DAKOTA 


NFLAWARE 
NIsTt oF 

FLORIDA 

GEORGIA 

MARYLAND 
NORTH CAROLINA 
SOUTH CAROLINA 
VIRGINIA 

WEST VIRGINIA 


COLUMBIA 


ALABAMA 
KENTUCKY 

MI ISSIPPI 
TENNE SS FF 


ARK ANGSA 
LOUIS TANA 
OKLAHOMA 
TE XA‘ 


ARTZONA 
COLORADO 
INAHO 
MONTANA 
NEVADA 

NFw MEXICO 
UTAH 
WYOMING 


CALIFORNIA 
ORF GON 
WASHINGTON 


CANADA 


ALASWA 
CANAL 
HAWATT 
MEXICO 
PHILIPPINE I0 
PORTO RICO 
wice 


ZONE 


Business 
Written 
46949605 
59574 
525913! 
7599727 
260944) 
779.797 


9902 
i ee) 


10097386 
14649704 
7?) 79 7HRar 
5865718 
512915. 
6425443 
1759121 
556,008 
1919262 


4599548 
3375068 
1959333 
464,F°19 


1969779 
48959645 
4099965 


2924949132 


1759392 
428,009 
8B,651 
1069161 
4245994 
1589154 
1724905 
709272 


294899720 
2784653 
4385146 


292545611 


Marketing Adventure 


Continued from page S-24 


Pennsylvania 


will 


compare 


and percentages with Region 


lable 8. Take 


written by the company as a 


cent of 


S-2 


et 


each 


the company’s 


of the 


total 


totals 


lines 


per 


Add 000 to all dollar figures 


1964 
Premiums In Force 
Received Dec. 31 


944047 
719087 
1059157 
1499079 
519190 
169647 
199105 


397529419 
296949222 
490519897 
594219000 
199900342 

64545976 

7049781 


169512 
445,089 


1909555 


6459244 
194069486 
4943049886 
790659936 
494445798 
4393949629 
194109296 
394989661 
195009691 


§59232 290199146 
579734 292219029 
269748 190929852 
689462 296414024 


289459 
560834 
579058 
2439320 


190799597 
201309877 
292469092 
997445658 


239853 
549240 
169181 
2009791 
69107 
179038 
244965 
109145 


8399474 
199899599 
59449239 
7359238 
2139844 
6179745 
965,839 
3919329 


4429725 
549779 
849302 


1595389031 
108969371 
390145984 


3559716 


6 ; 93,275 
411 169377 
259240 9139787 
399 9449312 
79975 1609554 
69604 1649684 
1029185 499099233 


< 


mium volume. 


Business 
Written 


5584785 
47449500 
6129051 
92649366 
3444407 

98,698 

9949605 


1309646 
1719099 
8944945 
7379593 
6494258 
7799234 
3009872 
6559287 
2209882 


4599069 
3909293 
2059583 
5219331 


2759472 
454,502 
4749162 
2,542,918 


2499492 
4009762 
1049840 
1329139 

569012 
1759413 
1839280 

719393 


1439782 
3329789 
5199101 


4349768 


219101 
109793 
1929836 
365548 
99052 
429928 
8509416 


Then 


compare 


Premiums 
Received 


999695 
7849916 
1169376 
148,758 
544326 
159222 
18,528 


209187 
3545716 
1139584 
88,76) 
1004995 
944497 
399171 
969270 
429607 


84,987 
619671 
309123 
73,999 


309929 
619758 
619967 
26k, 307 


289167 
599793 
179408 
229761 

79232 
199024 
259205 
119051 


4819762 
599330 
909657 


5424450 


29780 
19949 
249402 
172 
59329 
64746 
1669626 


the 


per cent for each line with the fig- 
ure for all companies in the region, 


as shown in this table. 


If the com- 


pany writes a large precentage of 


its volume in 


one or 


two lines, it 
may be prudent to increase volume 


in other lines to more closely match 


1955 
Terminations 
aid 


2849998 
2573919 
2979707 
512» 
1749749 

559769 

565599 


na 


2289014 
2199293 
1269374 


2909538 


529575 
202,912 
97445476 
2669735 


1089034 
1839941 
54,318 
629156 
199785 
865589 
1149812 
4149744 


32849706 
1559407 
2639001 


2169659 


99370 
49771 
85,803 
209275 
359278 
219896 
59449620 


In Force 
Dec. 31 


490049365 
69269025 
494859765 
5 98809413 
291579561 

7619777 

7145583 


7029701 
194844557 
39996949) 
494329575 
497819645 
497509093 
195229845 
469A] 349800 
195769935 


?93289007 
293930026 
191899468 
298774689 


1962259494 
381,761 
«94579740 
1098815343 


190219209 
292239237 
6509181 
822033 
2549911 
7179378 
190369200 
41845601 


793769199 
290789033 
393119978 


403099054 


1129089 
479073 
9379034 
1099927 
1029446 
1865204 
496899278 


Prems. As 

% of State 
Personal 
Income 


2035 
2030 
2015 
1696 
205? 
72005 
2012 


State 
Per 
Capita 
In Force 


9487 
9420 


19413 
19424 
1956? 


9186 


9055 


what this table shows as a balanced 


portfolio for all companies in this 


region. 


On the other hand, fire and casu- 


alty companies 


most 


states 


will 


writing in 
find 


this 


all or 
table 


helpful in its column of each line’s 
Continued on page S-30 


THE SPECTATOR 





An Adventure in Insurance Marketing 


Table 10 


Industrial Life Insurance By States 
and Regions 


ANY of the figures needed for understanding the (Leading companies in each state for both ordinary 
M significant trends in industrial life insurance and industrial life will be presented in the next issue 
can be delved from this page and the next. Here of THE SPECTATOR. This table will rank five companies 
again life statistics, taken from the by-states figures 
of THE SPECTATOR’S annual volume “Life Insurance 
Yearbook,” are grouped as in the ordinary life table 


in each line in each state on the basis of premiums 


received in that state.) 


, ‘ : ‘ States j ia £ » 4 " rrol > > 2 
on the preceding pages. Business written, premium ite in this table are grouped into the nine 


received, and state total in force are shown for 1954 regions used in all other parts of these special 
Then the same figures are listed for 1955 with a SPECTATOR statistical studies. This regional grouping 
fourth column added for terminations paid. Finally makes totals for each region easy to calculate. The 
the last two columns show premiums as a per cent various sections of the country can be compared and 
of state personal income, and in force as divided by rate of growth noted by use of the 1954 and 1955 
state population. totals 


Add 000 to all dollar figures 
Prems. As State 
1954 1955 Y% of Sate Per 
Business Premiums in Force Business Premiums Terminations in Force Personal Capita 
State Written Received Dec. 31 Written Received Paid Dec. 31 Income In Force 


CONNECTICUT 57,598 269652 6971046 444547) 269466 509938 6909579 47 
MAINE 179008 69726 1799137 129700 69637 159125 17697146 04? 
MASSACHUSETTS 1429759 639025 196339065 122504 629109 459337 96100739 06? 
NFW HAMPSHIRE 139207 59793 1549072 99093 59728 19358 1519808 05? 
RHONE ISLAND 285304 129667 3319768 229495 129618 269752 477949) 75 
VERMONT 649263 29595 675848 4968) 20556 69221 66309 035 


NEW JERSEY 1539743 699222 1987190253 1189234 } 895346778 
NEw YORK 2689510 1419805 95989 54s 1999217 ] 4949549570 
PENNSYLVANIA 5099078 1469186 5994445625 44345147 ] ? ) 499679198 


ILLINOIS ‘ 294669277 3419331 5959642 2495339092 
INDIANA 91389716 1749037 1390400 16173980! 
MICHIGAN 194915983 2619336 ] 1969937 195819611 
OHIO ‘ 965857827 407+190 ; 43279A90 297349926) 
WISCONSIN l l 4769372 209583 259659 4719300 
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Table 10: Industrial Life by States — continued 


Add 000 to all dollar figures 
Prems. As State 


1964 1965 % of State Per 
Business Premiums in Force Business Premiums Terminations In Force Personal Capita 
Written Received Dec. 31 Written Received Paid Dec. 31 income in Force 


IOWA 209701 Ay374 7259159 16+525 B40? 169718 274 996t 
VANSAS 434574) 99692 27449936 419583 99457 389217 2789302 
MINNESOTA 209466 100217 28609895 155396 109312 169038 2809254 
MIssoOuRI 1954444 369385 190199618 1799191 3659383 1699261 190349596 
NERRASKA 129817 36925 1119121 95487 35943 94409 1119200 
NORTH DAKOTA 325 78 29638 159 60 446 249248 
SOUTH DAKOTA 63 96 29693 433 85 60 29763 


DELAWARE 209168 59397 141996? 244020 59549 199954 1465383 
DIST OF COLUMBIA 719291 99640 2819715 709173 109099 729938 2919432 
FLORIDA 7454726 509019 192049611 6509134 529565 5439641 193109228 
GFORGIA 7425986 569147 195289651 9249715 639713 5569260 196359064 
MARYLAND 1779532 345990 9409606 1769185 369276 1569432 963922) 
NORTH CAROLINA 2984448 445058 191419996 742060 469617 272,977 1,265,779 
SOUTH CAROLINA 5464170 409147 191319795 4144553) 364377 35749290 190474489 
VIRGINIA 2924797 429797 190975318 2939987 465964 2270912 190969191 
WEST VIRGINIA 565257 129691 3769935 569690 139177 559143 3785486 


AL ARAMA 43245176 429625 1904869059 3659569 419811 3369676 190519525 
KENTUCKY 1799043 2769116 7549121 18845245 269239 1479568 7945798 
MISSISSIPPI 2 7359088 69693 1909701 739972 59511 489567 1669895 
TENNE SSEF 3475548 349772 190249195 3545542 3749645 2945071 190849666 


ARKANSAS 809722 2269491 919812 139809 779A9) 274249533 
LOUISTANA 2269307 8494063 1619434 215518 31,5589 6759340 
OKLAHOMA 635131 2665358 624719 79952 599406 2699826 
TEMAS 5224197 197919081 490 +606 519306 44559826 1497099978 


ARIZONA 100603 639255 10958) AySAR 659644 
COLORADO 204776 16149350 279663 259253 1779198 
IDAHO 19965 179162 658 955 179033 
MONTANA 12063 219868 206 754 219347 
NEVADA 144 49418 165 163 45422 
NEW MEXICO 17,513 619159 1345804 109137 434332 
UTAH 54919 699735 4,868 59304 6945799 
WYOMING 542 39980 53 9994044 49974 


CALTFORNIA 266,070 629101 197495546 227,880 1834055 197599962 
OREGON 79072 20795 799237 4,058 4,890 785743 
WASHINGTON 12,802 59637 154,559 79376 109678 1519261 


CANADA 15249221 609133 19692984) 1159207 609606 196835278 


ALASKA 19223 37 
CANAL ZONE l 
HAWAII 19319 52 
CORTO RICO y 119985 99924 
AL 4 : 1199148 9919615 


Marketing Adventure any region. Since these regional have not been able to touch on all 
Continued from page S-28 per cents of national figures cover or even most of the applications 
a broader area, they give a better that can be made of these statis- 
per cent of national total. By com- picture of multiple-line balance tics. The whole idea of relating 
paring the percentage of its volume than the state per cent to national state to regional totals and per- 
in each line in any region with this totals do. centages has not been discussed. 
table, the company will know Even though we have gone on at Take the leading companies in each 
whether or not it is receiving a great length about the many uses state in any region and where a 


large enough volume in that line in for these SPECTATOR figures, we Continued on page $-32 
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An Adventure in Insurance Marketing 


Table 11 


Group Life Insurance By States 
and Regions 


ITH increasing attention being paid to group country. Regional totals, to be found by adding stat: 
life by both its advocates and its opponents, the figures as they are grouped in these tables, also indi 
figures on this page and the next can serve as a cate that group life is stronger in some sections of 
factual basis for understanding this complex subject. 
Here are state totals from both 1954 and 1955 for 
business written, premiums received and total in force 
Also shown for 1955 are terminations (or benefits 
paid) as well as last year’s premiums as a per cent 
of the state personal income and the total in force 
divided by the state’s population. 
As you can see by comparing state totals, growth 
of group life has not been uniform throughout the premium volume in each state 


the country than it is in others 

Additional group figures—for the group accident 
and health line—are shown in Table 3 on pages S9 
and S10. Regional premium totals and percentages 
on group A&H also appear in Table 8 on pages S26 
and 526. In Table 6, starting on page S13, five leading 


carriers in group A&H are ranked according to thei: 


Add 000 to all dollar figures 
Prems. As State 


1954 1955 Y% of State =—Per 
Business Premiums In Force Business Premiums Terminations € Personal Capita 
State Written Received Dec. 1 Written Received P Income in Force 


CONNECTICUT 7605674 16979) 4349590 47645) 84 
MAINE 819724 20#0¢ 9497294 199489 
MASSACHUSETTS 612661 27957 6400607 
NFW HAMPSHIRE 4 99 2023 1‘ 679457 
RHONE ISLAND 3197 39468 $19 03968C 
VERMONT ?el le1l3 l 402% 


NEW JERSFY 59,857 . ; 
F 496179406 
NEW YORK 2924749049 l ] - 50419966? 
PF <¢ VAN r , be y , : ’ ’ 
NNSYLVANIA 94645427 > 4 te 26 AS ++ 84755467) 


ILLINOIS l 6986439130 3000891 4419219 198709375 
INDIANA 9 3918349143 7669025 3 1460391 498159472 
MICHIGAN les 595779783 1739443 ) 23746590 Teolllel12 
OHTO l } 8 697259258 497960) / 24446965 199869691 
WISCONSIN ] y 196325948) 43279721 156327 198955948 
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Table 11: Group Life by States —continued 


Add 000 to all dollar figures 

Proms. As State 

% ot State Per 
Personal Capita 
income In Force 


1964 1955 
Premiums In Force Business Premiums Terminations 
Received Dec. 31 Written Received Paid 


in Force 


Business 
Dec. 31 


Written 


7089180 
6665849 
195339325 
292229989 
3959358 
1119167 
1020599 


1909154 
1699731 
3459297 
5059432 
1169811 

599573 

319485 


99551 
99235 
189106 
259936 
49822 
29231 
19267 


250112 
389323 
729961 
1129567 
149653 
119161 
99730 


8759131 21 325 
190079867 027 489 
198069777 033 569 
296479928 o33 641 

4699420 019 339 

1259346 023 195 

1259472 012 185 


79952 
79696 
159277 
219998 
49348 
19153 
19Gl2 


1OWA 13249326 
KANSAS 27992792 
MINNESOTA 2919046 
MISSsOUR! 3764356 
NFEFRRASKA 19069108 
NORTH DAKOTA 369535 
OUTH DAKOTA 390711 


DF L AWARE 

DIST OF COLUMBIA 
FLORIDA 

GEORGIA 
MARYLAND 

NORTH CAROLINA 
SOUTH CAPOLINA 
VIRGINIA 

WEST VIRGINIA 


719842 
7809307 
42359407 
49249135 
2829280 
3989516 
1619166 
4069045 
1649182 


29984 
109070 
119245 
149921 
109998 
139351 

4799 
129803 

9¢927 


3869874 
193919403 
191299599 
196829222 
192629087 
194530663 

6759233 
193699913 

9839232 


729373 
2429824 
4935829 
5779331 
44649275 
44435046 
2369926 
5579144 
1329545 


39314 
119806 
135201 
199147 
159521 
169001 

69574 
17,881 
109549 


599477 
1239810 
1699323 
2399596 

469095 
1289217 

759961 
1359619 

619087 


3999967 
195429813 
194519050 
290509980 
196709698 
107759133 

8389060 
198089533 
190589392 


1169590 
819275 
1149870 
744372 


AL ARAMA 
KENTUCKY 
MISSISSIPPI 
TENNESSEE 


3199470 
2099525 
1399762 
264,761 


110538 
99646 
49717 

149492 


192379189 
9179764 
4219738 

1932979829 


3629101 
2929238 
1789250 
48245148 


149104 
119485 

59191 
17,681 


195319632 
191379454 

5169747 
1 98099936 


4329682 
1939859284 
191609380 
592859135 


ARKANSAS 
LOUISTANA 
OKLAHOMA 
TEXAS 


904623 
3444930 
2309261 

192800443 


39477 
139749 
89451 
459315 


3509218 
192709566 
9579732 
494749298 


1069131 
2959930 
2749842 
4069763 


4,770 
149051 
11,9064 
5349792 


419155 
419839 
779393 
5834966 


318872 
68749630 
1469068 
2169505 

760494 
2189690 
36346026 
1570156 


ARIZONA 
COLORADO 
IDAHO 
MONTANA 
NEVADA 

NEW MEXTCO 
UTAH 
WYOMING 


1059029 
20249730 
464284 19583 
121942) 29547 
219044 687 
1169002 29460 
1259914 39459 
675350 19044 


39198 
69954 


1204250 
2210297 
584132 29008 
574300 29700 
259923 930 
929922 29884 
1399388 49920 
279593 19324 


39811 
85481 


239505 
419285 

89832 
129358 

89606 
309247 
220535 
119937 


4229387 
8719748 
1959323 
2619930 

9449083 
2855893 
4829060 
1329906 


666,207 
1730976 
3539119 


699639 
79452 
12913 


4845488 
229081 
329977 


192299153 
7909378 
196479966 


CALTFORNIA 19979,837 
ORF GON 13692716 
WASHINGTON 4089425 


719401 
5996/7 
100711 


898329415 
6379202 
192259089 


CANADA Lell3e77?2 489092 594509856 3229615 804926 3834462 796465560 


624489 285246 765 B06 
CANAL 7ONE 570 19026 451 74 198 19280 
HAWATI 115822 3249939 98,814 39740 179587 410821 
MEXICO 3 447 22 158 311 
PHILIPPINE 19679 99130 19789 92 10417 19477 
PORTO RICO 429443 539906 319307 727 69130 839232 
mMIs¢ 191949829 195659274 407780 8139232 6769029 290679629 


ALASKA 524790 899833 


losses for each state and in each 
line are not shown in the Commis- 


on us and we shall soon have to 
conclude this adventure in insur- 


Marketing Adventure 


Continued from page $-30 


company appears in the first five 
in each of the states, you can find 
what portion that company writes 
of the total volume for that line in 
that region. Thus a whole new set 
of regional rankings could be de- 
veloped. 


However, space is running out 


ance marketing. Undoubtedly, you 
have your own figures and your 
own set of relationships you want 
to show in comparison with these 
SPECTATOR aggregates. Remember 
that most of the fire and casualty 
statistics here are based on written 
premiums and paid losses since the 
incurred 


earned premiums and 


sioners” Annual Statement form. 
There is, nevertheless, a great 
deal of marketing lore to be devel- 
oped from this volume of figures. 
Use of this issue of THE SPECTATOR 
can enable you to make that “in- 
formed approach” that marks the 
first 
marketing. 


step in modern insurance 
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“Package” Companies— 
Fire, Casualty, and Life 

NE of the most revolutionary developments 
Q in the history of American underwriting 
seems indicated with the organization, by stock 
property insurance companies, of life insurance 
company affiliates. The purpose behind this 
movement is variously explained. Actually it 
must be attributed to an effort and determina- 
tion by progressive minded men to share the 
necessity dollars of the modern American fam- 
ily. 

With twenty million families owning their 
own homes, the conservative estimate is that 
life insurance premiums will increase to $26 
billion by 1966. 
including hospitalization by 1966 easily will re- 
quire $10 billion more from the budget of these 


Disability insurance needs, 


same families. 
Such amounts, staggering in their aggre- 
gates, are enough to attract the attention of 


every aggressive unit of the insurance institu- 
tion. Many companies not now in the life insur- 
ance business see that doubling the premium 


income paid for life insurance in ten years 
would tax the facilities of the present compa- 
nies as well as ask an almost impossible job 
by the present life agency organization. The 
executives of these companies believe that they 
are better qualified to undertake to meet this 
broadened demand for protection than would 


November 1956 


be new ly organized carriers manned by inexpert 
officers with an untrained agency staff 

There is a further and compelling reason for 
the urge to write life and disability insurance 
by property carriers. Family buying is now al 
most exclusively on a monthly basis. Homes, 
appliances, televisions, cars, furniture and to 
an extent food and clothing are paid for on a 
time basis. Most young families, when a car is 
desired, seek financing for their fire and liabil- 
ity insurance premiums. The most popular 
method of payment for life insurance is on the 
monthly basis. 

There is a growing conviction on the part of 
insurance men of every class of company that 
a new era of growth and service is possible for 
every type of company in packaged family mul 
tiple cover protection paid for on a monthly 
plan. By such a device, insurance needs could 
be included with every other monthly obliga- 
tion incurred or undertaken by the family. 

There can be no argument against the state- 
ment that a family which could consolidate its 
insurance in one portfolio and pay for it month 
ly when it paid on the house, the car and other 
necessities would be inclined to have full pro 
tection in every line. To bring about the desire 
for full protection has been the dream of every 


Continued on page 34 
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competent underwriter. 

Conceding that the aim of those who would 
write such a comprehensive group of policies 
is 4 most praiseworthy one and well designed 
to meet the modern family economy with its 
dedication to monthly income and monthly buy- 
ing, there are still many obstacles of a practical 
character which must be surmounted. New in- 
surance codes backed by many new enabling 
laws must be enacted in every one of the 48 
states. A new type of agent must be recruited 
and trained. Finally, new methods of financing 
premiums on a monthly basis must be planned. 
Safeguards must be set up alloting multiple 
premiums properly to the companies under- 
writing the several component insurances and 
reserves must be carefully evaluated. 

THE SPECTATOR believes that multiple cover- 
age policies with premiums to be monthly paid 
are a desirable and logical extension of insur- 
ance services. There are many problems to be 
overcome before a practical program is work- 
able. Where there is a distinct need in America, 
a way has always been found for intelligent 
means to service the demand. 


John Lloyd and Ten Angels 


apres wrote, “There is properly no his- 
_4 tory, only biography.” In recording the 


story of the American Life Convention, an his- 
torian would come to the same conclusion. 

The association was founded during a crisis 
in life insurance. Young companies from the 
South and West under dynamic leadership 
sought a forum to proclaim common ideals. 
They wrote a code of procedure both ethical 
and practical. To this they required strict 
membership adherence. Insistence on sound 
companies, fair treatment of policyholders, open 
competition, and wise state regulatory laws 
made the convention the bastion of life insur- 
ance. By the time the second half century of 
its existence began, the largest companies of 
the Fast and of the nation had enrolled under 
the banner of the American Life Convention 

When the record of the Convention is re- 
viewed, one is impressed first by the strength 
of character and the forthrightness of the men 
who founded and directed it down the years, 
and second by its goals and achievements. No 
one person ever solely impressed his will on the 
proceedings. Rather the voices of many men 
with divergent convictions were harmonized to 
produce a program that has proved best for life 
insurance. 
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The causes for which the Convention fought 
are sometimes obscured. Such names as Reyn- 
olds, Hamilton, Taylor, Arnold, Robbins, Grant, 
and Price, to list just a few, are indelibly pre- 
served in the archives of American life insur- 
ance accomplishments. They and others were 
strong men, skiiled in life insurance, students 
of human nature, and mindful of the high re- 
sponsibility their institution has to the Amer- 
ican people and to their well being. 

As the industry begins “an era of increas- 
ingly important and vexing problems,” it is fine 
to write that the president elected by this con- 
vention, John A. Lloyd, is a man in the best 
tradition of those leaders, who have served the 
Association in other years. Mr. Lloyd, too, is a 
man skilled in life insurance, a student of hu- 
man nature and mindful of the high responsi- 
bility of the institution to the American people 
and their well being. 

John Lloyd has had a wealth of experience. 
He was a newspaper editor, a state senator, a 
property insurance agency association man- 
ager, a state superintendent of insurance, life 
insurance company officer, and finally the chief 
executive of a large life insurance company 
doing a nationwide business. In every situa- 
tion he has met the challenge of his job and 
his success therein has been attested by a call 
to greater responsibilities. 

John Lloyd has the storybook background 
which graces the biography of so many Ameri- 
cans who have gained distinction. His parents 
were of simple Godfearing old farm stock. He 
was born and reared in a small country village 
He attended local public schools. He hung 
around the country store there to be indoc- 
trinated with the homespun wit and wisdom, 
the use of which has enabled the nation to 
maintain its balance. He planned his own ¢a- 
reer. He made his own friends. He has carved 
his own niche in the world of business. 

The homely, simple philosophy of his life he 
summed up admirably in his acceptance speech 
The newly elected president said that his father 
had framed in their home a quotation from 
Lincoln. The words became his guide and the 
American Life Convention is fortunate to have 
a leader who patterns his future on this pre 
cept: 

“T will do the best I can, the best I know how 
If the end brings me out all right, nothing that 
is said against me will matter. If the end brings 
me out wrong, ten angels swearing that I was 
right will make no difference.” 
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LIFE © Benefits never 
decreased 


increased 


& SICKNESS © Den-cencslichl 
DISABILITY with [thw Phen 


rge 65 


optional HOSPITAL [Maemmamemena 


Provision 

PAE LI RY MrT Tm ° Choose wither 2 or 
5-year benefit period 
for each disability 


© No house confine 
ment necessary 


LIFE 


AND ACCIDENT INSURANCE COMPANY 
CONCORD NEW HAMPSHIRE 


STATES SERVED: Conn., Del., D.C., La., Me., Md., Mass., Mich 
N.H., N.J., N.C., Ohio, Pa, R.1., $.C., Vt, Va 


For complete information, write 


H. V. STAEHLE, JR., C.L.U., Field Management V. Pres. 
United Life, 8 White St. 


Preferred Risk Ordinary Life Estate Builder Plan 
Preferred Risk 20-pay Life Term Insurance 


Life Paid-up at 65 Family Group Protection 





A WELL-BALANCED COMPANY 


balance... 
the basis of good government 


In government, it is 
a balance of the exe ulive, 


legislative and judicial branches. 


In life insurance, it j 
a balance of fundamentals, 
progre and alertness to 


poli vholder ‘ needs, 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
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Hero in newest film of 
Metropolitan Life “health 
heroes series” is Walter 
Reed, at right. Unable to 
afford to finish medical 
studies at University of 
Virginia, youthful Reed 
continued work at home, 
passed his exams, gradu- 
ated third in class 


Villain of "Walter Reed and the Conquest of Yellow 
Fever,’ a Transfilm Production, is female of mosquito 
specie shown at left. Carrier of yellow fever, female 
Aedes Aegypti loses fight against Reed in this color 
sound slidefilm. 


The Conquest of School Health 


Metropolitan Life's newest film release, "Walter Reed and the 


Conquest of Yellow Fever," marks another step in the series of 


contributions that company has made to 


the cause of better 


health for the younger generation and for the nation as a whole. 


FIVEN bigver than the job of conquering yellow 

_4 fever is today’s task of conquering the problem 
of better health for America’s youth. Setting the pace 
for industry and private groups is Metropolitan Life 

provider of many services designed to promote a 
healthier younger generation 

Extending a helping hand to the schools is ac- 
complished primarily through the company’s health 
and welfare division. Here is maintained a schoo] 
health bureau which aids in developing health educa- 
tion and disease prevention programs’ through 


demonstrations, research, correspondence, conferences, 
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and preparation and distribution of literature and 
visual aids. 

Materials offered by the bureau to teachers of 
junior and senior high school classes and to adminis- 
trators include films—such as the one depicted on 
these pages—bulletins, booklets and wall charts. The 
bureau makes use of an advisory educational body 
that conducts research. Members of the school health 
bureau staff also cooperate with professional groups, 
prepare magazine articles and serve on committees 


and national boards of educational organizations. 
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The film strip traces young 
doctor's years at Army 
posts, advanced study in 
bacteriology at Johns Hop 
kins University, and period 
as a major (at right) as 
signed to teach bacteriol- 
ogy at the Army Medical 
School, Washington, D. C 
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After internship at Bellevue 
Hospital in New York City 
and service as a _ public 
health physician, Dr. Reed 
joined the Army Medical 
Corps. A first lieutenant 
at Arizona Army post, he 
treated many Indians as 
shown at left in scene from 


film 


In 1699 Dr. Reed was ap 
pointed chairman of board 
of scientists to solve mys 
tery of yellow fever The 
group proved that screen 
ing houses and wiping out 
mosquito breeding areas 
as shown at left could 


conquer yellow fever 








spectator’s daily reports 


selected news items from industry and business of importance 





Washington Headlines 


Newly endorsed by President Eisenhower and De- 
fense Secretary Wikson is the directive for operating 
the new medical care program for servicemen’s 
families. Effective as of next Dec. 7, the program 
will help insure proper medical attention for de- 
pendents by permitting them to enter civilian hos- 
pitals. 


Wendell B. Barnes, Small Business Administrator, 
recommends « means of improving financing for 
small trucking firms: a private corporation that 
would offer loans secured by mortgages on new in- 
sured equipment, Insurance companies and pension 
trusts might be buyers of these mortgages, he sug- 
vests. 


Almost $92 million in benefits were disbursed un- 
der the federal employees group life insurance pro- 
ram in the two years ended last August. More than 
19,000 claims were met, the U. S. Civil Service Com- 
mission discloses. Approximately $10 billion in in- 
surance is in force for about two million emn!ov-ces. 


Farm owners’ fire insurance purchases are climb- 
ing, the U. S. Agriculture Dept. reveals. Last Dee. 
31, $34.1 billion in farm fire insurance was in effect, 
compared with $32.5 billion a year earlier. Fire 
losses on farms rose from $82 million in 1948 to $148 
million last year. 


All-risk crop insurance, if based firmly on pre- 
mium payments by participating farmers, is a “sound 
and economic” means of softening the shock of crop 
disaster, explains T. D. Morse, U. S. Under Secretary 
of Agriculture. This insurance is not intended as 
emergency relief after disaster he emuhasizes. 


Holders of five-year term U. S. Government Life 
Insurance, established in World War I will receive 
in 1957 their first dividend in 25 years. It will aver- 
age about $50 per person. Veterans with National 
Service Life Insurance (World War II type) will 
share in a $210 million dividend, 


Insurance industry backing for Federal Reserve 
Board credit-curbing policies is advocated by Ray 


DD. Murphy, chairman of the board, Equitable Life 
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by Ray Stroupe 


Insurance Society. In Washington, at the annual 
convention of the National Assn. of Life Under- 
writers he warned that even a “little inflation” is 
dangerous. 


Dismissal of a Federal Trade Commission com- 
plaint of false advertising against Automobile Own- 
ers Safety Insurance Co. Kansas City, is recom- 
mended by an FTC examiner. He finds that al- 
though the advertising cited was misleading the 
firm had discontinued it three months before FTC 
issued its complaint. 


Life insurance reserves had a 36.5 pet share in 
the $7.1 billion in new savings added by the nation 
from January through June this year. Federal Home 
Loan Bank Board figures show that total additional 
savings this time were $300 million higher than those 
in the first half of 1955. 


President Gus S. Wortham, American General In- 
surance Co., Houston is reappointed chairman of the 
Policy Committee, U. S. Chamber of Commerce. 
Harvey R. Bowditch, executive vice president, Ameri- 
can Automobile Insurance Co., and H. W. Brower, 
president, Occidental Life Insurance Co. of Calif., 
are members. ; 


Rewriting of proposed U. S. Coast Guard safety 
rules for some 8,000 small passenger boats plus boats 
still unbuilt, will require at least three months. Most 
of the rules will apply to new construction only. A 
circular will explain which rules will govern safety 
standards in existing vessels. 


Outcome of a current General Accounting Office 
study probably will be a plan for voluntary payroll 
deductions for federal employees with private basic 
health insurance policies. This arrangement would 
assist insurance organizations by reducing the ex- 
pense and time consumed in collecting premiums. 

A workable means of deducting health insurance 
premiums from federal payrolls might encourage 
Congress to set up basic and major health insurance 
for government workers. Employees and the gov- 
ernment would split costs of the basic portion. The 
government would pay the major medical premiums. 
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for insurance men 





September 1S—NASCAR Automo- 

bile Association is offering 
agents an opportunity to give 
their clients a complete motorists’ 
service in addition to insuran 
protection. 

The organization will not sell 
insurance, but will provide moto 
club advantages such as emer- 
gency towing and road services, 
accident ambulance service, na 
tional bail 
theft 
and tourist travel services, and 


bond service, auto 


reward, emergency contact 
personal accident protection. 
September 22—“Grocery store in- 

surance” came closer to rea! 
ity when five stores of the Kroge) 
Company in St. Louis and vicinity 
began selling auto policies for the 
Merchants and Manufacturing In 
surance Company. One employee 
in each of the five stores has been 
licensed as an insurance agent. A 
report indicates Kroger’s auto in- 
surance rates were below those 
for the bureau companies and also 
contained a provision for a divi 
dend, said to be 15 per cent 


Eighty-one New 
Life Companies 


September 26 — U. S. life insur- 

ance companies totaled 1,144 
on June 30 of this year an in- 
crease of 81 in 21 months—reports 
the Institute of Life Insurance 
Increase over 194% is 700. In 16 
the number of life com- 
panies in South and West has 
risen to 864 more than three 
times the 1940 total. Texas has 
348 firms domiciled there, the 
highest of any state. 


years 
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by PAUL WOOTON 


Member, Chilton Editorial Board 


WASHINGTON TRENDS 


FFICIALS of the Defense 
() Department are so pleased 
booklet 
the Institute of Life Insurance 


with the prepared by 


to be used as a guide by mem- 
bers of the armed forces who 


| 


wish to buy insurance that an 


additional 500,000 copies have 
been ordered. This is in addi- 
tion to the original edition and 
means that a million copies will 
be in circulation within a year. 

In a letter to the Life Insti- 
tute Admiral H. O. Larson, di- 
rector of the Office of the Armed 
Forces Information and Educa- 
tion, says the booklet is ‘‘most 
excellent” and “that all service 
men will benefit.” 

A second request has been 
made by the Defense Depart- 
ment. They have asked that the 
handbook on life insurance be 


adapted for use of the officers 


who have been designated as 
insurance advisers. 

With both party platforms ad 
vocating health insurance there 
iow is a better chance for the 
reinsurance bill to go through 
at tne next session 

Since the Mills approach to 
insurance company taxation will 
expire March 15, it will be nee- 
essary early in the session to 
extend it or provide a different 
Work has 


during the interim between ses 


method proceeded 
sions on the Treasury approach 
The Treasury is having dif 
ficulty with its “total income” 
plan but it is believed something 
will be submitted when Congress 
reconvenes. A third plan is be- 
ing prepared by a group of mu 
tual companies and probably will 
be thrown into the legislative 


hopper in January. 





September 26 


More tnan $3,800,- 


000 is being paid out each 


month to Federal employees and 
their survivors under the Federal 
Employees’ Group Life Insurance 
program, the Civil Service Com- 
mission reports. 


For the two-year period since 


the program went into effect on 


August 29, 1954, claims have aver 
aged about $4,300 each and have 
totaled about 809 a month. Bene 
fits paid have totaled in the two 
years $85,104,000 for life claims 
and $6,850,000 for accidental 
death and dismemberment 

The program, as carried by 
Continued on page 40 





Franklin Plaque Replaced 


BLIND DISCOVERER—Kingsland Coffyn, whose fingers detected a theft thousands failed 
to see, has been named guardian of the bronze plaque which marks the site of America's 
first fire company. The theft of the plaque, dedicated originally in 1936 in honor of 
Benjamin Franklin's founding of the Union Fire Company, went undetected until Coffyn 
discovered it last April while feeling his way along the walls of Grimestone Alley between 
Christ Church and Market Street. The new plaque was installed with the cooperation of 
city officials, a city bank, and the National Association of Mutual Insurance Companies 
which provided a replica of the original. On hand at the re-dedication ceremonies (above 
left to right) were Coffyn, who is also historian of Christ Church; Natalie Saxe, first 
administrative assistant to Philadelphia's Mayor Dilworth; John J. Ford, executive vice 
president, Pennsylvania Lumbermens Mutual; and Walter L. Smith, Jr., of Philadelphia 


Contributionship who represented NAMIC 





Milestones 


State Farm Life, Bloomington, Ill, recently attained $1 billion ordi- 
nary life insurance in force. The mark was reached 27 years and five 
months from date the company began business. 

Institute of Insurance Marketing, located at Southern Methodist Uni- 
versity, Dallas, Texas, celebrates its 10th anniversary November 9. 
Since 1946, the Institute has enrolled 1591 students in Basic classes, 
instructed 747 in both Basic and Senior classes for Certificates of Gradu- 
ation, and conducted 64 seminars through various states. 

National Life, Toronto, Canada, passed the quarter billion dollar mark 
of business in force during September. Firm’s assets increased by 
more than $2 million in first nine months of 1956. 

G. F. Kohly Agency, Havana, last month celebrated 100 years of as- 
sociation with Liverpool & London & Globe, Royal-Liverpool companies. 
Through the agency, Royal-Liverpool was represented by Richardo P. 
Kohly starting in 1856 and then by his son Guillermo F. Kohly, present 
head of the firm 

Buckeye Union Insurance Companies marked a 30th anniversary on 
November 1. A commemorative issue of “The Beacon,” monthly agency 
magazine details the company history. 
nearly $40 million 


Today combined assets total 


America Fore Group presented on October 26 its 21st annual banquet 
in honor of New York members of the Old Guard, 450 employees with 
25 or more years with the company. 

Pearl American conducted on Oct. 28 the third annual meeting and 
banquet for its Quarter Century Club. 
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Daily Reports 


Continued from page 39 


more than 160 insurance compa- 
nies and administered by the Com- 
mission, has $10 billion of term 
2,050,000 


insurance in force on 


Federal employees. They pay 25 
cents biweekly for each $1,000 of 
group life and the ygovernment 
contributes an additional 121% 
cents 

A breakdown of claims shows 
California led the states in bene- 
fits received with over $8 million 
in two years. New York was sec 
ond with more than $7 million, 
and Pennsylvania third with $5 


million. 


October 1—Mutual of Omaha, 

through a reinsurance agree- 
ment with United of Omaha, is 
making air travel insurance avail- 
able to airline 
amounts up to $125,000, the com 


passengers in 


panies have announced. 

Policies will be sold through 
Teletrip Policy Inc., wholly owned 
subsidiary of Mutual of Omaha 
The new coverage provides up to 
double the sum previously avail 
able to the individual commercial 
air traveler. 


October 2—National Life of Ver- 

mont’s annual report for 1955 
was named the best among life in 
surance companies by judges in 
the sixteenth annual survey spon 
World. The 
company earned one of 100 bronze 


scored by Financial 


“Oscars” given to top reports in 
each of 100 industry classifica 
tions. The single outstanding re 
port will be announced later 
Earlier this year, National Life 
copped first prize in the life and 
health booklet division of THE 
SPECTATOR’S annual report compe 
tition as announced in the June 
1956 issue. General American Life 
place winner in the F%- 
nancial World rated 
third place from THE SPECTATOR 


second 


contest, 


October 11—The Institute of Life 

Insurance has decided to re 
peat itself—44 million times. This 
vear’s series of Institute ads, to 
reach 44 million readers through 
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525 daily newspapers, will repeat 
the very successful slogan from 
last year’s campaign “When 
someone’s counting on you... you 
can count on life insurance.” 

The 13 ads in the series, to run 
from mid-October into Spring 
1957, will be backed up by spot 
announcements on 30 major radio 
stations to bring the message to 
17 million more people outside the 
areas covered by the newspapers. 

Emphasizing the dependability 
of life insurance, the series dis- 
cusses also the agent’s personal 
service in helping his policyhold- 
ers build greater family security 
Each ad also offers a_ booklet, 
“Your Life Insurance—and How 
to Use It,” of which 400,000 were 
distributed through last year’s ad 
series. 


Wharton Celebrates 
75th Anniversary 


October 12 — America’s first col- 

legiate business school — 
Wharton School of Finance and 
Commerce at the 
Pennsylvania 


University of 
opened the year- 
long celebration of its 75th anni- 
versary with a series of reports 
on the state of the American econ- 
omy in 1956. Dr. S. S. Huebner, 
emeritus professor of insurance, 
was one of the 
cussing outstanding trends in in 
surance today. 

Wharton School, largest of the 
University’s 19 schools, has 2,000 


speakers, dis 


undergraduates and 600 graduate 
students. Dean of the school is 
Dr. Clarence Arthur Kulp. 


October 12—Ralph B. Williams 

and R. M. Stanton have been 
elected presidents of the National 
Association of Mutual Insurance 
Agents and the National Associa 
tion of Mutual 
panies, respectively. 

Mr. Williams, owner of the 
Ralph B. Williams Mutual Insur- 
ance Agency in Kansas City, Mo., 
moves up from NAMIA vice presi- 
dent. A member of the Associa 
tion’s executive committee, he suc 
ceeds Earl A. Lamb, head of Heff 
ner Agency in New York City. 

Mr. Stanton, of Albany, N. Y., is 
secretary of the Capital District 

Continued on page 42 
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Insurance Building Facts 


Pittsfield, Mass. Berkshire Life will break ground in September 1957 

for $2 million home office building on South St. opposite Country 
Club. Colonial style structure of red brick and white marble, three 
levels containing total of 80,000 square feet. Besides building, 20-acre 
lot will hold 150-car parking lot in rear. Architects: Cram & Ferguson, 
Boston. Landscapers: Olmsted Brothers, Brookline. 


Worcester, Mass. State Mutual Life president H. Ladd Plumley laid 


cornerstone for new home office two miles from center of city, on 
September 18. 
Newark, N. J. 

hind home office building now under construction. 
804 cars self-parked and 1,100 cars with full attendant parking. 
tect: Frank Grad & Sons, Newark. 


Occupancy set for fall 1957. 

Mutual Benefit to add a three-deck parking garage be- 
Unit will house 
Archi 


ATLANTA, GA. Retail 
Credit is now in new five- 
story building at 1600 
Peachtree St. Parking facil 
ities at rear accommodate 
all 600 employees. Cafe 
teria, two dining rooms 
library, background music 
service are provided 





American Casualty began June 6 to build new home office 


Reading Pa. 
Struc 


annex on parking lot formerly in rear of company building. 
ture is scheduled for completion in early 1957. 
Philadelphia Pa. Philadelphia-United Life broke ground September 21 

for three-floor home office building. On 2'% acre site, structure will 
contain about 23,000 square feet, house 60 to 70 employees, consist of 
brick and stone with aluminum trim. Completion set for Aug. 1, 1957 
Architects: Ballinger Co., Philadelphia. Contractors: John S. McQuade, 
Jr., Philadelphia. 


CHICAGO, ILL. Com 
merce Clearing House has 
new publishing headquar 
ters at 4025 W. Peterson 
Ave. $4 million two-story 
structure occupies 225,000 
square feet, houses |,000 





employees 


Lincoln National Life will construct an addition to 


Fort Wayne, Ind. 
To be completed within three years, 


present home office building. 
the unit will have five or more stories, one or two full basements and a 
cafeteria. Style will blend with home office Architects: Holabird & 
Root & Burgee, Chicago, Il. 
Indianapolis, Ind. Allstate plans to build a million dollar office strue 
ture in suburbs to house Indianapolis regional office now in center 
city. One-story building with 55,000 square feet of space to house 130 
employees. 
Indianapolis, Ind. American United Life will expand home office with 
$2,500,000 wing. In addition to five-story unit, a 200-car parking lot 


is planned. To extend behind present building, wing will be of buff 
brick and matching architecture. 
Dallas, Texas. Girard Life, Girardian Insurance and Guardian Under 
writers Insurance will have home offices in a new office building te 
contain about 250,820 square feet of floor space in Exchange Park, a 
community of business, commercial and professional buildings. The 
120-acre Exchange Park site will require a $125,000,000 investment and 
provide 2,394,065 square feet of floor space for a hotel, medical center, 
Suilder: William A. Blakley, 
Architects: 


department store, and four office buildings 
board chairman of the three insurance firms 
& Associates 


Lane, Gamble 
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Grange Cooperative Fire. As head 
of the Mutual Companies organi 
zation, he succeeds J. A. Luxton, 
board chairman of Federated Mu 
tual Implement and Hardware. 


"Strike" Insurance 
Discussed in London 


(From our London 
Correspondent) Strike insur- 


October 15 
ance—to protect shipowners from 
the losses caused by labor stop 
pages, except a seamen’s strike or 
lock-out 


ning stage in London. 


has reached the plan 
An association of shipowners 
would be formed, the plan states, 
to cover the owners for tae agreed 
running costs of their vessels 
while detained in port owing to a 
strike or lock-out, but not includ 
ing a seamen’s strike or lock-out 
Claims for which the proposed as 
sociation would be liable would be 
limited to 26 days in any one oc 
currence, and the shipowner him- 
self would bear the cost of the 
first four days of a strike or lock- 
out. In the event of a claim, an 


owner would receive compensation 
per diem in the amount for which 
the vessel was entered. The esti- 
mated annual premium would be 
equivalent to one and a half day’s 
running costs. 

Mr. J. Laing, assistant secretary 
of the Neptune Protecting and In- 
demnity Association, who origi- 
nated the plan, reports shipown- 
ers with about 550 vessels are in- 
terested in the strike insurance 
proposal. He pointed out that 
uch an association has existed in 


Norway for many years. 


Life Sales Ahead 
In Canada 


October 15—Sales of Canadian 
life insurance in the first six 
months indicate that 1956 will be 
a banner year and will outstrip 
1955, which set the previous rec- 
ord. Purchases of new life insur- 
ance in the first six months of 
1956 were over $1.9 billion, 16 per 
cent more than last year and as 
much as was bought in a 12-month 
period only six years ago. 
Ordinary life 
$1,593 million, 18 per cent over a 
year ago. totaled 
$267.9 million, up 11 per cent, 


sales reached 


sales 


Group 


while industrial sales dropped by 








in recent years 
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WAGES AND PRICES 
Comparing 1948-52 with August, 1952—August, 1996 


REAL wage gains have been better 


REAL WAGES—what you 
can buy for the money you 
get—are showing better 
increases than actual earn- 
ings. This is because prices 
of things to buy are not 
rising now as rapidly as 
they did a few years ago. 
Chart at left shows a 
greater increase in hourly 
earnings for 1948-52 than 
for 1952-56. However, real 
wages increased faster in 
1952-56 than in 1948-52 
because of the smaller 
rise in prices. Therefore, 
savings—such as insurance 
—are also able to grow 
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faster now. 


12 per cent to $62.0 million. 

Here are first six months sales 
of ordinary life insurance’ by 
provinces. 

1956 1955 

In thousands of dollars 
Alberta $116,998  $ 99,000 
British Columbia 146,039 122,900 
Manitoba 66,993 56,900 
New Brunswick 29,637 25,500 
Newfound!and 9563 8,100 
Nova Scotia 45,196 37,900 
Ontario 671,021 567,300 
Prince Edward Island 3,781 3,200 
Quebec 463,477 396,400 
Saskatchewan 41,034 34,500 


Total 1,593,739 1,351,700 17.9 
October 23—The dream of a 
school for new mutual insur- 
ance agents will become a reality 
on June 17, 1957. On that day, at 
the University of North Carolina, 
the National Association of Mu 
tual Agents will launch a five- 
week course in insurance theory 
and practice for NAMIA members 
Topics will include risk and in 
surance, types of insurance carri 
ers, basic legal concepts, standard 
fire policy, and fire forms and en 
dorsements, and extension of fire 
policy coverage. The course will 
be directed by Laurence J. Acker- 
man, dean of the School of Busi- 
ness Administration of the Uni- 
versity of Connecticut. 


Sports Accidents 
Double Job Injuries 


October 24—Off-the-job activities 

result in more accidents for 
DuPont Company employees than 
on-the-job tasks, the firm reports. 
Sports accidents account for al- 
most double the injuries from at- 
work accidents. 

Lost-time injuries among Du- 
Pont’s 100,000 employees during 
the last three years total 265 oc- 
curring at work and 4,925 away 
from work. Of away-from-work 
accidents, 515 happened in sports 
activities including baseball, bas- 
ketball, swimming, football, and 
even volley ball. 


October 25—Dr. Edson E. Getman, 
medical director of New York 
Life, has been elected president of 
the Association of Life Insurance 
Medical Directors. He succeeds 
Dr. Ralph R. Simmons, medical 
Continued on page 46 
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LOMA Annual Meeting: 


Changes, Specialization, 


Incentives Featured 


By Management Group 


DAPTABILITY is one of the 
basic conditions for our eco- 
Devereaux C. 


nomic progress, 


Josephs, board chairman of New 


York 
Life Office Management Associa- 


Life, told members of the 


tion at their recent annual meet 
ing in Chicago 


Changing World 


“We can be sure that this is go- 
a Changing world, and 
we had better get to like it that 
way. We had better be as adapt- 


ing to be 


able as we can,” he said. 
Othe 
yathering 


speakers at the LOMA 
listed 


changes that are occurring in in 


some of the 


surance companies today. 

A. B. Toan, Jr., of Price Water- 
house & Co., 
automation 


discussed exactly 


might 
when applied to some typical life 


what mean 


insurance operations. 


Specialization 


“In insurance, as in most other 
businesses, we find an organiza- 
tion has grown up based on a high 
degree of he 
pointed out. 


specialization,’ 
“This specialization 
extends to the records themselves, 
so that we find a lot of records all 
bearing on the same thing—on the 
example but none 


complete in itself, and all (in to- 


policy, for 


SPECIAL RECOGNITION, At LOMA's annual meeting in Chicago these four 


men (above) received special honors 


Left to right, L. R. Woodard was officially 


confirmed as the new managing director for LOMA; Warren J. Moore, executive 
vice president of Old Line Life, joined the LOMA board of directors after serving 


as president 


J. Howard Ditman, vice president-comptroller of New York Life, 


became LOMA president for 1956-1957; and a special banquet was held for 
Frank L. Rowland on his retirement as LOMA's managing director. 


tal) comprising an impressive 
amount of duplication. 

“Powerful electronic equipment 
will give management the chance 
to eliminate some duplication by 
consolidating these partially com- 
plete, dispersed records.” Mr.Toan 
went on to say that this approach 
calls for time, for a highly skilled 
study and implementation team, 
for a substantial amount of money, 
perhaps in the millions, before 
economic return is to be realized. 


Bonus Plan 


However, individual incentive 
can also be a key to operational 
efficiency, another speaker told the 
LOMA group. A wage incentive, 
or bonus plan, has helped to raise 
employee efficiency from 50 per 
cent to a rating that sometimes ex- 
ceeds 150 per cent without apply- 
ing “sweatshop conditions,” Wil- 
liam F. Bardo, assistant secretary 
of Aetna Life, said. 

The plan in his company applies 
to about half the employees, who 
have a relatively continuous sup- 
ply of work; whose work proce- 
dure is governed by definite rules; 
who control the rate of production 
of their jobs; and whose work is 
interchangeable with that of at 
least four other employees. 

Careful records are kept of the 
production output of each covered 
employee, and these are trans- 
lated by the company personnel 
department into bonus earnings. 
Companywide earnings 
average about $9.50 a week per 


bonus 
employee, Mr. Bardo said. 


70 Per Cent Efficient 


“Perhaps you wonder why we 
can afford to pay a bonus for effi- 
ciency of only 70 per cent and still 
make any money. I don’t think you 
wonder if you carefully 
employees’ effi- 


would 
analyzed 
ciency, as we did when we first 


your 


started and found, to our aston- 
ishment, as I think you would find 
to yours, that our average, good 
employee is running along at a 
big, snappy 50 per cent. 

“We define 100 per cent effi- 
ciency as that rate of production 
which the average, well-trained 
employee should be able to main- 
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tain throughout the day without 
undue fatigue. Under this stand- 
ard, some of our employees have 
averages over 150 per cent, and we 
don’t begrudge them any single 
nickel they are paid, because you 
can bet your life they earn it,” 
Mr. Bardo said. 


Human Element 


Thus even in this age of ma- 
chines, we come back to the im- 








REINSURANCE 


A continuing 


Insurance Company of North 
America is the nation’s leading in- 
dependent market for reinsurance 
The position it holds in this field 
and the stability it maintains make 
a4 continuing relationship advanta- 
geous to you 

With capacity and experience 
the North America Companies pro- 


relat ionship 


and the advantages of dealing with 
America’s oldest and largest stock 
fire insurance company 

We invite you to discuss your Re 
insurance requirements with us 
Write or telephone our Reinsur 
ance Department. Or, if you use the 
services of a Reinsurance Broker, 
ask him to discuss your problems 


portance of the human element in 


with us 
Devereaux 


Mies estenie Mr vide diversification and strength 
( > > "1ency. i ° 
Josephs went on to emphasize how REINSURANCE DEPARTMENT 


NORTH AMERICA COMPANIES 


Insurance Company of North America 


this concern for people is influenc- 
ing the future of the insurance 


” 7 Indemnity Insurance Company of North America 
ofession., } 
profession vee Philadeiphie 1, Po 


Rittenhouse 6-7900 


Rg Philadelphia Fire and Marine Insurance Company 
Protect what you have O 











Responsibilities 


“One of the price tags of our 
economic abundance,’ he ex- 
plained, “is collective responsibil- 
ity for the welfare of individuals 
who are from time to time dis- 


placed through no fault of their MORE THAN ONE AND ONE-THIRD BILLION 


own. In our voluntary support of 
PI LIFE INSURANCE IN FORCE 


many social agencies we attempt 
to compensate for these disloca 
tions. However, this has not been 
sufficient and the electorate has 
called upon government to per 
form many functions of adjust- 
ment and alleviation that are not 
clearly the responsibility of any 
one of us. This has been one of 
the causes of penetration of gov 
ernment into our private and busi 
ness affairs. It will complicate 
the operation of all businesses, in 
cluding most emphatically our 


own business.” 


OUR PLATFORM IS STACKED WITH MONEY! 


3?. 





if you are looking for a Real Deal, then vote yourself into an agency of 
your own. The planks of our platform include a lucrative general agent's 
contract offering liberal commissions, retirement benefits, a rate book filled 
with highly competitive policies, and dynamic sales material along with 
national advertising. Many a man in our organization elected success and 
is now operating an agency in his hometown. Cast that ballot for yourself 
by writing us today. 


STANDARD LIFE INSURANCE CO. of IND. 


INDIANAPOLIS, INDIANA 


GENERAL AGENCIES OPEN IN Arizona « California « Delaware 

Florida ¢ Georgia © Illinois ¢ Indiana « Kentucky © Levisiana 

ea ee Ul ee ee ls ed ede 
Tennessee * Virginia © West Virginia 
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Selling the Salesmen 


CALIFORNIA AGENTS Roger Chickering of Oakland (at left) and James P. Bennett of 
Los Angeles (beside him) hear the "sales pitch’ about Fireman's Fund's Individual Major 
Medical at the company's booth for the annual convention of the California Association 
of Insurance Agents. Bennett was elected CAIA president and Chickering vice president 
at the meeting. The sales talk really “sold” the policy to the agents for their own use as 
well as informing them of its advantages for their clients. Selling for the company are 
Vice President Woodward Melone (third from left) and Patricia Hughes, senior A & H 


underwriter 


Daily Reports 


Continued from page 42 


director of Equitable Life of lowa. 

Other officers chosen for the 
coming year include: president- 
elect, Dr. Norman J. Barker, medi- 
cal director of Connecticut Gen- 
eral Life; vice-president, Dr. 
Henry B. Kirkland, chief medical 
director of Prudential, and secre- 
tary, Dr. Royal S. Schaaf, assis- 
tant medical director of Pruden- 
tial. 


October 25—An additional charge 

of $1.00 on each auto driver’s 
license would provide enough 
funds to “safely train all eligible 
high school students in the funda- 
mentals of safe driving and thus 
assure the nation that the next 
veneration of drivers will be far 
superior to the present,” an insur- 
ance executive told the National 
Safety Congress. 








American Equitable Assurance Company 
of New York 
Organized 1918 

Globe & Republic Insurance Company 

of America 
Established 18462 

Merchants and Manufacturers Insurance 

Company of New York 


Organized 1649 


New York Fire Insurance Company 


Incorporated 1832 
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Edward R. Klamm, accident pre- 
vention director of Allstate Insur- 
ance, said that such state aid for 
high schools would enable them 
to maintain courses up to the 
standards of the National Confer- 
ence on Driver Education. These 
standards include a minimum of 
30 hours classroom work and six 
hours of practice driving instruc 
tion. 

He cited the amounts spent on 
cars and highways in a year—$8.2 
billion for highways, $3 billion on 
auto factory payrolls, $9.5 billion 
for gasoline, and $4.5 billion for 
auto insurance premiums. Federal 
and state taxes on sales, licenses, 
gas, etc., took $16.3 billion, Klamm 
reported. In comparison only $13.5 
million — repeat million was 
spent to adequately train 450,000 
students. An additional invest- 
ment of $50 to &75 million, if 
raised by the added dollar on each 
license. would enable schools to 
give adequate driver training to 
everv eligible student, Klamm con- 


cluded. 


And in the Future 


Nov. 6-7—Independent Casualty Insurers, 
Claim Managers Council meeting, Edge- 
water Beach Hotel, Chicago, Ill. 

Nov. I1-I5—LIAMA, 39th cnnual meeting, 
Edgewater Beach Hotel, Chicago, Ill. 
Nov. 12-13—Health Insurance Association 
of America, first annual forum on indi- 
vidual health insurance, of Dallas, Texas. 
Nov. 12-17—Sixth Hemispheric Insurance 
Conference, sponsored by U. S. Cham- 
ber of Commerce, at Buenos Aires, Ar- 

gentina. 

Nov. 13-15—LIAMA 39th annual meeting, 
"Development Salesmen and Sales in 
Today's Economy," sessions, Edgewater 
Beach Hotel, Chicago, Ill. 

Nov. 14-l6—American Management Asso- 
ciation, fall insurance conference, Palmer 
House, Chicago, Ill. 

Nov. 16-17—Casualty Actuarial Society, 
annual meeting, at New York, N. Y. 
Nov. 26-28—National Fire Protection Asso- 
ciation, fall conference, Statler Hotel, St. 

Louis, Mo. 

Nov. 28-29—Workshop on Cost Reduction 
and Control, sponsored by Association of 
Casualty and Surety Companies, Hotel 
New Yorker, New York, N. Y. 

Dec. 3-7—National Association of Insur- 
ance Commissioners, regular meeting, 
DiLido Hotel, Miami Beach, Fla. 

Dec. 7—Texas Conferment of CPCU de- 
grees, Statler-Hilton Hotel, Dallas. 

Dec. 10-11—Association of Life Insurance 
Counsel, winter meeting, Waldorf-Astoria 
Hotel, New York, N. Y 

Dec. ti—lInstitute of Life Insurance, an- 
nual meeting, Waldorf-Astoria Hotel, 
New York, N. Y. 

Dec. 12-13—LIAA, annual meeting, Wal- 
dorf-Astoria Hotel, New York, N. Y 
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NEED HELP withJumbo” 


casualty lines? 


“Jumbo” casualty risks demand extra-special treatment. That's 
the reason Royal-Liverpool has a SPECIAL RISK Department —to give 
you complete underwriting service for your out-size risks that require 


out-of-the-ordinary service, coverage and rating consideration, 


CALL your R-L 
Multiple-line fieldman. 
He will arrange for a 
SPECIAL RISK 
specialist to help you. 


OYAL: IVERPGD 


CASUALTY FIRE* MARINE + SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 
ROYAL INSURANCE COMPANY, LTD. + THE LIVERPOOL & LONDON © GLOBE INSURANCE COMPANY (TD. + ROYAL INDEMNITY COMPANY 
GLOBE INDEMNITY COMPANY + QUEEN INSURANCE COMPANY OF AMERIGA © WEWARK INSURANCE COMPANY + STAR INSURANCE 
COMPANY OF AMERICA + AMERICAN AND FOREIGN WHEURANCE COMPANY + HE BRITISH & FOREIGN MARINE INSURANCE 
COMPANY LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY. LTD. + VIRGINIA FIRE & MARINE INSURANCE COMPANY 








Company News Corner 


American Automobile Insurance 
holders of more than 80 per cent 
of the stock have tendered their 
shares under an exchange offer 
by American Insurance. Ameri- 
can Automobile stockholders 
will be issued shares of Ameri- 

stock starting 

Integrated operations 


can Insurance 
Oct. 22. 
began Oct. 19 when directors of 
the two firms met jointly and 
stockholders of American Insur- 
ance held an meet- 
ing. 
American Foreign Insurance As- 
sociation has expanded opera- 


adjourned 


tions in Ecuador by opening an 
inspector’s office in Guayaquil, 
with Jaime Guzman Iturralde as 
inspector. AFIA has also estab- 
lished east African operations 
for Home Insurance and Aetna 
Insurance, with registrations 
handled in the new branch at 
Nairobi, Kenya 
American Universal Insurance has 
been licensed in Nebraska and 
Minnesota. The firm now writes 
in 32 states and Alaska. 
Preferred Insurance has split its 
stock two-for-one, 
stock at $5 par value a share 
exchanged for outstanding $10 
par value shares by. stockhold- 
ers of record August 11. Stock 
holders also approved an in 


with new 


crease in authorized shares from 
100,000 to 800,000 of which 200, 
000 will be outstanding when 
the split is completed. 


Protective Life stockholders will 
meet this month to consider a 
proposal by the directors to 
transfer $1 million from sur- 
plus to capital, increasing the 
firm’s capita] stock from $2 mil- 
lion to $3 million and its $10 
par value shares from 200,000 
to 300,000. 

St. Paul Mercury Insurance Com- 
pany is the new name of Mer- 
cury Insurance, St. Paul, Minn. 

Security Benefit Life has 
licensed to do business in Flor- 
ida, making 29 states and Ha- 
waii in which the company op- 
perates. 

Southern Pennsylvania Mutual is 
the new name of Southern Mu- 
tual Automobile Fire Insurance 
Company, Avondale, Pa. 

Standard Accident Insurance has 
extended operations to Puerto 
Rico, with the opening of an 
agency at San Juan. The com- 
pany writes in the 48 states, 
Alaska and Hawaii. 

Travelers has 


been 


consolidated sev- 
eral medical units into a single 
medical department headed by 
Dr. Ralph M. Filson, who will 
assume the title chief medical 
director. 

Western States Life has been li- 
censed to do business in Wash- 
ington, Oregon, Idaho and Wy- 
oming. The company now writes 
in eight states. 

Automobile Owners Safety Insur- 
ance and United Insurance of 





DIVIDENDS 


Company 


per Share 


Record 
Payable Date 


Amount 


Quarterly 


Birmingham Fire 
Craftsman Insurance 
Fireman’s Fund 

Home Insurance 
Maryland Casualty 
Springfield Fire & Marine 


$.25 Sept. 28 
.10 Sept. 28 
45 Oct. 15 
.50 Nov. 1 Oct. 1 
374 Oct. 20 Oct. 5 
.50 Sept. 7 


Sept. 13 
Sept. 24 
Sept. 28 


Semi-Annual 


Nationwide Corp. 
State-Wide Insurance 


Lincoln National Life 
Insurance Co. of N. A. 


18 


07Y%4 
.2214 


Oct. 5 
June 30 (1956 


Sept. 25 


35 Nov. 1 
Oct. 15 


Oct. 10 
Sept. 28 


America are considering a pro- 

posed reinsurance agreement. 

Hearings have been conducted 

on a suggested contract under 

which United Insurance would 

policies of Auto- 
mobile Owners Safety in Cali- 
fornia. 

Atlantic Mutual Insurance and 
Centennial Insurance have en- 
tered the casualty field in Ohio, 
western Pennsylvania and West 

Arnold Kellenberger 
appointed superin- 
tendent of casualty underwrit- 
ing. 

Birmingham Fire Insurance direc- 
tors have approved an amend- 
ment to the company’s certifi- 


reinsure all 


Virginia. 
has been 


cate of incorporation to change 
the name to Birmingham Fire 
and Casualty Company. If ap- 
proved by stockholders, the new 
name will go into effect Dec. 31, 
1956. 

Carolina Home Life has been li- 
censed to do business in Ken- 
tucky. 

Chesapeake Life Insurance Com- 
pany, chartered in Maryland on 
April 20 this year, opened home 
offices in Baltimore for business 
on Oct. 1. Paid-in capital and 

$500,000. Leonard H. 

president of 
Agency, is 


surplus: 
Rosenberg, vice 
Strasco Insurance 
president. 
Combined Insurance has extended 
health and 


accident field to Hawaii, open- 


operations in the 

ing a Honolulu headquarters 
under Gerald Mark Asam, gen- 
eral agent. 

Continental Casualty and National 
Fire, of National of Hartford 
Group, have agreed upon a re- 
vised for exchange of 
stock. National Fire stock hold- 
ers will receive 1144 shares of 


basis 


Continental Casualty stock in 
exchange for each share of Na- 
Fire. The offer previ- 
ously rejected by National Fire 
called for 
shares of Continental for each 
share of National Fire. 


tional 


exchange of 1% 


First Colony Life’s first stock is- 
sue has been oversubscribed. A 
$1,968,750 check, 
full payment for the 175,000 
share been paid. 
After completion of the current 


representing 


issue, has 


THE SPECTATOR 





financing program, outstanding 
capitalization will consist of 
310,000 shares of common stock. 
Glens Falls Group stockholders 
have changed group’s structure 
by issuing 650,000 additional 
shares of capital stock, merging 
the three Glens Falls companies 
into the Glens Falls Insurance 
Company, and replacing the 
Glens Falls Corp. with Glenway 
Corp., a wholly owned corpora- 
tion. If approved, Glens Falls 
Insurance Company stockhold 
ers of record Dec. 31, 1956, will 
receive an additional share in 
exchange for their beneficial 
interest in Glens Falls Corp. 
Health Insurance Association of 
America has accepted six new 
member companies, including 
Carolina Home Life, Country 
Life, London and Lancashire 
Insurance, Orient Insurance, 
Sun Insurance and Surety Life 


Indianapolis Life has expanded 


operations to Florida, making oe Oe servi y belp you 
12 states in which the firm now e ce tf — ivi ve meld 
writes. ~C ( i e pete: 
Insurance Company of North ow 
America and the firm of Field 
and Cowles have jointly termi 
nated the agreement unde) 
which the latter has managed 
the marine business in New 
England for North America 
Companies since 1867. 
Republic Casualty Insurance Com- 
pany is cooperating with the 
Kentucky Insurance Depart 
ment in rehabilitation efforts 
The seven-year-old company had 
$633,685 in force, $434,636 in 
Kentucky, as of Dec. 1955. 
Michigan Life officers will recom 
mend to directors at the Decem 
ber board meeting a five for 
one stock split, changing the 
par value of the stock from $50 
to $10 a share. The move is de 
signed to increase eventually 
the number of stockholders. At 
present the firm has_ 12,000 
shares in the hands of about 
500 stockholders. 
New Amsterdam Casualty and 
United States Casualty plan to 
extend their operations to in 
clude all fire and allied lines 
New England Life has formed a 
controller’s division at the home 
Continued on page 50 
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Company Notes 


Continued from page 51 


office with G. E. Perino, forme: 

auditor, as controller in charge 

of the unit. 
New York Life of the 


telations 


Was one 
of a Public 
Achievement Award for 
1955. The award, accepted by 


winners 
News 


Clarence J. 


cited the firm for “establishing, 
through the practice of enlight- 
ened public relations, unusually 
harmonious landlord - tenant- 
community relationships at its 
huge Fresh Meadows housing 
development.” 

Peerless Insurance will purchase 
all outstanding capital stock of 
Caledonian - American, wholly- 
owned American subsidiary of 
Caledonian Insurance, of Edin- 
burgh, Scotland. Peerless will 
assume the business and liabili- 


Myers, president, 


] 











| NO. 9 OF A SERIES 


Service does Pay 


Says a Pearl-American Agent in 
Upstate New York. This is his 


story: 


“To us service on claims is most im 
portant. A short time ago the 
daughter of one of our clients drove 
to New York City on a combination 
vacation and shopping trip. As she 
reached the middle of Manhattan 
she was involved in an accident which fortunately did not result 
in personal injuries but did serious damage to the car. She 
phoned our office immediately and we in turn phoned your New 
York office, Within an hour your representative not only had the 
young lady registered in a good hotel but in addition had arranged 
for the immediate repair of the car, Two days later the car was 
repaired and the young lady was able to use it for the balance of 
her stay in New York City and also drive it home. Naturally she 
and her father were very happy over the efficient and courteous 
way this claim was handled and told their friends. We in turn 
can trace several very desirable new lines on our books to their 


satisfaction 


Every Pearl-American Agent has at his command the facilities 
of one of the world's greatest companies. We invite your inquiry 


WE BELIEVE 

the properly qualified “Independent” local agent can best SERVE the 
insuring public. Unlike the Captive" agent he is free to utilize the in 
surance facilities of the world. Tn the present and continuing struggle 
between “Independent” and ‘Captive’ agents it is important that this 
capacity of THE “Independent Local Agent’ to SERVE be emphasized 
again and again, This sertes of twelve actual stortes of everyday service 
rendered by “Independent” agents ts published in that spirit. Reprints 
are available without cost or obligation 


Pan a mevgnour 


PEARL ASSURANCE COMPANY, LTD. 

THE EUREKA SECURITY FIRE & MARINE INSURANCE CO. 
MONARCH FIRE INSURANCE COMPANY 

HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N.Y. 





al 





Caledonian’s U. S. 
branch and also of the U. S. 
branch of Netherlands Insur- 
of the Hague, Nether- 
formerly managed by 
Caledonian. 


ties of the 


ance, 
lands, 


Penn Mutual Indemnity, a domes- 
tic mutual casualty company, 
has been suspended from fur- 
ther transaction of business by 
the Pennsylvania Insurance De- 
partment. 


Republic National Life directors 
have recommended to_ stock- 
holders an amendment to the 
corporate charter permitting 
par value of shares to be 
changed from $10 to $2 apiece 
to give stockholders five shares 
for each share held. Capital will 
be increased from $467,270 to 
$1,401,810 through a 200 per 
cent stock dividend effected by 
transfer of $934,540 from sur- 
plus to capital. 


Royal Life stockholders have voted 
an increase in capital from 
$200,000 to $1 million. Formerly 
Whitfield Insurance Company, 
Dalton, the firm has ac- 
quired a new group of investors 
and announced plans for expan- 
sion into other Southern states. 


Selective Insurance is the 
name of Manufacturers 
Merchants Indemnity Company, 
Cincinnati, Ohio. 


Ga., 


new 
and 


Southeastern States Life Insur- 
ance Company is the new name 
of P. J. McMahon Sons Indus- 
trial Life. The firm is also con- 
verted to an ordinary life in- 
surer with unlimited 
powers. 


insuring 


Southern General Insurance will 
issue 95,714 shares of new com- 
mon stock at $14.50 each. After 
SEC approval, 75,000 shares will 
be underwritten by a group of 
investment bankers and the re- 
maining 20,714 shares offered to 
Progressive Fire stockholders 
who did not sell their stock to 
Southern General when it pur- 
chased about 80 per cent of the 
stock previously. 

State-Wide Insurance Company is 
the new name of Truckmen’s 
Insurance Company, New York 
City. The firm plans to apply to 
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the New York state superinten- 
dent of insurance for a multiple 
line charter. 

Surety Association of America 
has accepted as members Fire- 
men’s Milwaukee 
Insurance, and National-Ben 
Franklin all 
bers of the Loyalty Group. 

Union Central Life has been ad- 
mitted to Wisconsin 
Nevada. The firm is now li- 
censed in all 48 states, District 
of Columbia and Hawaii. 

Union Labor Life has 
censed to do 
end 


Insurance, 


Insurance, mem- 


and 


been li- 
life and accident 
Ore- 
gon. The company now writes in 
21 states and District of Co- 
lumbia. 


Health L 


sickness business in 


aders 
4 ae # 


ea I 


Health Insurance Council, medical informa- 
tion group, celebrated its tenth anniversary 
recently in New York. Leaders at the an- 
nual meeting above are, left to right, M. 
D. Miller, the Equitable; W. G. Weaver, 
John Hancock Mutual Life; Howard A. 
Moreen, Aetna Life and chairman of the 
Council; and Dr. William H. Scoins, Lin- 
coln National Life. 


United States Fire and Southern 
Fire directors have agreed to 
merge Dec. 31, 1956, with both 

continuing opera- 

under the name of the 
former. Distribution of a stock 
dividend to Southern 
Fire capital to $1 million di- 
vided into 100,000 shares of $10 
par value each will enable firms 
to exchange stock on 
for share basis. 

Valley Forge Life Insurance Co., 
Reading, Pa., has been incorpo- 
rated as a new insurance com- 
pany, with a capital stock of 
$300,000 divided into 12,000 

of stock $25 value 


companies 


tions 


increase 


a share 


shares 
each. 


par 
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MILES M. DAWSON & SON, INC. 


Consulting Actuaries 


1014 Hope Street 
Springdale, Conn. 
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These six points help Home Life agents post consistently 
high scores in the new-business league: 


@ All-markets coverage @ Productive sales aids 
@ Distinctive package plons 


® Sales 


@ Liberal commission schedules 


ded » 
_ 





@ Modern training program 


Clientele good will carefully cultivated during well over 
a half-century of superior service adds an important 
Home Life agent's 
career advantages. 

















THE HOME LIFE 


INSURANCE COMPANY OF AMERICA 


Daniel J. Walsh, President Executive Offices: Phila., Pa. 
Security and Service Since 1899 
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werdict... 


By LUKE A. BURKE 
Member of the New York Bar 


Beware of Foul Balls 

When you read this you already 
know who won the World Series. 
However, as I write this the Series 
has not yet started and baseball 
talk is in the air. Hence, it is apro- 
pos to tell you the tale of Mr. Hunt 
and the foul ball. 

It was the closing moments of the 
game. Whether the score was lop- 
sided, or Mrs. Hunt was having an 
early dinner is not known, but Mr. 
Hunt was leaving. He was walking 
down a passageway leading to an 
exit when he was struck by a foul 
ball and injured. Many other people 
were leaving at this time also, and 
the passageway was filled. The peo 
ple were interested in the closing 
moments of the game, and had their 
eyes upon the batter as they moved 
along. Therefore, Mr. Hunt felt 
like the fellow walking through a 
park with a new hat who said “Five 
thousand people in the park and 
that pigeon had to pick on me!” 

But there was nothing funny 
about Mr. Hunt’s injuries and he 
went to see his attorney. The at- 
torney knew that the majority of 
cases hold that a spectator at a ball 
game who is hit by a foul ball as- 
sumes the risk of being injured and 
must either bring his own catcher’s 
mask or fall back on his A & H 
policy. However, his attorney ar- 
gued before the court that the 
decisions applied to a spectator in 
the seats, and in this case the ball 


club had a duty to provide a safe 


means of exit from the park. The 
baseball park manager testified that 
the other parks in the league had 
the same kind of exits. There was 
no proof in the record that any ball 
club anywhere used screened exits 
and passageways. 

The court decided in favor of the 





Nineteen Years 


We won't make a "federal case" out of 
this announcement. But Luke Burke 
starts with this issue his 19th year as a 
contributor of legal cases for THE 
SPECTATOR. We know that his many 
regular readers join us in congratulating 
Mr. Burke not only for his editorial 
longevity but also for his consistently 
high quality. 











ball club and noted that the plain- 
tiff was very familiar with baseball 
and the risks inherent in being a 
spectator at a game. Quoting from 
the Restatement of Torts, the court 
said: “The plaintiff was in a posi- 
tion of one who knows that another 
is doing a dangerous act 

and who nevertheless chooses to en- 
ter upon or remain within... the 
area of risk. Such a person is not 
entitled to recover for harm unin- 
tentionally caused to him. . . by 
the other’s conduct or by the con- 
dition of the premises, except where 
the other’s conduct constitutes a 
breach of duty ... and has created 
a situation in which it is reasonably 
necessary to undergo a risk in order 
to protect a right or avert a harm.” 

Thus the plaintiff was out trying 
for home. 
(Hunt v. Portland Baseball Club, 
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Oregon Supreme Court, April 25, 
1956. ) 


Agent's Commission 

It may be a far cry from a game 
of baseball to a battle over agents’ 
commissions, but the case of Gun- 
derson v. North American Life & 
Casualty Co., (Minnesota Supreme 
Court, August 3, 1956) is causing 
a great deal of comment. 

The plaintiffs were under con- 
tract to the defendant insurance 
company as agents on commission. 
One of the plaintiffs learned that 
a good prospect was in the market 
for a group policy of life, hospital 
and medical 
They contacted the prospect (Dur- 
kee-Atwood) and then were given 
permission by the manager of their 
company’s Department to 
handle the case. The manager told 
them, “It is . .. your case,” but 
that “some other broker may come 
in on it, because it is the privilege 
of the buyer to select the agent of 
record on the case.” 

The competition was keen and 
bids were submitted by ten com- 
panies. Durkee-Atwood indicated it 
would accept the defendant’s bid as 
it was lowest, but the question of 
the weekly indemnity rates on A. 
& H. coverage had to be lowered. 
This matter was ironed out and then 
Durkee-Atwood 
called the defendant’s president and 


expense insurance. 


Group 


the president of 


advised him that the business would 
go to the defendant if 
agent (Miller) was named _ the 
agent on the case. The plaintiffs 
were then advised by the defen- 


another 


dant’s president that they were out 
as agents on the case. The client’s 
choice was named as agent, submit- 
ted the application and collected the 
commission. 

The contract which the plaintiffs 
had with the defendant, provided 
that: “. while he (plaintiff) is 
recognized as Field Underwriter or 
Broker on the risk by the company, 
the company will pay the Field Un- 
derwriter or Broker on premiums 
paid on the above forms of Insur- 
ance written and accepted on or 
after June 1, 1947, commissions in 
with the 


” 


accordance following 
schedule... 

The plaintiffs felt that they were 
entitled to the 
brought suit 


commissions and 
They were successful 
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in the trial court and company ap- 
pealed. Because of the importance 
of the decision, and to be fair to 
both sides, we quote liberally from 
the opinion of the court: 

“On appeal the only 
presented is whether 
breached its agreement with plain- 
tiffs. In directing a verdict for 
plaintiffs, the trial court stated to 
the jury that: 

ty The evidence 


question 
defendant 


defi- 
nitely shows that there was an in- 
terference with the plaintiffs’ per 


formance, .. . the plaintiffs should 
be entitled to their commissions as 
though they were allowed to com- 
plete performance.’ 

“It is well settled that, when a 
principal closes a transaction with 
a customer procured by his agent, 
whether on the same or different 
terms than those submitted by the 
agent at the principal’s direction, 
the principal is liable to the agent 
for the agreed commission, Neu- 
meier v. Sperzel, ... Jaeger v. Glo- 


Continued on page 54 


TRAFFIC MERRY-GO-ROUND 


Speak out for better licensing 
of drivers, inspection of vehicles, 
uniformity of regulation, 
enforcement of traffic laws. 
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Verdict 


Continued from page 53 


ver; even though the agent’s right 
to deal with such customer was not 
Olson; ... 
Webb; and 
principal 
through 
avent. Neuwmeier v. 
“The test 


exclusive, Dahlgren v. 
see also Seyerstrom v. 
closed 


even though the 


the transaction another 
Sperzel 


determinative of the 


agent’s right to the commission is 
whether he actually found or pro- 
duced the customer and whether by 
reason thereof the sale thereto was 
consummated to the 
principal’s satisfaction. Newmeier 
v. Sperzel, supra. This principle 
has been expressed in Annotation, 
88 A. L. R. 720, as follows: 

“*  ., While the principal may 
in good faith revoke the broker’s 
agency, where no time is fixed for 
its continuance, and a purchaser 
procured, even 


ultimately 


has not yet been 


rn a a a a a a a a a a a as 
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though negotiations with a cus- 
tomer are pending, he is not en- 
titled to revoke the agency for the 
purpose of avoiding payment of 
commission, and if he attempts to 
do so, or if, without any express 
revocation, he interferes in the 
midst of pending negotiations be- 
tween a prospective purchaser and 
the broker by taking the matter 
into his own hands and completing 
a sale himself, or through another 
agent, ...such revocation or inter- 
vention will not defeat the broker’s 
right to commission.’ 


Agency Contracts 


“It appears applicable to insur- 
ance agency contracts and the right 
to compensation thereunder. 44C. J. 
S. Insurance, No. 162; Peebles v 
Prudential Ins. Co. (6 Cir.) 110 F. 
(2d) 76; Lanowah Investment Co. 
v. John Hancock Mutual Life Ins. 
Co., 236 Mo. App. 1062, 162 S. W. 
(2d) 307. 

“Here it is not disputed that 
plaintiffs had performed all the 
work essential to the sale of the 
group policy to Durkee-Atwood. 
They had produced this company 
as a prospective customer for such 
a policy and had worked continu- 
ously upon the sale thereof to it 
from early in February 1949 until 
August of that year. They were in- 
strumental in having defendant 
submit the lowest bid for carrying 
the policy; in procuring revisions 
thereof, which made it acceptable 
to Durkee-Atwood; and in bring- 
ing about its purchase by the latter. 


Defendant Obligated 


“It is true the application for the 
policy was presented to defendant 
by Don Miller, designated by Dur- 
kee-Atwood as agent in the trans- 
action, but it would seem that, after 
plaintiffs by their efforts had in- 
duced the sale of the policy, defen- 
dant could not in justice thereafter 
escape its contractual obligation to 
them therefor by entering into a 
collateral agreement with the pur- 
chase designating another as agent 
If at 
Durkee-Atwood defendant chose to 
itself to Miller for the 
commission on the sale, that was 


in the case. the request of 


obligate 
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its concern, but thereby it did not a situation such as that presented ter to obtain the signature of the 
create a means of method of escape here, where the company by its insured thereon. Clearly, under 
from its liability to plaintiffs. Lan- own actions and conduct has made uch circumstances, the company 
owah Investment Co. v. John Han- it impossible for the agents who would be stopped from asserting 
cock Mutual Life Ins. Co., 236 Mo. consummated the sale to the in- that the failure of the agent who 
App. 1062, 162 S. W. (2d) 307. sured to submit to the company the induced the sale to submit the ap- 
“Cases cited by appellant in sup- application in connection therewith. plication therein, as required by 
port of a contrary viewpoint appear “To hold to the contrary would the contract, absolved the company 
distinguishable. In some, defen- mean that a company could escape from its obligation to pay the com- 
dant insurance companies were all liability to an agent procuring mission required by the contract. 
found to have had no contract with the sale of its insurance by the sim- Reinkey v. Findley Elec, Co., 147 
plaintiffs suing for commissions. ple device of handing the applica- Minn. 161, 180 N. W. 236; Scheer- 
Hanley v. Marsh & McLennan, ... tion to another agent after the sale schmidt v. Smith, 74 Minn. 224, 229, 
Degnan v. General Acc. Fire & Life was made and instructing the lat- 717 N. W. 34, 35.” 
Assur. Corp., ... Clinchy v. Grand- 
view Dairy .... In others it was 
found that the agents bringing suit 
for commissions had not been the 
procuring cause of the sales on 
which the commissions were 
claimed. Fritschle v. New Amster- 


dam Cas. Co.,... Walther v. Oc- Accidents 
cidental Life Ins. Co. -” 
don’t keep office hours 
i ¢ A. 





Things every Insurance Buyer 
should know—No. 84 


Right to Cancel 


“In others the insured had exer- 
cised the right reserved in the 
policy to cancel the insurance and 
had thus eliminated the agent 
therein, an act which the court held 
the insurer was under no contrac- 
tual obligation to resist. Beidler & 
Bookmyer v. Universal Ins. Co., 
(2 Cir.) 1384 F. (2d) 828; Beidler 
& Bookmyer v. Universal Ins. Co., 
(2 Cir.) 140 F. (2d) 390; North- 
west Underwriters v. Hamilton, (8 
Cir.) 151 F. (2d) 389; Degnan v. 
General Acc. Fire and Life Assur. 
Corp. supra. In one it was found 
that the agents’ failure to com- 
plete performance of the contract 


: All accidents don’t take place between automobile accident, or other disaster 
was not due to any interference or 


the hours of nine and five, Monday to He can tell you the right things to do in 
fault on the part of the company. Friday. Trouble often comes atodd and an emergency, and aid you in doing them 
Erlin v. National Union Fire Ins. inconvenient hours When you need help, you need it right 
Co., 217 Cal. 374, 18 r. (2d) 660. That's one reason, we believe, why you away—you can't wait until it's time to 
“Defendant contends that under should always buy insurance through an open the office. So see the man who 
. independent agent or broker. He is at serves you around the clock —your in 

the express terms of insurance 
; | your service at any me of the day or dependent insurance agent. And be sure 
ayency contracts, such as here in- night, whenever you need him. He can to ask him about the Atlantic Companies, 
volved, no obligation to pay a com- give you on-the-spot, personal assistance and the protection they have provided 
mission arises unless the applica- when you are faced with a fire loss, an for poli« yholders for over 114 years 
tion for insurance is actually sub- 
mitted to the company by the agent | Business Established 1642 


claiming a commission on a sale; THE ATLANTIC COMPANIES 
that otherwise there would always I , 4h 
be a possibility that some other ATLANTIC MUTUAL INSURANCE COMPANY 


agent might later claim that he was CENTENNIAL INSURANCE COMPANY 


the procuring cause of the sale and P.O. Box 6, Wall Street Station +» New York 5 
Baltumorcs ¢ Boston * Charlotte ~ Chicago + 


compel a second payment of com- Heuston > Indianapolis © Los Angeles ° Milwsubse 


mission thereon. However sound Philadelphis * Pittsburgh © Portland + Richmond + ais * San Francine 
this rule may be for the protect ion Marine, Fire, Inland Transportation, Yacht, Property | loaters, Automobile and Casualty Insurance 











of the company, we do not feel that ——— —— 
it may be invoked as a defense in This advertisement appears in the Country's leading newspapers 
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Taxes: 


Self-Employment Has Its Tax Disadvantages 


By CHARLES L. KOPP 
Assistant Counsel, Pacific Mutual Life 


 HREE recent tax developments help for the individual who seeks 
emphasize even more strongly to make his way alone in the 
the need for some Congressional business world. Indeed, many pur- 


To new CLUs... 


OUR CONGRATULATIONS ! 


Special recognition is due every man upon 
whom the American College of Life Under- 
writers conferred the CLU designation at the 
67th annual NALU convention. The five new 
CLUs of whom we are particularly proud are: 


J. M. Beers Home Office 

R. E. Davis, Ga St. Louis 

E. W. Leon 

C. P. SpaAHN Chicago 

R, A. Speas .....Home Office 
This brings to a total of 59 the number of 
Chartered Life Underwriters among our field 
and Home Office associates. 





suits, particularly the professions, 
cannot be followed in the corporate 
form. 

For many years now the Internal 
Revenue Code has made it possible 
for employees to participate in 
“qualified” pension plans or profit 
sharing trusts. Their employer 
gets a current income tax deduc- 
tion for contributions to the plan, 
while the employee suffers no cur- 
rent taxable income. In this way 
Congress encourages private capital 
to supplement Social Security 
benefits for the ever increasing 
number of Americans who live to 
retirement age. 

The individual must have the 
status of “employee,” so the plan 
has never been available for self- 
employed persons or partners. One 
group of medical doctors converted 
their partnership to an “associa- 
tion,” and succeeded in establishing 
a pension trust to include them- 
selves. (U.S. vs. Kintner, 216 Fed. 
(2d) 418, 9 CA, 1954). The Com- 
missioner did not appeal, but says 
he will not consider the case ‘ 
precedent in the disposition of 


‘ 
asa 


other cases involving similar fact 
situations.” So in the Ninth Circuit 
any group which has followed the 
Kintner pattern is in for close 
scrutiny, and woe be unto such 
associations in other circuits! 


Taxable Income 


Other methods of deferring 
receipt of taxable income have met 
with singular lack of success. An 
exception was a life insurance 
general agent who spread his re- 
newal commissions uniformly over 
fifteen years after retirement. 
(Commissioner vs. Oates, 207 Fed. 
(2d) 711, 7 CA, 1953). The Com- 
missioner did not appeal. 

A recent Tax Court case (Casale, 
26TC—, No. 131, September 12, 
1956, CCH Dec. 21, 921) says that 
where a corporation enters into a 
typical deferred compensation 
agreement with an officer who owns 
98 per cent of the stock, and then 
funds its future obligation to him 
by purchasing life insurance on 
his life, the premium is dividend 
income to him. This was so even 
though the corporation was the 
sole owner of the insurance policy. 
Thus, even the magic status of 
“employee” did not protect Mr. 
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Casale from the advent of current 
taxable income. Time for appeal 
has not yet passed, but the chance 
for reversal in that case is slim 
because of the facts. 

A small additional fringe benefit 
was given to employees by Sections 
104, 105, and 106 of the 1954 
Revenue Code. These sections en- 
courage an employer to establish 
accident and health plans (with 
or without insurance) for their 
employees by giving the employer 
a current deduction for contribu- 
tions to the plan while allowing 
the employee tax free disability 
prescribed con- 


payments under 


ditions. 


Partners Not Eligible 


The Internal Revenue Service 
has now ruled that such plans are 
not available to the partners of a 
partnership because they are not 
within the magic circle of “em 
ployees.” (Revenue Ruling 56-326, 
1956-29 IRB 10). 

With the provisions of the basic 
law as they are, it’s hard for a 
taxpayer to criticize these latter 
two decisions, but their merit is 
not the point. All of these cases 
show a great effort being made by 
individuals engaged in_ self-em- 
ployment or as partners to avoid 
the heavy impact of current income 
taxation. Many 
better, examples could be chosen. 


other, perhaps 

The decisions do give a hint of 
the great number of people who 
should be clamoring for relief of 
kind. 
seem to have no single spokesman 


some Unfortunately, they 

For the past several Congresses 
there has been introduced some 
version of an “Individual Retire- 
From the names of 
of this type of 
legislation it has been called the 
“Jenkins-Keogh Bill.”” The pro- 
visions have varied from time to 


ment Act.” 


early sponsors 


time as expressions of opinion were 
obtained from 
Basically, the proposal would per- 
mit any self-employed person, and 


various sources. 


any employee _ not covered or 


eligible for coverage under a 
qualified pension plan, to exclude 
from gross income annually limited 
amounts paid by him into a bank- 
trusteed “restricted retirement 
fund” or toward the purchase of a 


“restricted retirement annuity con- 
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tract” issued by a life insurance 
retire- 
could 


company. Upon reaching 
ment age such individual 
commence receiving distributions 
from the fund or _ installments 
under the annuity, and would then 
report such amounts as taxable 
income 

Prior to the participant’s age 65, 
there could be no _ distributions 
from the fundeor annuity to him 
except if he 


totally 


or his beneficiaries, 
became permanently and 
disabled, or died 


The American Bar Association 





the entire organization, 


from its headquarters in Chicago 
has now appointed a special com- 
mittee to co-operate with other 
self-employed groups in the sup- 
port of this and similar legislation 
toward equal tax rights for the 
self-employed. When legislation of 
the Jenkins-Keogh type is reintro 
duced in Congress it merits the 
support of insurance men every 
where, not only in their own 
interest, but in the interest of their 
ultimate 


clients and toward the 


equity for which the tax laws 


should ever strive 


It doesn’t take brains to crack a black snake whip over 
the heads of a sales force: no brains, just brawn. 

American United Life’s sales plans are built on a 
partnership philosophy—on the cooperative idea that 
good men will sell a good volume of good business if 
they are backed up by good merchandise, good tools 
and good Home Office assistance. 

This sort of sales management has no use for a black 
snake whip. The pressure here at American United Life 
is only a pressure of ideas! This accounts for the tingle 


of excitement and feeling of success that runs through 
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NOW—WE ARE 
COMPLETELY MUTUALIZED 


Our Constant Aim: 
Greater Life Insurance Service 
To the Public 
Through a Strong and Rapidly 
Expanding Agency Operation. 
A fast growing, 
progressive company. 

A definite plan for advancement. 
A new and modern contract. 


Write: G. Frank Clement, 


Vice President in Charge of Agencies 


Shenandoah Life 


Insurance C Sompamuy 


Home Office « Roanoke, Virginia 


A MUTUAL LIFE INSURANCE COMPANY 


OWNTO BY AND OPERATED FOR ITS POLICT HOLDERS 


Auto D&D 


With Bureau filings of Auto- 
mobile Death and Disability Bene- 
fits coverage, the insurance in- 
dustry is making a strong move 
against compulsory Automobile. 

The head of a family can now 
protect himself against something 
he can understand 
accident. Mr. 
even under whatever Group pro- 
gram, is generally underinsured 


an automobile 
Income Producer, 


for protection of his most precious 
his weekly take-home pay. 
Now, in respect to one of his most 


asset, 


dramatic causes of loss of income 

Automobile 
something effectual about it. 

As the direct result of entering 
or alighting from, or while in or 
upon, or through being struck by, 
an automobile, your client is total- 
ly disabled. In respect to provid- 
ing a weekly income for his fam- 
ily, he is finished. The person who 


you can finally do 


created this problem is uninsured 
or otherwise financially irrespon- 
sible—no matter. 

When you add coverage that 
costs upwards of $25 for a family, 
you have something worth talking 
about. Start talking. Your compet- 
itors are already moving in on this 
most important and highly vulner- 


able segment of your business 
account. Tell 
your clients what you have to 


your Automobile 


otter, 

It is always timely to inform 
your clients of the value of your 
service. “He benefits most who 
erves best.” 

In today’s market, you have to 
sell and re-sell. Your clients have 
waited a long time for Auto D&D. 
They’re entitled to your prompt at- 
tention to their vital need. 


From Hartford 

Some companies are earmarking 
special reserve funds for the Fam- 
ily Automobile Policy until its 
broadening provisions can be 
court-tested ... Mercantile Block 
will be untangled by a new Indus- 
trial Property Form... There is 
an absolute need for simplification 
in the whole Block movement .. . 
Millions of dollars of production 
are being held up by complexity 
and confusion Homeowners 
plus Automobile is in the crisp 
autumn air... A new Storekeep- 
ers Liability package is being 
wrapped with a “baby” 3-D 
Office Contents Special Form is 
being promoted as the latest thing 
in the Block parade—it is designed 
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for firms which are predominantly miums. Only 4 of 89 carried personal 
of a service nature... Any hope Only 30 of the 89 persons for theft. 
of peace and quiet in the insurance whom he wrote Homeowners had Here is Mr. Harger’s profit 
business in 1957? No! Comprehensive Personal Liability. statement: 

Number of O fice Expense 


Type of Average Invoices ( $5.68 per 
Insurance Premiums Com. Rate Commissions per 3 yrs Invoice Item 


Cost Reduction Dwig. & Contents ‘$7,759.35 28% $2,172 62 140 


CPL & Theft $1,626 22 25% $ 231.55 
A major casualty company has 
announced a loss adjustment pro- 


Total Insurance Replaced $2,404.17 169 $ 969 92 $1,444 26 


; Homeowners $15,384 52 27 5% $4,230.74 209 $1,187.12 $3,043 62 
gram which permits certain of its 
. » P increase as a result of Homeowners $1,826 57 40 $ 227.20 $1,609 37 
agents to issue drafts for physical 

damage claims and third party 

property damage claims up to Moral: In the net profit is the proof of the pudding. 

$150. This could be a sign that 
some companies are beginning to 
recognize a potent method of pro- 
moting the independent producer 
and at the same time effect for 





themselves substantial savings in 
claim handling expenses. When 
one considers the current proce- 

dure for adjusting a minor loss, FOR YOu 
such as a cigarette burn, it be- 
comes obvious that there must be 


a less expensive way of conduct- ...more chances to 


ing the insurance business. 
It is difficult to comprehend the 

reluctance of all companies to al- sel] better 
low their qualified agents the 
privilege of claim payment when 
these very agents are exercising 
even greater responsibilities for Increased limits of life issue, both standard and sub- 
their companies in the form of ac- standard. Term insurance up to 300% mortality. 

cepting liability, interpreting 
rules, classifying risks, applying 
rates, extending credit, and acting 








For pilots and crew members of United States 


scheduled airlines and for many private pilots. . . all 


as trustee for premiums plans of life insurance available at no extra charge and 
as stee ) > 8. 


: with standard underwriting. 
Shouldn’t an agent who holds a we tien 


power of attorney from his com- $25,000 minimum size life contracts with low cost 

pany to write Bonds up to $100,000 for the big life case. Ordinary and 25 pay life. Guaran- 

and more be trusted to settle a teed cost. Regular Underwriting. 

$100 loss (if he wants to). Group special. Insurance protection for the business 
with 10 to 24 employees. Life, accident and sickness, 
hospital, surgical, special accident. 

Homeowners Simplified monthly income contract —commercial 

Everyone has an opinion; few disability coverage. 

have figures to substantiate their 

opinions. One who has is Ken 

Harger of Bowling Green, Ohio. In 

the first eleven months of the 


For top quality advice and specialized service 
on life, accident, health insurance and pen- 
Homeowners program in Ohio, Mr. vions—on an individual and group basis — 
Harger wrote 89 policies; 66 “A” call any of our more than 100 offices through- 
and 23 “B”. Two-thirds of his con- out the country. Connecticut General Life 
tracts are on the installment basis. Insurance Company, Hartford. 

This proportion is expected to be 
still larger with time because 
some insureds had sizable return ~ 

premiums on cancelled policies. onnecticut eneral 
He discovered that he had lost 
known premiums of $497.98 to 
Homeowners written by competi- 
tors, while his Homeowners re- 








placed $580.51 of competitors’ pre- 
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PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


USE REPLY CARD ON PAGE 65 


inches. Two types of binders fea- 

"@ ¢ ol. . ac style j 
For additional free information on one tare @ Si4-1Nee heen: Otpee (HN 
or more of these items, detach the reply 
card, Circle on it the number or num- style with 52 strings. 
bers corresponding to the figures listed the 
after each item in which you are inter- - 
ested. Fill in the blanks with your name 
and address and drop the card in the 
mail 

This reply card is not an order blank. 
1 merely tells the supplier that you are 
interested in receiving without obligation 
more information about his product or 
publication. 


26 strings and a 3%4-inch back 
Magazines 
device will accommodate in- 
clude Colliers, Esquire, House 
sJeautiful, Life, New Yorker, THE 
SPECTATOR, and Time. 


For Further Information Cirele 5 on Card 








“Seed for Success” 


A pamphlet entitled “Seed for 
by Bernard Haldane, 
outlines the basis for successful 





’ 


Plastic Binder Holds Magazines jin. 

The Bell career planning. Newest publica- 
plastic folder which holds maga- tion by the Career Development 
Council, the booklet 
what it terms “the five major mis- 
takes people make in developing 
their 


Practical Binder, a 


zines and papers, is sold by Ar- describes 
thur R. Page 
sizes the binder will hold range 
from 18 by 12 inches to 9 by 6 


sell and Company. 


careers.” Topics include 





New Booklet Advises on Auto Operation 


DO YOU KNOW YOUR/ HiGHway 


“You and Your 

booklet re 
issued by 
Bete 
Company, details in 


Car,” a 
cently 
Channing L. 


formation about cars 
and their operation, 
the rules of the road, 
maintenance check 
driving lim- 


DO you KNOw HOW TO PASS ? 


Suggestion 
at least one car-length per 
10 M.P.H. of Speed 


—d 


points, 
ALWAYS KEEP A 
SAFE DISTANCE 
FROM CAR AHEAD 


From Booklet on Cars 


its, how to park, how 
to change a tire, and 
facts 
driver should know. 

The 16-pave booklet uses a new style of visual presentation 


safety every 

key words 
and illustrations—to point up essential facts without the need to read text. 
The booklet may also be purchased either in single copies or at quantity 
prices. 


For Further Information Cirele 9 on Card 
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self-confidence, promotions, salary 
increases and planning ahead. 


For Further Information Cirele 6 on Card 


Electric Cord Adheres to Floor 


A newly developed electrical ex- 
tension duct extends across the 
floor in office, home or other place 
where an electrical outlet is 
needed in the middle of the room. 
Called Electriduct, the rubber unit 
carries a cord underneath and ad- 
heres to the floor. 

One end of the duct is plugged 
into a wall and the other end has 
a two-way receptacle. The duct is 
2%, inches wide at the base, ris- 
ing from a feather edge to a 
height of 7/16 inches. According 
to Ideas Inc., manufacturer, the 
rubber extension cord is stumble- 
proof and will permit office equip- 
ment on casters to roll easily over 
it. Unit comes in 4, 5, 6 and 10 
foot lengths. 


For Further Information Cirele 7 


Chilton “Wreck Estimator” 


A new illustrated service volume 


on Card 


for automobile claims men and ad- 
justers titled the “Wreck Estima- 
tor” will be released by the Chilton 
Company in January, 1957. 
Termed the most complete and 
comprehensive aid of its type, the 
book will contain time and prices 
on all auto body repair operations 
plus blown-up diagrams of the 
Models of every U. S. pas- 
manufactured in the 


parts. 
senger cal 
last five 


For Further Information Circle 8 on Card 


years will be included. 


Photostamps for Business 
Miniature photographs the size 


of postage stamps can now be 
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made complete with perforated 
edge and gummed back for use on 
business correspondence and call- 
ing cards, and in advertising of 
products, homes, 


landmarks. 


real estate, and 


Photostamps are glossy repro- 
ductions of a larger, clear photo- 
graph. They are available in the 
small size—*4 by 1 inch of 100 a 
sheet—or the large size—1 by 1% 
inches of 50 a sheet. Original 
photograph is not damaged and is 
returnable. 


for Further Information Circle 10 on Card 


Swedish High-Speed Calculators 


New high-speed calculators with 
redesigned exteriors and what the 


New Calculator 


company terms “significant me- 
chanical improvements” have been 
developed by Facit Inc., U 
affiliate of Sweden's 
Industrier. 
Designated the CA1-13 and CS1 


13, the two models have an attrac 


S. sales 


Atvidabergs 


tive exterior with a two-tone green 
finish. A 
vides greater comfort for the op- 


slanted keyboard pro- 


erator. Quieter operation is 
achieved by suspension of the in 
ternal assembly in rubber and in 


sulation of the hood. 


For Further Information Circle 11 on Card 


Voluntary Health Coverage 

“The Extent of 
Health Coverage in 
States,” an annual 
Health 


been 


Voluntary 
the United 
survey by the 
Insurance Council, has 
Figures are as of 
December 31, 1955. 

Prepared by the 
upon 


released. 


the 
reports of 


Council, 
survey is based 
health 


ducted by insurance companies, 
Blue Cross-Blue Shield and other 


insurance programs con 


health care plans. 


November 1956 


of the covered in 


of voluntary 


Some areas 


clude extent protec- 
tion against hospital, surgical and 


trends 


ls She a Jewel? 


medical 
of hospital, surgical and regular 


expense; growth 


coverage, and 
health 


medical expense 


benefits paid by voluntary 


insurance, 
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Placing Surplus-Excess Lines 


A new folder describes the sur 
that 


may be placed with London Lloyd's 


plus-excess lines insurance 


foreign insur 
the 
Underwrit 


and non-admitted 


ance companies by Southern 


Marine and Aviation 


addition to casualty, fire 
health, tne 


inland 


er In 


and accident and firm 


handles oil, marine and 


aviation insurance 
Topics outlined under the above 


classifications include excess 


automobile liability, amusement 


park liability, false arrest insur 


POSTURE 


ance, demolition insurance, hand CHAIRS 


disablement, business interruption 


insurance, and 


mortality THE STURGIS POSTURE 


Sturgis, M 


CHAIR COMPANY 


livestock 
libel 


For Further Information Circle 


and slander 


14 on Card 


Two New Desk Creations 





desk 
announced by 
The first 


<omes 


Two new creations have 


been Lindenware 
Company a piggy bank 
desk set 


brightly lithographed world globe 


complete with 




















bank with lock and ball point pen 


shown above is second unit. a 


world globe bank desk set, with a 


Desk Set 


lithographed globe bank and two 
desk 


sets are 


ball point tapered 


both 


pens. 
Frames of brass 
plate metal 


For Further laformation Cirele 14 on 


Table Helps Compute Taxes 


Graphic Calculator Company is 
Continued on page 62 








Products and Services 


Continued from page 6] 


offering its Wage-Master Tax 
Finding Boards as an accurate, 
time-saving method of computing 
taxes. One side on the slide guide 
lines up the proper tax deduction 
for any wage amount. Deductions 
are read directly from the tables 
without further figuring. 

Two boards are available. The 
Standard Wage-Master Tax Find- 
ing Board shows at a glance two 
deductions separately—the 1957 
withholding tax deductions for all 
exemption classifications and the 
new social security (FICA) de- 
ductions at the 1957 rate of 2% 


per cent on any wage amount. The 


Tax Computer 


One-Deduction Board shows a sin- 
gle deduction that combines the 
withholding tax and FICA deduc- 
tions. 


For Further Information Cirele 15 on Card 


Life Insurers Directory 


The Life Insurers Conference 
has released its annual Directory. 
Contents include listings of offi- 
cers and committee 
members, standing committees and 


executive 


duties, industry committees, ros- 
ter——-member companies, members 

listed by states, convention rec- 
ord, and new member companies. 


Por Further Information Circle 16 on Card 


Where Does the Day Go? 


“Of Time and Top Management” 
is the title of a booklet by Lydia 
Strong that tries to analyze what 
the executive does with the time 
during the working day and why. 
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A Convenient Travel Desk for Your Car 


A travel desk by Gen- 
eral Industrial Company 
enables the driver of an 
automobile to jot down 
notes, spread maps and 
check records or direc- 
tions swiftly and conve- 
niently. 

Styled on the order of 2% 
a clip board, the desk A 
measures 6!/4 by 10 inches | 
and swings out from be- 
neath the dashboard. A 
note pad is clamped to 
the top of the desk by a 
heavy spring clip. The 
unit may be installed with- 
out drilling. 


For Further Information Cirele 17 on Card 





from the American 
Management “The 
Management Review,” the booklet 


Reprinted 
Association’s 


reports the results of a recent sur- 
vey of top executives. Overtime 
and why, planning, work priori- 
ties, delegation of work, and ways 
of saving time are among topics 
discussed. 


For Further Information Circle 18 on Card 


1956 “Accident Facts” 


The 1956 edition of “Accident 
Facts,” statistical yearbook of the 
National Safety Council, features 
facts and figures on all types of 
accidents industrial, traffic, 
home, farm and school. It is sold 
for $1.00 a copy or less in quantity 
lots. 

Twenty pages of the book are 
devoted to occupational accidents 
and provide factual background 
necessary to give direction to an 
industrial safety program. A de- 
tailed list of accident rates by ma- 
jor industry groups and charts 
showing the accident trend of the 
last 30 years are also included. 


For Further Information Cirele 19 on Card 


Financial Responsibility Map 


A map of the 48 states in a 
leaflet by American Casualty Com- 
pany ‘points up the variations in 
financial responsibility laws 
across the country. The diagram 
insurance limits for 
auto bodily injury liability of 
$10/$20,000 in thirteen states af- 
fects neighboring 17 states. 


shows how 


For Further Information Cirele 20 on Card 


Cutter with Safety Feature 


Lansdale Products has  an- 
nounced a new Harvey paper cut- 
ter which performs three differ- 
ent cuts, perforation and scoring. 
A safety feature is the arrange- 
ment of the cutting 
wheels in such a position that ac- 


blades or 
cidental operation is impossible. 
The equipment also will produce 
inside straight and bevel cuts, in- 
side perforation and scoring for 
picture mats as used by photog- 
raphers and artists. 


For Further Information Cirele 21 on Carl 


Keeping Track of Phone Calls 


A phone call record book by 
tobert James Company provides 
a convenient method of itemizing 
phone calls for intended recipient 
who is away from his desk or of- 
fice. Here’s how the system works. 

When a client calls, the secre- 
tary, receptionist or telephone op- 
erator lists such details as the 
caller’s name, message, telephone 
number and time of call on a dup- 
licate form in the phone call book. 
Original form goes on to a hook in 
the boss’s office and duplicate re- 
mains in a bound book as a perma- 
nent record. 


For Further Information Circle 22 on Card 


CPCU Announcement, Reading List 


The American Institute for 
Property and Liability Underwrit- 
ers has released its Announcement 
and suggested reading list for the 
school year 1956-57. 
examination 


Topics such as 
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dates for 1956, early registration 
discount date, examination fees 
are shown along with a revised 
list of suggested texts. The latter 
includes books and supplementary 
readings in the areas of insurance 
principles and practices, general 
including government 
and economics, law, and account- 


education 


ing, finance and agency manage- 
ment. 


For Further Information Cirele 25 on Card 


Handbook Details CLU Courses 


Now available is a handbook 
outlining subject matter to be cov- 
ered by each examination of the 
new CLU curriculum followed by 
candidates this fall. The “Study 
Guide” may be purchased from 
local college and university book- 
stores or from the American Col- 
lege of Life Underwriters for 
$3.50. 


For Further loformation Circle 24 on Card 


Jiminy Cricket on Fire Safety 

Jiminy Cricket, a popular Walt 
Disney cartoon personality, has 
emerged as master of ceremonies 
and teacher in a new fire-safety 
film titled “I’m No Fool With 
Fire.” Here two of the film’s char- 
acters show the wrong and the 
right ways to handle matches, 
trash, and campfires. 


From Safety Film 


Released by Walt Disney Pro- 
ductions, the 16mm sound ¢Car- 
toon in Technicolor won highest 
honors in the 1956 contest con- 
ducted by the National Committee 
on Films for Safety. The film is 
aimed at helping youngsters to 
understand the dangers of fire. 


For Further Information Cirele 25 on Card 
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Pinless Convention Badge 


Something new under the sun 
for convention goers and others 
who use identification badges is a 
pinless transparent acetate badge 
holder offered by BAW Company. 

The “Nopin” 


sembles a standard acetate holder 


badge holder re- 


except for an additional strip of 
acetate at the back which extends 
below the bottom edge of the 
holder. The extra strip fits into 


breast pocket of user's coat or 








to sell profitable surety bonds 
with the “siMPLIFIER” — 
Peerless’ exclusive 

method of 

handling bonds 

that cuts all the 

red tape! And for 

a sure-fire way to 

sell more insurance 

to present accounts and 

new prospects, there's also 

the unique Peerless “onGanizer” 
for Fire, Casualty and Bonding 


protection. The Peerless selling aids 


are effective because they leave 
nothing to 
memory. Write for all the 
details today! 


nothing to chance... 


shirt where a rough edge grips 
the inside of the pocket and holds 
unit in position. 


For Further Information Cirele 26 on Card 


“Fringe Benefits—1955" 


Insurance, retirement, pensions, 
holidays, vacations, Social Secu- 
rity, sick leave and rest periods 
provided today’s employee are de 
tailed in “Fringe Benefits—1955” 
recently released by the U. 8S. 
Chamber of Commerce, at $1.00 a 

Continued on page 64 
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Spurauce® Company 
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Continued from poge 63 


copy and less in quantity orders. 

Presented for the fifth time, the 
study contains discussions on top- 
ics such as distribution of fringe 
payments, industry variations, 
pension and insurance costs, and 
total fringe costs. Also included 
are tables and charts on subjects 


uch as employee payroll deduc- 


tions for fringe benefits in 1955, 
pension payments by _ industry 
groups in 1955, and annual! fringe 
benefits and earnings per em- 
ployee in 1955. 


For Further Information Cirele 27 on Card 


Happiness Travel Brochure 

A brochure by Happiness Travel 
Service describes the firm’s for- 
eign and domestic tours, incentive 
merchandise awards 
programs. Trips to 
including Jamaica, Ber- 
Banff-Lake Louise, the 


plans, and 
fascinating 
places 
muda and 











THE DOOR 





no obligation. 


READING, 
American Casualty Company 


412 Washington Street 
Reading, Pennsylvania 


for Business and industry 
Nome 


Address 





THAT OPENS 44 





Business and Industry have been quick to recognize the merits 
of having GROUP TRAVEL INSURANCE as an important key 
coverage for employees. American Casualty’s Group Travel 
Policies are custom-tailored to meet the individual requirements 
of your prospects. Let us show you how our Group Travel 
Insurance can be the key that opens the door to greater profits 
for your agency. Mail the attached coupon today. There's 


American Casualty 


COMPANY 
PENNSYLVANIA 


Gentlemen: | would like complete information about your Group Travel Insurance 








GREATER 
PROFITS 








City 














literature explains, may be ar- 
ranged through Happiness as 
prizes to—for example—the lead- 
ing salesman in a given period. 

Assistance for an incentive plan 
may be obtained from a staff 
member of the Happiness incen- 
tive division. Here is help in plan- 
ning a campaign to promote safety 
and reduce accidents, increase 
production, and reduce absentee- 
ism among non-selling employees, 
or among selling employees to in- 
crease sales volume or introduce 
new products. 

Through John Plain and Com- 
pany, a subsidiary, Happiness can 
arrange for gift and hardware 
prizes in addition to travel awards. 


For Further Information Circle 28 on Card 


New Oklahoma Code 
Availability of the 
Code of Insurance for Oklahoma 
has been announced by Joe B. 
Hunt, Oklahoma State Insurance 
Commissioner. Result of a year’s 
work by a sub-committee of the 
state’s legislative council, the code 
will be presented to the 1957 ses- 
sion of the Oklahoma legislature. 
Included in the printed code are 
new provisions and their compari- 


proposed 


son with existing statutes. Printed 
copies are available at $5.10 each. 


For Further loformation Cirele 29 on Card 


Frame Holds Up to 52 Posters 

An inexpensive, attractive alu- 
minum frame to hold from 12 to 
52 posters has been designed by 
Posters Inc. All posters are in- 
serted at once. When a message 
has served its purpose at the end 
of a month, week or day, the top 
poster may be torn off just like a 
calendar page to reveal the mes- 
sage below. 


For Further Information Circle 30 on Card 


Selling “Tough Birds” 

The Camden Fire has issued a 
Sketch Book that “hatches out 
some ideas” to use in letters, post- 
cards, displays, and personal sell- 
ing. Suggestions are also included 
on convincing the “tough birds” 

the I- DON’T -SEE - HOW -I- 
CANary, the TOO-POORiole, and 
the ‘FRAID-Y-CATbird. 


For Further Information Circle 31 on Card 
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Executives Bookshelf 


Impact of Disability 


An important way to reduce the economic impact of long 
term total disability on the victim and his family by life 
insurance is the subject of a book recently released by the 
Huebner Foundation through Richard D. Irwin Inc 

“Total Disability Provisions in Life Insurance Contracts 
by Kenneth W. Herrick, traces the growth of disability in 
telling how unfettered inadequate 


surance, competition, 


rates, and the depression led to underwriting losses of ove 
a half billion dollars. Mr. Herrick outlines withdrawal by 
insurance companies from the field and the reawakening 
interest in total disability protection. 

Underwriting and claims 
careful analysis of legal and actuarial aspects of the 


ssed. A 
ubjec t 


techniques are discu 


is presented with explanation of rate determination. Practi 
cal information regarding current company practices in the 
total disability field is detailed throughout the volume 

269 


For Further Information Circle on Card 


Time Saver for A and S$ 

The 1956 edition of the Time Saver for accident and sick 
been announced by the Accident and 
Health Bulletins of The Nationa] Underwriter Company 
Compiled annually for agents, the 33d 
almost 1,000 pages of descriptions of contracts issued by 
nearly 100 companies. Many new contracts are explained 
and policy information ef about 70 per cent of companies 
represented has been changed or augmented since last yea 


ness insurance has 


edition contains 


For Further Information Cirele 270 on Card 


Study of U. S. Securities 

Market fluctuations in the Government 
during the period from April 1954 through March 1956 are 
explained in a new study “Securities of the United States 


securities market 


Government” by the First Boston Corporation 
Appearing in its 17th edition, the 130-page booklet con 


Continued on next page 
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Bookshelf (Continued) 


tains a general review of the period with emphasis upon the 
changes in the credit atmosphere. Also described is the ad- 
vantage of orthodox practices in management of public debt 
and bank credit by the Treasury and the Federal Reserve 
System, along with extensive statistics on all securities 
issued by the Government and governmental agencies, and 
on the federal budget and the Federa] Reserve operations. 


Fer Further Iafermation Cirele 271 on Card 


N. Y. Workmen's Compensation 

A new edition of the New York Workmen's Compensation 
Law pamphlet, incorporating important changes in the law 
in that state, is now available from the Association of Cas- 
ualty and Surety Companies. 

A digest and complete text of the law is included along 
with pertinent supplementary laws, including all amend- 
ments enacted by 1956 legislature. Annotations of cases 
decided since publication of the last edition are also listed. 

Copies may be obtained from Editor, Law Publications, 
Association of Casualty and Surety Companies, 60 John 
Street, New York 38, New York, at $1.50 each. 


Writing Comprehensive Glass 

A new book, “Comprehensive Glass Insurance” by Cecil 
M. Boycott, has been released by Rough Notes as a guide to 
underwriting glass insurance. 


The 160-page volume deals with risk selection, under- 
writing procedures and proper writing of the policy, 
endorsements, renewal certificates and compilation of pre- 
miums. Included in the latter section are reproductions ot 


the policy, endorsements and renewal certificate. 
Fer Further Information Cirele 272 on Card 


Casualty Actuarial Proceedings 


The Casualty Actuarial Society has announced publica- 


tion of the 42nd annual volume of ‘“Proceedings.’”’ Con- 
tained is information of interest to insurance firm execu 
tives, and actuaries and statisticians in state insurance 


departments and with rating bureaus. 
Subjects include ‘Compulsory Automobile Insurance Rate 
making in Massachusetts” and “Observations on State Tax- 


ation of Casualty and Fire Insurance Companies.” 
For 
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Only *195 buys a true photocopyer 
the new, all-electric DRI-STAT ‘200’ 


And look what you get for your money! 4. The ‘200’ is a general-purpose office machine. It 
takes less desk space than a typewriter, weighs 


The Dri-Stat ‘200’ is a true photocopyer. It makes 
approximately 20 pounds. Anyone can use it 


sharp black and white copies of anything — doesn't 


drop out pastel colors; doesn’t muddy details or The design is so simple that no special operator 


halftones is needed. Office people like to use it because 
it is clean and it saves time 

The most complicated material can be copied with 

The versatile Dri-Stat ‘200’ is the first true all 


electric photocopyer priced at less than $350 
$400. Ask us to demonstrate it before you accept 
any substitute system 


absolute accuracy in less than one minute at a 
cost of less than 9¢ 


A top quality machine despite the rock bottom 
price. Processing and developing units are ele 
trically operated. Copies are as clear as those Auto-Feed, Dri-Stat's exclusive auto- 
from photocopyers costing twice as much. Papers matic paper teed, is availablie as op- 
up to 9” wide and in any length can be copied tional equipment on the ‘200° 


vee eee ewmeenenwneewneenenwnrer er eee r rrr 


DRI-STAT Division 
e Peerless Photo Products, Inc. 
Shoreham, New York 


i'd like to see the Dri-Stat ‘200’ at work in my office. Will 


ADIVISION OF PEERLESS PHOTO PRODUCT NC. SHOREV 4M. NY you ask your distributor to make an appointment with me? 
Ji > ) JT Vu > 4 > 


office photocopy specialists and buiiders of photocopyers and supplies Send me more information on the low-cost Dri-Stat ‘200 
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Product Feature: 


Fast, Dry Printing Process 
Slashes Costs for Woodmen s 


CLEAN, fast dry process of 
A reproducing the printed word 
is making the job of turning out 
forms, policies and similar mate- 
rials practically painless for 
Woodmen Life and Accident Com- 
pany, Lincoln, Neb 


Streamlined Process 
Named xerography, the process 
requires no sensitized paper, in- 
termediate film negative or liquid 


A GOOD PRINTING JOB by xerography requires only equipment 
in first step of process, operator “loads copy 
This means positioning material so that 


and an operator 
frame of xerox camera 


chemicals. An electrostatic proc- 
ess, xerography permits the copy- 
ing with photographic accuracy 
of anything written, printed, typed 
or drawn. The original document 
may be enlarged, reduced or 
copied size to size. 

growth has 
brought with it a steadily increas- 
ing need for large-scale paper dup- 
licating work. Costs skyrocketed. 
Then two years ago the company 


The company’s 


installed xerox copying equipment 





to facilitate duplication of policies. 


Printing Costs Drop 


According to the 
Thompson, the 


company’s 
comptroller, G. E. 
costs of printing dropped from 
$579 « month by commercial meth- 
ods to $190 a month by xerog- 
raphy. Comparative economics 
on some other jobs are hard to ar- 
rive at, said the comptroller, be- 


cause the firm now does so many 


material on to a xerox plate. Third, the operator completes trans- 


fer of image from xerox plate to offset paper master and lifts out 


original document will be reproduced properly. Second, she slides 
loaded" copy frame into xerox processor as shown in illustration 
above. She turns on processor. Machine traces image of original 


68 


paper master. Lastly, she checks quality of offset master. In three 
steps operator has transformed original copy into a master sheet 


from which additional copies may be printed 
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things in its own reproduction de- 


partment that it never dreamed of 


doing before xerography. 

In addition to saving money, the 
new process has saved time. An 
offset paper master may be pre- 
pared from an original document 
and the offset duplicator readied 
for running-off multiple copies in 
three minutes. With the same per- 
sonnel, the company’s reproduc- 
tion department is turning out 30 
per cent more work with xero- 
graphic equipment. 

And the process saves much re 
typing and proofreading time. A 
girl formerly worked six hours a 
day turning out duplicate copies. 
With xerox she produces the same 
number of copies in three. 

Sales manuals are one of the 
important jobs done by xerog- 
raphy. Closely related items simi 
larly handled are memos to sales- 
men, form letters to agents for 
group proposals, and group cer 
tificates. 


Many Different Uses 


A novel use of xerography is the 


preparation of replacement insur- 
ance policy forms for persons who 
have lost their originals. Some of 
each form, many of them obsolete, 
had to be stored to meet the few 
requests for replacements. Now 
xerox can produce a new copy in 
a short time, freeing space for 
merly used for storage of extra 
forms. 

The monthly claims list is pre 
pared and run-off in slightly more 
time than was formerly needed to 
provide copy alone for the com- 
mercial printer. Also produced 
efficiently by xerox are the agent’s 
bulletins. Printed materials may 
be copied for use by the agents 
too, and architects’ drawings re 
produced, 
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«Aghia 
Me Os 


It’s time to start doing something about it... if you want 
to get somewhere as a successful career underwriter. So, 
if you're ambitious and qualify, The State Life cafi help 
you build profitably for the future, Excellent agency oppor- 
tunities now available. Liberal contracts, thorough train- 
ing, and a complete line of modern, low-cost policies add 
up to a helpful program that will enable you to get ahead 
Write for details, 


Dint H. Lucus— Director of Agencies 
hats 
STATE LIFE 
Tiv ith its balors Company 
Indianapolis 


A MUTUAL COMPANY FOUNDED 1894 


0 os DOING BUSINESS 


as expressed 
through American 
craftsmanship 


Single Action 
Army Revolver 


Cour Fire Arms are legendary as the supreme expression of the 
gunsmith’s art . . . handsome and precision-crafted for dependable accuracy. 
“Dependability” is a quality of great value in our industry, too. 

It has gained for us a reputation that is perhaps best expressed by the 
enduring relationship between the Company and several 
generations of Agents, many from the same families, For over 120 years 
we have been meeting the needs of the public 
through local, independent Agents. 


MUTUAL FIRE INSURANCE Co. 
Pittsfield, Massachusetts _ 


ee : ' : Pee oe § See Fed LF 
SERVING THROUGH LOCAL AGENTS SINCE 1635 — 





CHANGES IN 


Single Limit 

A policy recently 
Centennial Insurance 
types of automobile 
insurance for the 


launched by 
covers all 


eye ere ee 


family car in a vf a5 ; 
single policy, and : (400s 
features an undi 

vided single limit 

for both bodily in 

jury and property 

damage liability. 

According to the company, this is 
the first automobile policy whose 
base limit of liability is adequate to 
meet the requirements of the finan- 
cial responsibility laws in all states. 
Included automatically in the policy 
is a broad automobile medical pay- 
ments coverage with a base limit of 
$1,000 per person. 

Basically, the Centennial “TOP” 
(Thorough Overall Protection) per- 
mits a purchaser to pay cash for his 
automobile liability coverage, buy- 
ing it in one amount starting with 
a minimum $25,000 limit of lia- 
bility with higher limits of $40,000, 
$50,000, $100,000 and upward to 
$1,000,000 available. 


for Further lafermation Circle 258 on Card 


Revised CPA Contract 


A revised Accountants Profes 
sional Liability policy has been 
announced by American Surety. 
Several new coverages have bee) 
added without additional cost an’ 
a number of previous provision 
have been broadened. 


70 


against civil libel, 
slander or defamation of char- 
acter, and coverage for employees 


Protection 


named in claims or suits charging 
neglect, error, or omission while 
acting within the scope of employ 
ment are new provisions. 

Revisions include: payment of 
defense costs and expenses in ad- 
dition to applicable limit of lia 
bility, removal of the two-year 
limitation on the permissible ex- 
tension of the claim notification 
period, and elimination of the res- 
toration premium. 


For Further Information Cirele 259 on Card 


CPL in Booklet Form 


A comprehensive personal lia- 
bility policy in booklet form has 
been introduced by Kemper Group. 
Already adopted by Lumbermens 
Mutual Casualty and American 
Motorists, the booklet eliminates 
the complicated folding of a bulky 
form, said Kemper. An index of 
provisions and more attractive 
typography increase readability. 


For Further Information Cirele 240 on Card 


Motel Owner's Package 


Anchor Casualty has announced 
a package policy for the motel 
owner. Coverages include fire. 
burglary, medical payments, neon 
signs, fidelity and liability lines 
including premises and 
tions, personal and innkeeper’s. 


opera 


Special coverages such as busi 
ness interruption and plate glass 


may be added as needed. The com- 
pany offers lower three or five 
year rate plans and payments on 
a monthly installment basis. 


For Further Information Circle 241 on Card 


Auto Policy for Family Only 


An automobile insurance policy 
for families owning private passen- 
ger cars has been issued by Em- 
ployers Mutual. The contract is noi 
available to corporations or part- 
nerships, nor for insuring individ- 
ually owned commercial vehicles. 
provisions. in- 
clude automatic coverage for all 
passenger cars owned by named in- 
sured during policy term. The con- 
tract also: provides coverage for 
fire and lightning losses to personal 
effects in the car up to $100; covers 
damage to tires due to vandalism; 
insured and spouse for 
non-owned private passenger autos 
furnished for their regular use, and 
broadens medical payments present- 
ly granted to named insured, his 
wife and relatives of either to pro- 
vide coverage for other persons. 


3,roadened 


protects 


For Further Information Cirele 242 on Card 


6-Month Auto Coverage 

The new C. I. plan of Connecti- 
cut Indemnity of the Security- 
Connecticut Companies features 
the revised standard Bureau 
family auto coverage with a 20 
per cent rate reduction for quali- 
fied risks. Coverage is written for 
a six months term and continued 
by use of a renewal notice and 
invoice which are prepared for 
agents by the company 45 days 
before expiration. 


For Further Information Cirele 245 on Card 


Coverage for Basketball Players 


Basketball coverage for high 
school, amateur and semi-profes- 
sional teams during 1956-57 has 
been announced by the special risks 
division of Continental Casualty. 
Two plans are included in the new 
one contract all players program 
the 500 and 250. 

The plans pay up to $500 and 
$250 respectively in unallocated 
medical expense benefits for each 
accident. In addition, the plans pro- 
vide for premium reductions up to 
25 per cent if the team wishes to 
bear the first $10 of medical ex- 
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pense. Programs run for the play- 
ing season, about five months, and 
pay costs incurred within 26 weeks 
of date of accident. 


For Further Information Circle 244 on Card 


Protection for CPA 


A professional liability policy 
has been developed by Fireman's 
Fund Group specifically for Certi- 
fied Public Accountants. Covered 
are hazards in CPA services in- 
cluding tax matters, negligent 
acts, errors or omissions, uninten 
tional breach of contract. 

Issued only to firms in which at 
least one partner is a CPA, the 
liability policy provides coverage 
in amounts from $20,000 to $250, 
000 a claim, subject to an annual 
aggregate of two times the per 
claim limit. Cost of the contract 
is based upon the limit of liability 
selected and the number of per- 
sons on the staff. 


For Further Information Cirele 245 on Card 


Family Term Rider 

A new Family Term Rider, an 
nounced by Manhattan Life, pro- 
vides one premium 
for wife and chil- 
dren with “new ar- 
rivals” automati- 
cally insured 15 
days after date of 
birth. Step chil- 
dren and legally- 
adopted youngsters are included in 
the original contract. 

Regardless of family size the pre- 
mium will not increase. Other fea- 
tures include a paid-up provision, 
should the insured under the basic 
policy die while the rider is in ef- 
fect, and a waiver of premium bene- 
fit provision if the basic policy in- 
cludes the waiver of premium bene- 
fit. Also, the Family Term Rider 
permits conversion of the term in- 
surance on the wife and children to 
a permanent form of life insurance. 


Fer Further Information Circle 246 on Card 


Term to Age 70 and Other Plans 


A comprehensive portfolio of 
term coverages including five addi- 
tional new plans has been intro- 
duced by New York Life to permit 
gréater flexibility in insurance pro- 
gramming. 

Of the five plans, three have each 
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a $10,000 minimum amount. One is 
the Modified Ten-Year Term-Whole 
Life under which premium during 
the first three years is at a lower 
rate than that for the remainder of 
the ten-year period. The other two 

Whole Life With Family Protec- 
tion Benefit, and Whole Life With 
Seven Year Double Protection—are 
essentially term coverage combined 
with whole life. 

The remaining plans in the group 
are the Income Security policy, de- 
veloped to assist in Social Security 
programming, and plans providing 


*’ They almost sell themselves’ 


term coverage to age 70. Of particu 
lar interest in the income security 
policy is the fact of its availability 
for term periods of from 10 to 50 
years subject to a maximum tet 
mination age of 70. 


For Further Information Cirele 247 on Card 


Early Death Returns Premiums 

Franklin Life’s 
vides for all premiums paid by in 
sured to be returned in addition to 
face amount of policy if death oc 


Super 65 pro 


curs before age 65. 


Continued on page 72 


’ 


says Broker Jack Fisher (right), shown with Bill Cohen, 
Manager of Prudential’s Bunker Hill Agency, Boston. 


“I'm talking about Prudential’s Non 
Cancellable, Guaranteed Renewable (to 
age 65 for men, age 60 for women) In 


My chents 


both individual buyers and business 


come Protection Policies 
concerns —have always liked the many 
excellent features of these policies and 
now they're more attractive than ever 
before. Policies like these have made my 
association with Prudential a profit 


able one 


“Equally important is the outstanding 


cooperation [ get from The Pradential 
Through Prudential’s Brokerage Service 
I can alway 
help I need. Just recently, mm fact, Bill 
Cohen and Max Checkoway, the A 


sistant Manager, gave me a hand in 


depend on getting all tl 


planning and closing five sale 


“And no matter how much or how often 


they help, | till get the full commission,” 


) er ‘Ik POW 


YOU ARE THER 


TO: BROKERAGE SERVICE + THE PRUDENTIAL, NEWARK 1, N. 


I want to kno more about Prudential 


make LIFE sales easier lor me 


BROKERAGE SERVICE and how it will 


10 Hos, 


THE PRUDENTIAL 


AMERICA 


Inst NX on \ oF 


Prote ‘Ga 








WRITE THIS BEST SELLER ..-- 


AMILY AUTOMOBILE POLICY 


IN HANDY BOOKLET FORM 


nl 


Anothen KEMPER fist 


EAGY for policyholders to read 
EASY «.. you fo sell 


PLUS Dividend Savings Feature 








Prmerer 
7 began on wore 
To deerennee where OO ne ome ot ey OP 
oy eaten eA ed 
a terns 


ut 


i 


Once again Kemper Insurance presents agents with an outstanding 
selling tool for use in the competitive automobile market the 
new Family Automobile Policy in handy BOOKLET Form 
featuring these advantages: 

Booklet is indexed—Thus aiding policyholders to get details 

of coverage. 

Booklet is illustrated—Clarifying protection offered, adding 

to attractiveness of policy. 

Booklet is available in Kemper-Matic Six Month policy 

another Kemper first, offering these aids-to-agent 

1, Company prepares renewal papers but YOU contact clients. 
. it’s AUTOMATIC profit! 


2. No collection worries . . 


ano . . . Kemper dividend-paying policies mean savings to policy- 





holders. If you would like to represent this progressive organ- 
ization, write N. C. Flanagin, executive V.P., in the Home office. 


Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 


American Manufacturers Mutual Insurance Company 
(This policy is net avaliable in M husetts or Canade) 


DIVISIONS OF 


KEMPER INSURANCE 


CHICAGO 4 





Contracts and Policies 


Continued from page 71 


Attractive conversion privileges 
are available up to age 60 with no 
physical examination required, said 
the company. At any time prior to 
age 60, the policy may be ex- 
changed, without evidence of in- 
surability, for a policy on any plan 
of life or endowment insurance 
then issued by the company—as of 
date of exchange or as of date of 
Super 65. 

Issued at ages 15 to 55, the policy 
has a minimum amount of $5,000. 
Waiver of premium and double in- 
demnity benefits may be added at 
small additional cost. Insured quali- 
fying for the disability benefit will 
have his insurance automatically 
continued beyond age 65 in the 
event of total disability. 


For Further Information Cirele 248 on Card 


Oops—Our Mistake! 


California Life, Oakland, Calif., 
is the creator of the new “plain 
language” accident and _ sickness 
policy incorrectly attributed to Oc- 
cidental Life of California on page 
48 of the September 1956 issue of 
THE SPECTATOR. The California 
Life contract aims to present cover- 
ages, exclusions and limitations in 
terms the policyholder can under- 
stand. 


Plan with “Jumping” Feature 


Monumental Life has issued a 


Junior Executive policy with a 


jumping juvenile feature that pro- 
vides for $1,000 from birth to age 
18, $3,000 from age 18 to 21 and 
$5,000 thereafter. Included is a 
premium-return benefit in event of 
death before age 21. 

The Junior Executive is paid up 
for life at age 65, or at age 25 it 
may be converted for an additional 
premium to a $5,000 endowment 
maturing at age 65. 


For Further Information Cirele 249 on Card 


“Five Star Special” Plan 

The Five Star Special, recently 
announced by Confederation Life, 
features a new preferred rate. A 
participating whole life plan with 
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premiums payable to age 90, the 
contract is issued from ages 15 to 
65 with a minimum of $25,000. 
Usual supplementary benefits and 
term rider benefits may also be in- 
cluded subject to normal regula- 
tions. 


For Fur.her Information Circle 250 on Card 


Two A & S Contracts Bow 
Major Medical Expense and Busi- 
ness Woman's Income policies have 
been issued by 
Union Mutual Life 
as part of a pro- 
gram to. broaden 
the company’s sick- 
ness and accident 
coverazes. 
Major Medica! 
Expense pays 80 per cent of covered 
expenses up to $7,500 within a two 
year period, after a deductible 
amount of $500 which may be ac 
crued in any 90-day period. Covered 
expenses include: treatment by a 
physician, medicines, hospital room 
and board and private duty nurs- 
ing. 
3usiness Woman’s Income pro- 
tects against total disability due to 
accident or sickness. Non-cance! 
lable and guaranteed renewable ti 
age 65, the contract provides bene- 
fits payable up to 12 months for 
total disability due to sickness. In 
case of total disability due to acci- 
dent, benefits are payable for 12, 24, 
60 months or lifetime, depending on 
coverage selected. 


For Further Information Cirele 


Atlantic Life A & § Plan 


Atlantic Life has introduced a 
new sickness and accident plan, 
titled Business Overhead Expense 
policy. Designed to be marketable 
among professional men and smal! 
business concerns, the contract 
guarantees funds to meet business 
overhead expenses. The form is 
written for a 12 month period and 
offers benefits beginning on the 
16th or 31st day of total disability. 


For Further Information Cirele 252 on Card 


Contracts and Policies Notes 


Great Southern Life has _in- 
creased non-medical limits 
through age 40 and discontinued 
non-medical underwriting above 
that age. 

Manhattan Life is now consid- 
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ering applications on a non-medi- 
cal basis to age 35 inclusive in 
amounts to $15,000. Former limit 
was $10,000. 

Manufacturers Life wil! increase 
dividends to policyowners effe 
tive January 1, 1957. New level is 
more than double amount paid in 
1951. 

Massachusetts Bonding and In- 
surance has waived the employer's 
application on blanket fidelity 
bonds, and, employee applications 
on all but a few classifications. 

Massachusetts Mutual Life now 
permits the maturity date of en 
dowment policies to be deferred 
for a maximum of five years on a 
fully paid participating basis. 

Mutual of New York is chang- 
ing all commercial hospital ex 
pense policies now in force 
guaranteed continuable to 
basis from renewable at 
tion of the company 

Mutual Trust Life has issued a 
$25,000 minimum Estate Builder 
policy and 15, 20, 25 and 30 year 
Decreasing Term contracts. The 
firm now writes the Mortgage Pro- 
tection and Term to 65 policies 
substandard 

Nationwide Life has extended 
its waiver of premium benefits to 
cover applicants with certain phy- 
although the 
life portion of the policy remains 
rated. 

Northwestern National Life has 
lective 


sical impairments, 


reduced premiums on 
Life, which is now sold with a 
$10,000 minimum. 

Phoenix Mutual Life has an 
nounced an average reduction of 
5 per cent on immediate single 
premium non-refund annuity rates 
and 15 per cent on installment re 
fund rates. 

Security Mutual wil! enter the 
individual and group mijor medi 
cal and the guaranteed renewable 
accident and health fields early in 
1957. The firm will extend group 
operations to cover the 10-24 
group life and accident and health 
field 

State Mutual Life has announced 
optional monthly premium pay 
ments on its non-can sickness and 
accident portfolio. Minimum 
monthly payment for a single pol 
icy is $7.50; for a combination dis 


ability and hospital contract, $10 


“ 
Seunity i Aw 
with Pacific, Malia 
says Virginia Howes, 
wife of John W 


Howes (W. W. Stew 
art Agency, Los An 


geles ) 


“As the mother of four, 
our ‘Pacific Mutual 
Agents’ Retirement and 
Insurance Plan’ unloads 
a heap of worry from my 
mind. As for John, he 
likes the incentive in the 
Plan—says there's a real 
lift in seeing our secur- 
ity backlog grow as he 
climbs the Big Tree. And 
of course that’s OK with 
me too!” 


Virginia Howes a‘ 
companied her hus 
band to the 1955 Pa 
cific Mutual Big Tree 
Top Star Conference 
and National Con 
vention 


+ THe 
° . 


Pacif ic 
bu keh att’ | 


LIFE INSURANCE COMPANY 


PACIFIC MUTUAL BUILDING 
LOS ANGELES 14, CALIF 


. 
LIFE « ACCIDENT & SICKNE 


RETIREMENT PLANS 
GROUP INSURANCE 








434.60 to 
565.00 for 
410,000 with Waiver! 


— that's the Annual Premium 
range for 


SECURITY- CONNECTICUT 
DECREASING TERM 


taken at ages 25 and 35 respec- 
tively. All 5 plans (10, 15, 20,25 & 
30 year) fall within this range at 
such issue-ages. 


Each plan may be written as early 
as age 15, to carry as late as age 
70, with full right to non-medical 
conversion of any remainder prior 
to age 60. This includes conversion 
of the Disability Premium Waiver, 
which is on a 4 month retroactive 
is. 


No other life coverage is more 
flexible and economical for mort- 
gage purposes, or for any family 
or business obligation of a steadily 
diminishing nature. 


Perhaps you should inquire about 
this — and some of our other 
“specials” — right now? 


Ec i 


R . ©. 
ONWN c cu 
| F F ns an 
o a 
New Haven, Conn 
PETER J. BERRY 
President 
G. ALBERT LAWTON, C.L.U 
Executive Vice-President 
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mwvestments... 


By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


Your Future Security 


E hear so much about infla- 
eve these days it might be 
well to look a little bit into the 
future. The dollar has certainly 
lost purchasing power over the 
years and could easily continue to 
do so if the present tendencies 
for Government to support all 
continue. This is a fair 
assumption, regardless of politics, 


causes 


as we have many built in claims 
on the future. 

One of the causes of dollar de- 
preciation, which incidentally is 
only one form of inflation, is the 
more or less persistent demand by 
labor unions for higher wages and 
fringe benefits. When the pack- 
age of wages and benefits is added 
up it frequently amounts to a con- 
siderable sum. These increases in 
turn increase the cost of produc- 
tion, with the result that the 
manufacturer must either in- 
crease prices on his product or 
absorb the additional cost. 

An alert management installs 
more efficient methods and ma- 
chines and thereby reduces the ef- 
fect on the profit margin, but even 
so the margin, due to competition, 
is seldom sufficiently wide to ab- 
sorb all the increased cost. The 
result is a boost in the cost of 


things we buy. Of course, indus- 


try could increase prices and then 
be subject to labor demands, with 
the same problem arising. But for 
some years now the labor demands 
have come first. 

This 


costs is a perfectly normal situa- 


passing on of increased 
tion in a free economy, as every- 
one wants to get as much income 
as possible through wages or sala- 
ries, or increased prices, but the 
constant leap frog procedure 
which has been in vogue of a wage 
settlement followed by a price in- 
crease, and then another wage set- 
tlement and a price increase is 
bound to produce a situation 
where needed 
each vear to buy the same product. 


more dollars are 


Money Supply 


In the past such procedure ran 
up against the stone wall of an 
exhaustion in the supply of money 
and credit. The stability of the 
dollar was maintained, 
period of years, at the expense 
of sharply 
trends. 


over a 


cyclical business 

Today, the nation is committed 
to a policy of full employment and 
steady business expansion. Money 
and credit supply are influenced 
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by the Federal Reserve Board future and then to assume that most like pension plans, annuities 
through making more funds avail- more and more money can be and Social Security They just 
able in periods of recession and spent by the Government, more don’t compensate for the extra 
restricting them, as at present, in and more demands made by labor, dollars that may be needed in the 
a period of boom. more and more price advance future. Nor, can we assume the 

This method may prevent the posted by industry and still keep purchase of common stocks will 
violent cyclical swings of the past, the dollar on an even keel. The supply the complete answer to the 
but will not prevent a gradual! dollar just can’t stand the punish type of inflation we are discuss 
erosion of the purchasing powe) ment. ing—the erosion in the purchas 
of the dollar, because there is no Even the investor is influenced ing power of the dollar. 
relationship between the amount by this trend, not only in this One basic fact that should not 
of money that will be forced into country but all over the world be forgotten is that a common 
the economy to retard a recession the trend towards cheaper money tock will only offset the erosions 
and the amount that will be with- Fixed income obligations are al Continued on page 76 
drawn in times of boom. We al- 





ways want more in troubled times 





than we are willing to give up 
when trouble passes—hence more 


waren" POLICYHOLDER APPROVAL 


Standard of Living 


With this background we must 
not forget the difference between 
the present and the past. For to 
day we are not merely aiming at 
au steady expansion in the stand 
ard of living, we are planning to 
secure the future. We are con 
stantly talking about pension 
plans, Social Security, old age as Employee and employer _. . these in the profes- 
smtance and what net, with the sions... in business... the entertainment field . . . 
thought that everyone will have ; : 
« comfortable old age. all recognize and endorse the insurance programs and 

This is a commendable aspira services of The Union Labor Life Insurance Company. 
tion, but if the dollars we lay 
aside for the future are going to We take justifiable pride in the faet that many 
buy progressively less food to eat, 


prominent Americans, in all fields of endeavor, are 


the old age may not turn out to , 

, pm : numbered among our insureds. 

be so comfortable. The interest 

in future security is so wide Perea 
This approval of our Company and the approval 

spread that even the young, when ? 


they apply for jobs fresh out of of all our policyholders is demonstrated by the trust 


school, frequently want to know and confidence they have placed in our insurance 
what pension plan the company 
offers. 


It is hard to see how we can 


counsel, and their ready endorsement of our facilities 
to those contemplating the one certain way of gaining 
have everything and give up noth- a fair share of financial security. 
ing. If we are selfish about the 
present and want all we can get, 


then the dollar isn’t going to be ] he 


able to buy as much next year 


as it does this year. There is no UNION LABOR 


doubt that pension plans will pay 


out the dollars called for, as will Life Insurance Company 


Social Security, but whether those 


dollars will be sufficient to make 200 East 70th Street New York 21, mv. 
it possible for the old folks to be 


relieved of financial worry, is an- EDMUND P. TOBIN. President 


other story. It seems utterly ridic- 

















ulous to build great plans for the 
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Investments 
Continued from page 75 


of inflation if the company is able 
to continue to increase its earning 
power and thereby increase divi- 
dends at least as fast as infla- 
tion proyresses Just to buy 
stocks, will not solve the problem 
of protection against inflation. A 
company should have some basic 


qualities as well as the necessary 
good Management. 


Good Management 

Here are a few of those quali 
ties. A company should be well 
integrated, with its own source 
of raw material, and control ove) 
production all the way to the 
finished product. One example, al 
though it affects only part of the 
activities of the company, is the 
petro-chemical division of Mon- 
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santo Chemical. Its Lion Oil unit 
owns large oil and gas fields, and 
these supply the ingredients 
necessary in the production of 
Many other 
petro-chemical producers must 


petro-chemicals. 


buy the natural gas supply. 

A company should be modern 
in its use of automatic processes, 
so that labor costs will be rela- 
tively low. Industry examples are 
oils, chemicals and drugs. 

A company should produce a 
product or products that will be 
in constant demand in a growing 
economy and a rising price level. 
At present a number of new heat 
resistant metals, and iron ore, are 
good examples. 

Such 
will help 


advantages as these 


sustain and increase 
earnings, the only criterion to use 
in selecting stocks for inflation 
protection. 

These are only abstract 
thoughts, as each inflation carries 
its own peculiarities. As an ex- 
ample of such peculiarities, in 
France after the First World War 
the most profitable holdings in 
that inflation turned out to be 
public utility common stocks, the 
last type of investment that would 
normally be thought of as an in- 
flation hedge. It so happened that 
the Government found the utili- 
ties the easiest source to tax, and 
in order to keep that taxing power, 
granted rapidly increasing rates 
to the utilities. 
faster than the inflation 


Earnings moved 
ahead 
and stockholders benefited from 
higher dividends 


Investment Inflation 


This discussion of the possible 
offset 


realm of investments is not to be 


against inflation in the 
taken as a recommendation to buy 
certain groups of securities at the 
present time, it is merely to point 
out how the erosion in the pur- 
chasing power of the dollar can 
affect securities and how impor 
tant it is to select the type of se 
curity that will benefit under such 
conditions and not just assume, 
as is the common custom, that any 
stock is a good inflation hedge. 
The real reason for consider- 
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ing such thoughts as these is that 
our desires for the present and 
the future are working at cross 
purposes. Future dollars need to 
be fairly stable dollars if the 
hoped for benefits are to be 
achieved. Present dollars, under 
the pressure of higher wages and 
higher prices, are going to under 
mine that future stability. There 
are those who answer this state 
ment by calling for ever higher 
Social Security and pension pay 
ments, but what is that if not 
unconcealed inflation 


Excesses Cause Trouble 


excesses, as we have pointed 
out in other articles, are usually 
the cause of trouble, and excesses 
in wage increases and price in- 
creases will sooner or later bring 
trouble in the inflationary sphere 
If we want future security we 
must control those excesses and 
we must sacrifice or become less 
selfish in our insistence on present 
benefits. Maybe this is too much 
to hope from mere humans, but 
if we don’t control ourselves we 
should not be disappointed when 
all the candy 
promised does not arrive on 


Santa Claus has 


schedule 

A look into the future certainly 
discloses a fairly steady, although 
far from disastrous, trend towards 
a lowering of the purchasing 
power of the dollar. For the pres 
ent it is actually stimulating the 
economy and it may continue to 
do so for awhile, but it can’t go 
on steadily without causing fu 
The action of the 


Federal Reserve in forcing up the 


ture hardships 


price of money is just one effort 
to control the too rapid deteriora 
tion in buying power of money 
If this action slows down excesses 
it will have accomplished a con 
siderable amount of good Sut 
further action may be necessary 


to really prevent too wide a boom 


If, in the process, a less exuberant 
period arrives, no one should be 
too critical. The overall effect will 
be much more beneficial to the 
great majority than letting the 
boom have its head and eventually 
running into excesses that pro 


duce a severe contraction 
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With or without an inflationary 


threat to the value of the dollar, 


the securities of first line Ameri 
can companies are still sound in 
vestments. They will fluctuate in 
value, due to the ups and downs 
of the business cycle, but they 
will certainly reflect the outlook 
for the economy. If inflation be 
comes more obvious than it is to 
day, the better situated stocks will 
compensate in part by supplying 
If we, as 


more dollars i people 


keep our heads and do not insist 
on the Government creating more 
money every time there is a slow 
down in some small section of the 
country and do not insist on more 
pay than the work we give in re 
turn, then we will really have se 
curity in future years 

As there will be a continuing 
mild inflationary pressure, even 
under the best of conditions, in- 
vestors should not overlook the 


fact in making portfolio plans 
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Service “extras” guaranteed to you by Phoenix of London Group are 


“worth their weight in gold”. Both you and your clients will be happier 


with the cooperation you receive from Phoenix of London Group com 


panies. It makes your business easier and more profitable. 


‘Phoenix of London Group 


55 FIFTH AVENUE * NEW YORK 3, NEW YORK 


PHOENIX ASSURANCE CO. OF NEW YORK 


COLUMBIA INSURANCE 


UNITED FIREMEN S 


COMPANY OF NEW YORK 


INSURANCE CO 


LONDON GUARANTEE & ACCIDENT CO, Ittd 
THE UNION MARINE & GENERAL INSURANCE CO. itd 








sales briels 
A LINE A DAY... 


By Mel 


November |] 
South. 


opened 


The 
Hunters 
both 


hunting 
has are 
prospects for 


or CDP) 


General Agents... 


Ducks are flying Use 
S@ason 


good 


and accident insurance 


Blackburn, CPCU 


to contact 


like to 


these lines 


whom you would 


your Clients. 


Homeowne! 


November 2 - 


Sigg ng 


AGAINST TOUGH 


of @ 
” 


help you overcome it! 


It’s easier for you to beat 
competition with our unusual 
profit-building plan for General 
Agents on fire and allied lines, 
automobile physical damage and 


inland marine. 


If you are interested in a last- 


ing relationship and above- 
average compensation with a 
modern Connecticut Company 


write to: 


128-130 Allyn Street < + « « Hartford 3, Connecticut 
All Inquiries Will Receive Our Immediate Attention 


have 


Homeowners 


men 


as 


(or 





CDP) is a line which sells 
well in the fall, because the big 
season for it lies directly 
In addition to the 
present hazard of fire which dis- 
the homeowner, there 
in many of the 


the hazards of icy sidewalks, fall- 


claim 

ahead. ever- 
turbs are 
country 


sections 
ing icicles and sliding snow lurk- 
ing the 
threaten the general public. 


around home these 


November 3 How many years 

will your wife reasonably ex- 
pect to live, according to actuarial 
tables? Now figure out how much 
life 
property 


income your present insur- 


other would 
Is 


support 


ance and 


produce. such income enough 
to 


Vue 
you re 


her in comfort when 


not around? 
November 4—The man who is try- 
to 


thinks in terms of five or ten dol 


ing save usually 


money 


lars a week. Translate life insur 


terms. For ex 
ample, a dollar a week at age 30 


$20 a 


ance into these 


will buy approximately 


month for life starting at age 65 


As one of the few 


lines, 


November 5 


distinctly seasonal Fur 
offers 


which, if it is to be taken advan 


insurance an opportunity 


tage of at all, must be seized dur 


ing the next few weeks. 


November 6—Take a map of your 


town. Make a cross on one or 


more locations where you have 


present policyholders. Then start 








He's been like that ever since an in- 
surance agent sold him a policy that 
would let him “rest easy in his mind." 
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to dig. Those sites hold valuable ment income will be available to tancy, and at the end of that time, 
commission treasure and it is not replace his earning ability when what is his life expectancy? Ar- 
deeply buried. it is worn out. range for full liquidating value 


on completion of business life ex 


November 7—It isn’t enough to November 14—You win your pros pectanc) 


leave your wife just enough pect’s attention more often 
income to meet current expenses when you lead through his inter- November 16—Determine the ex- 


Give her an additional $100 a est than when you forget and lead posure produced by your 
month for emergencies, new from your desire. A guaranteed prospect’s operations, point out 
clothes for the children and other interest-arouser is home and this exposure to him, emphasize 
extra expenses. family. the fact that there is a proper way 

to secure this protection for him, 


y . » 5 he j - i d ths ) kno ho to dk t 
November 8—The father with a November 15—What is your pros ind that you know how do i 


son or daughter in college 
needs $100 a month protection for ri 
the years that his child will be 
there. This will make sure that 
the money will be on hand to en 


pect’s business life expec Continued on page 80 


able completion of education, even 
if the father should rot live to 
see his child through 


November 9 How many men by acts and services 
fully realize that each year 





of their business life is one less 
year left to them to provide a re delivering the goods 
placement income at retirement 


Nothing so effectively demonstrates the purpose and 
time”? 


value of insurance as the process of reimbursement for a 
loss sustained Recognizing that Claim Service and Loss 


November 10—“Every man should Payment are among the most Hniportant means we have of 
: . : ons ‘ 2 SS1s veo u a » Co > i | 
give serious thought to the ( rae — aussi -" fs a the ~maer 8 ial Union 
: . , cean Group provides tacilities to expedite these services 
fact that during the years of his ; PT I 
; : in every possible way. 
business life he should have a 
, hor quick, convenient accessibility, Claims Depart 
systematic plan, the objective 
\, : agi ment offices are located in principal cities from coast to 
eng the amount of income he coast Automobile claim and bonding fic ilities are avy il 
desires at the time he elects to able 24 hours a day to serve motorists traveling in strange 


retire, and that the cost of such places the country over. 

objective should be spread over Filing a loss claim or reporting an accident is as 

the full number of business years simplified as it can be, and many losses are paid within 

remaining.”-——H. S. Parsons. Los twenty-four hours from receipt of proof of loss. This is 

Angeles realistic support for the agent. planned to satisfy his clients 
and help him hold their business 


Muveuibier 11-30 sen ante te Gade Be sure you have at your command, the right kind 
; of company service to back up your personal services 

between now and retirement the first weapon of the Local Agent against “direct writer” 
age than you have averaged dur- and other tough competition. Get in touch with us today 
ing the past few years, will you ind learn more fully how you can benefit from the Com 
definitely have enough to retire mercial Union— Ocean Group’s policy of “Endorsing the 


on then? Local Agent by Acts and Services.” 


Commercial Union The British General The Commercial Union 
Novembe r 12 All that an agent Assurance Co itd Insurance Co itd Fire Insurance Co 
»¢ Let eds t k The Ocean Accident & The California Insurance The Palatine Insurance 
or a prospec needs to now Guarantee Corp. tid Company Company ltd 
is that there is a need for insur American Central Columbia Casualty Union Assurance Society 
ance. Once that is agreed upon, Insurance Company Company Limited 
let the actuaries do the figuring ger 


BOGOR 


rr 
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November 13 A man’s earning COMMERCIAL UNION — OCEAN GROUP 


ability is a depreciating asset ' 
and should be amortized by creat : g HEAD OFFICE + ONE PARK AVENUE + NEW YORK 
ing a sinking fund. By setting - ATLANTA CHICAGO SAN FRANCISCO 
aside each year a certain percent- 


age of a man’s earnings, a retire 
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Consulting Actuaries 
Accountants 


k. P. HIGGINS AND COMPANY 


(Frank M. Speakman Associates) 


Kugene P. Higgins Bourse Building 
Clayton Williams Philadelphia 6, Pa. 











BROWN and RICHARDSON 
BROWN, CONRAD and RICHARDSON 
Consulting Actuaries 


Edward D. Brown, Jr. Robert A. Richardsen 
CHICAGO CLEVELAND 
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SURETY—FIRE— CASUALTY 


60 JOHN STREET 227 ST. PAUL ST. 
NEW YORK 38, N. Y. BALTIMORE 3, MD. 








Sales Briefs 


Continued from page 79 


November 17—!f you convert a 

prospect of 45 into a policy- 
holder, he is not likely to remain 
an actively buying client for more 
than 20 years. But, if you convert 
a prospect of 25 into a client, he 
is likely to remain an actively buy- 
ing client for 40 years. 


November 18—A good accident in- 
surance account is a reservoir 
of commissions from which you 


receive a steady income. 


November 19 Talk with every 
prospect as if it were your 

family and your problem instead 

of his family and his problem. 


November 20—It is always profit- 

able from a long range view- 
point to solicit young prespects, 
but there are certain times when 
it is more profitable than usual. 
Right now young men in increas 
ing numbers are already advanc- 
ing toward positions of business 
responsibility. They seem certain 
to make a lot of progress during 


the next few years 


November 21—Just as a drop in 

the market can wipe out 
“paper” profits, so can an acci- 
dent, a burglary, a fire or other 
insurable contingency wipe out 
in a few minutes more than you 
could save by carrying your own 
risk for a half or three-quarters 


of a century 


November 22—Commissions come 
from applications, applica- 

tions from interviews, interviews 

from calls, calls from prospects. 


November 23—We never will find 
time to do everything we want 
to do. The thing is to find out 


first what we have to do 


November 24—Take a real vaca- 

tion this winter. Accident 
commissions will provide the ex- 
tra money it takes to do it. Re- 
newal commissions on the busi- 
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ness yOu write this fall will help vvvvvvvvvvvvvvvvvvvvvvvvvvvyY? 


YOU... 
Can Get FURTHER FASTER 


with MONARCH 


TRAINING to sell Non-Cancellable, Guaranteed Renewable Health 
and Accident Insurance, and Hospital, Surgical and Major Medical 
TRAINING to sell all forms of Participating Life Insurance in in 
dividual programming, Business Insurance, estate and tax planning 
TRAINING to sell Group Health and Accident, Group Life, and 
Salary Continuance Plans ; 
TRAINING tO advance into Management POSITLONS Field Super 


visor, General Agent and Home Ofhce 


pay your vacation expenses fo! 
many future winters. 


November 25 It’s up to every 
family man to provide the 
things he wants his family to 
have. It’s his problem, but you 
can do a lot to help him solve it 


November 26—If you know a man 
who prides himself on his well 

equipped home workshop, suggest 

an accident policy. It’s his per All Monarch training 1s Company sponsored and company supported 

sonal compensation insurance and all new men are company financed 

Liberal retirement, group life and hospitalization benefits for a// salesmen 

Frank S. Vanderbrouk, President 

Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY whe 
Springheld, Massachusetts 


apps and leads yey er ee ee ee ee ee ee ee ee 


November 27—Offer your policy 
holders an insurance advisory 
service. You will be repaid in new 


vvrvvrvrvrvrvrvrvrvvvvrvvevvyv 
ywrtrtrtrrtrrtTT TT Te eT 





November 28—A realistic retire- 
ment program gives a man an HAIGHT, DAVIS & HAIGHT, Ine. 

objective to work for, an incen 

tive to prepare himself for his Consulting Actuaries 

years of retirement, and the very ARTHUR M. HAIGHT, Presiden 

reai pleasures of anticipation INDIANAPOLIS 





November 29—Make a chart of 





the business section of your 


community, go over your accounts Woodward Ryan Sharp and Davis 
ig AR) ’ 

list coverages already written 

The vacancies in your chart will Consulting Actuaries 


be a prospect list which will make 55 Broadway, New York 6, N. Y. 
any fieldman take a hitch in his 


; HAnover 2-5840 


belt and say, “‘Let’s go to work.’ 











November 30 As long as life 
exists, there must be income Y] INN 
Let’s talk income and sell income () 4 ( ) . 
because someone is going to live Ys, { P Yl YA SS 
and benefit by what we have done : WW 
; as iS NOT RESTING ON ITS LAURELS 


Although its produc ers have long enjoyed the competitive 


advantages of 


© Low Net Costs 
/ @ Flexible Settlement Options 
© Net Level Premium Reserves 
© A Strong Surplus 
| Trust is continually improving its net cost position and 
ng new and progressive contracts which have decided 
1 appeal. There are still a few agency opportunities open 
for developing new territory and in replacing 
veterans who are retiring after long years of 


successful service. Mutual Trust operotes in 


Cal., Conn lo., ind., Mass., Me. Mich 
Minn, N. HW, NJ, N.Y. ND. Ohio, Ore 
Pa, #. 1. Vt. Wash., Wis 


VUE 


LIFE INSURANCE COMPANY 


135 %. Le Salle Street. Chicago 


it all started the day | said to her 
“If you can do a better job, I'll do the 
housework and yeu sell insurance!" 
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These Names Make News 


Continued from page 10 


P. C. Irwin, vice president and ac- 
tuary of Equitable Life of lowa, 
has been elected a trustee of the 
firm, 

James Coggeshall, Jr., president 

of First Boston Corp.; Reuben 

L. Perin, executive 


Vice presi 


dent of Continental Can, and 


Henry B. Sargent, president of 
American Power, 


directors of 


and Foreign 
been elected 
United States Life. 
Austin F. Allen, B. Lynn Sanders, 
Jr., and George R. Jordan, Jr., 
have 


have 


elected directors of 
Southland Life Insurance. Mr. 
Allen is president of Employers 
Casualty 


been 


Company and Texas 


Employers Insurance Associa- 
tion. Mr. Sanders has diversi- 
interests in east 


Texas and the Southwest. Mr. 


fied business 


“Net cost to whom, 


Mr. Prospect?” 


A PROMINENT MID-WEST BROKER, 
who frequently sells Manufactur- 
ers *G.M.P. when substantial low- 
cost permanent protection is called 
for, answers 
question this way: 

“Net cost to whom, Mr. 
peets 

“The reason I ask is 
many people refer to net cost when 
they 
rendered 


Pros- 
bec ause 
really mean net cost if sur- 
That may not be the most 
important consideration to you 
because: 

“hirst, your real purpose in pur- 
chasing this insurance is to provide 
the most protection for the lowest 
guaranteed outlay—and you want 
to have the privilege of keeping it 
as long as you want it, 


; Sec ondly 


*Whole Life, non par, $25,000 minimum 


his clients’ “Net Cost” 


$1,000 a year at age 


35 will provide over $54,000 of 
G.M.P. 


$43,000 under most whole life par 


as compared to less than 


plans for which low net surrender 
costs are currently estimated. 


“Tf you take a contract designed 
primarily to yield low net cost on 
surrender, and you die in the early 
the actual “cost” to 


years, your 


beneficiary in reduced protection 


can be as much as $11,000—per- 


haps even more. That’s the really 
significant “cost” picture, Mr, 


Prospect—not one that requires 


PIVinig up your insurance, not one 


dependent on high dividend earn- 
ings, but one that provides maxi- 
mum benefits for your beneficiary 
if you die.” 


Why don’t you call Manufactur- 
ers Life for help with your next 


“Net Cost” competitive case, 


BRANCH OFFICES IN THE FOLLOWING CITIES 


BALTIMORE « 
HARTFORD © HONK 
PHILADELPHIA e PITTSBURGH . 


LULU ¢ LANSING e 


SEATTLE © SPOKANE 


Also licensed in Arizone elaware 


CHICAGO e CIN INATI ¢ CLEVELAND e¢ COLUMBUS e 
LOS ANGELES «© MINNEAPOLIS © NEWARK 


PORTLAND 


DETROIT 


SAGINAW e 
WASHINGTON, D.C 


SAN FRANCISCO 


nd West Virginia 


THE 


ANUFACTURERS 
"INSURANCE LIFE COMPANY 


Jordan is vice president and ac- 
tuary of Southland Life. 
John O. Todd, CLU, has 
elected a trustee of the Ameri- 


been 


can College of Life Underwrit- 
Todd 
and Zischke Services, which pro- 


ers. He is president of 


vides actuarial and other ser 
vices on employee benefit plans, 
compensation and estate plan- 
ning. 

"aul H. Brandt has been ap- 
pointed a director of Aid Asso- 
Lutherans. He is 
president of A. Brandt 


pany, furniture manufacturers 


ciation for 


Com- 


L. F. Hoebel, assis- 
tant treasurer of 
Mutual of Omaha, 
has been elected a 
director of Com- 
panion Life, New 
York, a subsidiary 
of Mutual of 
Omaha. 


Hardin W. Masters, investment 
State 
Voss, president 


vice president of Home 
Life, and L. M. 
of Voss Truck Lines, have been 
elected directors of Home State 
Life, Oklahoma City, Okla. 

Benjamin N. Woodson, CLU, pres- 
ident of American General! Life, 
has been elected a director of 


Houston Lighting and Power 

Company 
Elmer E. Humphrey, assistant 
National 


Western department in Chicago, 


manager of Fire’s 
has been named manager to suc- 
ceed vice president E. R. Hind- 
ley, retiring as manager of the 
Pacific department in San Fran 


Cisco. 


Hector Kottgen 
{left), a vice presi 
dent of General Re- 
insurance, assumed 
duties of corporate 
secretary after re 
tirement of Edgar 
Clark September 30 


William Gale Curtis, retired presi- 
National 
Casualty, died on September 2 
at Detroit. 
and had served the firm as pres- 
1909 to 1951—a pe 


dent and founder of 


He was 90 years old 
ident from 
riod of 42 years. 
Frank Cooper, CLU, 
past president of the American 
Society of Chartered Life Un- 


immediate 
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derwriters, died on August 16 


at Fort Worth, Texas. He was 
an agent for Southwestern Life. 

Thomas J. Oswald, elected presi- 
dent of Insurance Board of 
Cleveland in May 1956, died on 
October 8 at his Shaker Heights. 
Cleveland home. A partner and 
treasurer of James B. Oswald 
Insurance Co., he was 45. 

Wade Fetzer, Sr., chairman of 
W. A. Alexander and Co. and 
former president of Fidelity 
and Casualty of New York, died 
September 22 at Hinsdale, Ill. 
He was 77. 

Arthur T. Moyer, fire secretary of 
Insurance Company of North 
America, has been promoted to 
methods and procedures secre- 
tary, a newly created position. 

Robert B. Howe has been elected 
secretary and Gordon’ Boyd 
treasurer of Mutual Benefit 
Life. Mr. Howe was named 
treasurer in 1954. Mr. Boyd 
moves up from second vice pres- 
ident and associate manager of 
the securities investment de- 
partment. 


Robert T. Israel has 
been named agency 
superintendent in 
the home office of 
Fidelity and Casu 
alty, New York. He 
was resident man 
ager of Charlotte, 


N. C. branch * 


William J. Moore has been elected 
treasurer of Bankers Security 
Life, New York City. He has 
been a New York State Insur 
ance Department senior exam 
iner for the last ten years 

Robert P. Stieglitz has been pro 
moted to assistant vice presi 
dent in charge of college rela- 
tions for New York Life. He 
was formerly an executive assis 
tant in the agency department 

LaVerne J. Donaldson has been 
appointed manager of the edu 
cation department of Standard 
Accident, and affiliate, Planet 
Insurance. He was assistant 
manager of the casualty claim 
department 

Gerald E. Lindquist has _ been 
named group benefits actuarial! 
manager for United Air Lines 

Continued on page 84 
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SWISS 


REINSURANCE 


COMPANY 
OF ZURICH, SWITZERLAND 


Organized 1863 


REINSURANCE 


United States Manager 
J. K. BATTERSHILL INC. 


161 East 42nd Street 
New York 17, New York 


UNITED STATES BRANCH, ESTABLISHED 1910 
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Sire Assurance Company 


A.B 
| i 


y pet ey 
| MACS AA ReengidlM 





PRO RATA 
TREATY REINSURANCE 


Contributes to 
Small Individual Losses 


as Well as the Large Ones 
Fire and Allied Classes 


Hartford 3, Conn. 
J. B. Carvalho, President 


33 Lewis St. 




















4 ‘the By Plus) 


Family Income with a “Christmas Bonus” 


All family income plans pay the beneficiary a regular 
monthly income, But . . . in addition . . . Jefferson Standard 
makes an extra payment each Christmas Season. Guaranteeing 
242% on policies currently issued, Jefferson Standard has never 
paid less than 4% on proceeds left on deposit 
to provide income. Extra Christmas income, 
provided by additional interest, is another BIG 
PLUS enjoyed by Jefferson Standard’s Mr. 4%. 


Jeilerson\tandard “ae 











HARRY S. TRESSEL & ASSOCIATES 


Consulting Actuaries 
10 S. LA SALLE STREET CHICAGO 3, ILL. 
HARRY S. TRESSEL, M.C.A. WwW. P. KELLY 
M. WOLFMAN, F.S.A. M. KAZAKOFF 
N. A. MOSCOVITCH, A.S.A. E. K. CREEN 
Franklin 24020 














WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


New York 














KEYSTONE AUTOMOBILE CLUB 
CASUALTY COMPANY 


Participating Multiple-Line Stock Company 


HOME OFFICE 
Keystone Building 
220 South Broad Street, Philadelphia 2, Pa. 


J. Maxwect Smiru H. V. Suirrs 
President Secretary-Manager 











These Names Make News 


Continued from page 83 


He was formerly with Carl A. 
Tiffany Company of Chicago, an 
insurance programs consultant. 

Earl W. Cryer, CLU, and Thomas 
B. Grogan have been appointed 
agency directors for Guardian 
Life. Mr. Cryer moves up from 
director of field training and 
Mr. Grogan from assistant 
agency director. 


James O. Wilson 
has been promoted 
to superintendent of 
agencies of Peoples 
Life. Formerly he 
was on the agency 
department staff of 
State Life 


Edward T. Kirkeby has been ap 
pointed agency assistant to Roy 
A. Foan, vice president and di- 
rector of agencies of First Col- 
ony Life, Lynchburg, Va 

Dr. George I. Geer, Jr., Portland, 
Me., physician, has been ap- 
pointed medical director for 
Maine Fidelity Life. 


Jack Hargis has been named su 


perintendent of agencies, south- 
western region, and Robert Ca- 
prielian, agency secretary of 
Republic National Life. Mr. Ca- 
prielian is former systems an- 
alyst in the company’s planning 
division, and Mr. Hargis was 
manager of the firm’s San An- 
tonio branch. 

W. W. Corry has retired as execu- 
tive vice president of the Na- 
tional Fire Insurance after more 
than 36 years of service 

Earle F. Heffley, assistant secre- 
tary of Kemper Companies, has 
been appointed director of pub- 
lic relations for Lumbermens 
Mutual Casualty and American 
Motorists Insurance. 


Jeanette Gade has been appointed 


advertising and sales promotion 
manager of the disability de- 
partment of Combined Insur- 
ance Company. Mrs. Gade was 
formerly advertising manager 
for the intermediate division of 
Continental Casualty. 

Harris G. Haviland has been ap- 
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pointed director of education 
for Kemper Insurance Compa 
nies Eastern territory. He was 
formerly district manager for 
western North Carolina. 

John H. Dear, Jr., has been ap 
pointed advertising manager of 
the southeastern zone in At 
lanta, Ga., of Allstate Insur 
ance. He was public relations 
and advertising director of Citi- 
zens and Southern National 
Bank, Atlanta. 

Lee Wilks, assistant vice president 
of Lincoln National Life, has 
been elected president of the 
International Claim Association 
New vice president is Wallace 
Wessels, manager of claim de 
partment for Phoenix Mutual 
Life. 

M. A. Hewitt has been named ex 
ecutive secretary of the Minne 
sota Association of Insurance 
Agents. He has been managet 
of the Owatonna, Minnesota 
Chamber of Commerce 

Richard H. Elliott has been ap 
pointed manager and Norman 


Nachman associate manager of 


the general liability division of 
the National Bureau of Casualty 


Underwriter soth advance 


from assistant managers of the 


division 


Kenneth L. Ander 
son, staff editor of 
Insurance Research 
and Review Service 
has been promoted 
to managing editor 


Harold Jackson, president of Wil 
liam H. McGee and Co. and a 
director of American [nstitute 
of Marine Underwriters, has 
been elected an honorary mem 
ber of International Union of 
Marine Insurance. Owen E. 
Barker, president of both Apple 
ton and Cox and the American 
Institute of Marine Underwrit 
ers, was elected a vice chair 
man. 

William R. Newton has been 
named manager of the business 
risks department and Parker M. 
Morrell, director of busines 
lines sales department for Lib- 
erty Mutual. 
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HERE’S YOUR ANSWER! 


Whore Sal. 
Vere ates 


Colonial’s Preferred Whole Life 


An Outstanding Contract 
For Business and Professional Men 


kor Example: At Age 30, when combined 
with Double Family Income Rider, it 
provides: 


$58,000 Immediate Protection 


Cost: $266.10 per year— Ist 16 years 
$169.70 thereafter 


Oe THE COLONIAL LIFE 
OXY2/ INSURANCE COMPANY OF AMERICA 


HOME OFFICE ° EAST ORANGE, NEW JERSEY 


Those Who Look Ahead See Colonial 





That Firct High Hurdle 


an ate mall 
MATS 


FREE! 








ON THE LOCAL LEVEL! 


Hometown sales depend on local support... support that North 
American Accident provides in the form of a progressive line of Life 
and A. & H. policies, as well as support through sales promotion 
and advertising: 

This local level backing is available to agents as a series of sales- 
aimed newspaper ads which are free to agents to use in their own 
communities over their own signatures. It is a plan that can work for 
you, as it has for many other sales-minded producers. 

For details about participating in the North American Accident 
local level sales support program, write: 


S. ROBERT RAUWOLF. Vice Presiden: 


NORTH AMERICAN ACCIDENT INSURANCE COMPANY 
209 SOUTH LASALLE STREET ¢ CHICAGO 4,/LLINOIS 











CANADA BY LILLIAN MILLAR 


Government Insurance Rates Spiral 


Another increase in rates for 
Saskatchewan's compulsory hospi 
talization scheme has been an 
nounced, Next year the rate will 
be $20 per capita for adults; $5 
for children under 18 years, with 
“a maximum of $45 per family. 
Children not at school, 18 years 
and over, will pay the full $20. 

When the plan was launched in 
1947, the per capita rate was $5 


and the estimated cost to provide 


sales tax and earmarked it for 
hospitalization. This also failed 
to bring the fund out of the red 
and in 1954 the per capita tax was 
raised to $15. 

Costs have continued to rise 
and the government estimates that 
next year they will total $21 mil- 
lion. This is almost triple the 
cost ten years ago although there 
has been an increase in popula- 
tion of only about 8 per cent. The 


hospital in Saskatchewan. Sas- 
katchewan residents in hospitals 
outside the province will be paid 
for 60 days at a maximum of $10 
per patient day. 

In the 1956 Saskatchewan elec- 
tion, popular support for the so- 
cialist government was the lowest 
in any election since it was swept 
into power in 1944. Only 45 per 
cent of the electors voted for the 
government, with 55 per cent of 
the popular vote going to non- 
socialist parties. Number of seats 
heid by the government was re- 


74 


duced from 42 to 35. 


N. Y. Law—in Quebec 


$20 per capita tax is expected to 
produce $10.8 million while the 1 


per cent sales tax has been yield- 


hospital care for Saskatchewan’s 


836,000 citizens was $5 million. It has been estimated that only 


The cost that first year, however, 40 per cent of car owners in Que- 


was $7.5 million and the deficit ing about $6 million. It would ap- bec will be able to drive through 


had to come out of consolidated pear, therefore, that even with the the state of New York when its 
revenues announced increase in rates the new compulsory insurance vehi- 


fund will still have a deficit. 


In 1949 the compulsory 


tax went up to $10 per person but cle law goes into effect as regards 


the fund continued to have a defi Saskatchewan’s plan covers pub- non-residents. Quebec is the only 


cit and in 1950 the government lic ward accommodation with no Canadian province without a fi- 


added | per cent to the provincial maximum for time spent in the nancial responsibility law and it 








DON'T HIDE 
YOUR PROBLEMS! 


lf You Have The Ambition 
—We Have The Rest 


Ambition is all you will have to supply to 


make a success with Federal Life. The ‘sales 
aids'' Federal Life supplies include a com 
plete line of Life and A & H policies backed 
by a strong and progressive fifty-seven year 
old Chicago company, liberal commissions 
and bonuses, planned training and super 


VISION by men with actual insurance selling 
There's no need to hide your problems 


we welcome them! With all the hubbub For more infor 


experienc 6 and know how. 


mation write to Emery A. Huff, Vice Presi 
dent and Superintendent of Agencies. ‘(All 


about insurance being placed direct 

some Agents fee! like imitating the os 
trich. Not so with Northern! We have 
been an Agency Company always! The 
future and security of our Agents is our 


replies confidential.) 


most important consideration 


The NORTHERN ASSURANCE has. pro 
vided reliable insurance protection for 
over 120 years 


Federal Life Insurance Company 
Chicago, Illinois 


(Federal Life is licensed in Cal., Colo., Fla., Ill., Ind., lowa, 
Kans., Mich., Minn., Mo., Nebr., N. J., N. C., Ohio, Okla., 


FIRE AND ALLIED LINES Oreg.. Pa., Texas and Wisc ) 


MARINE REPORTING FORM 
NEW YORK ° CHICAGO ° 


AUTOMOBILE INLAND 
FLOATER CONTRACTS 


SAN FRANCISCO 
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is said that over 60 per cent ot 
Quebec drivers carry no insurance 
of any kind on their vehicles. In 
other provinces about 90 per cent 
of the cars on the road are in 
sured, 


@ Benefits under life policies of 
more than $205.6 millions were 
paid to Canadians during the first 
seven months of 1956 by life com 
panies operating in Canada. The 
total, a new high, was nearly $16 
millions greater than in the same 
period last year. Death benefits 
amounted to $76.3 million, while 
payments to living policyholders 
were $129 million. 


@ A new company, called Abstain 
ers Insurance Co., has started 
business in Simcoe, Ontario, to 
sell automobile insurance to non 
drinking drivers. Rates are lower 
than standard rates, but appli 
cants must sign a declaration that 
they are total abstainers from all 
alcoholic beverages. Dr. R. G. 
Hare has been named president 
and Arthur Blair, general man 
ager. 


@® Mortgage loans took first place 
in investment transactions of (¢ 
nadian life companies during the 
first eight months of 1956. A sur- 
vey of transactions of companies 
representing about 80 per cent of 
the total life premium income in 
Canada showed that mortgages 
held increased by $175 million 
since the beginning of the year 
Holdings of provincial bonds in 
creased by $14.5 million in the 
eight-month period. Municipal 
bonds rose by $24.4 million while 
corporate securities increased by 
$116 million. Holdings of Govern 
ment of Canada bonds have de 
creased by $129 million since De 
cember 31, 1955 


@ Charles L. Beazley, Q.C., Super- 
intendent of Insurance of the 
Province of Nova Scotia, is the 
newly elected president of the As- 
sociation of Superintendents of 
Insurance of the Provinces of 
Canada. 
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YOU HAVE SOLD YOUR CLIENT 
SHORT IF HE DOESN'T HAVE 
DISABILITY INSURANCE 


ee 





You owe it to your clients and prospects to explain the 
advantages of protection against the financial emergen 
cies caused by disability During the years of a mans 
greatest earning power from 30 to 59 — his danger of 
suffering a disability of three months or longer 1s greater 
than the hazard of death itself. You can offer realistic 
disability benefits on either an Individual, Salary Allot 
ment, or Group basis with Provident's line of Non 
Cancellable disability income contracts We will be glad 


to send you full details 


BROKERAGE BUSINESS INVITED 


Ait 
fo LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga -Since 1887 


N Tes AL MEDICA 
ih Sa ‘| LIFE ACCIDENT SICKNESS HOSPITAL SURGICAL EDICAL 

















Of Life, Health and 
Accident Insurance 


Service for Clergymen 


Wnisters oLife — Casualty Union 


Minneapolis, Minn. by re Ontarie 

















coverages 


and torms 


Voluntary School Accident Insurance 


(). What Companies write this panies. This analysis summarizes 


form? 


A. A number of casualty com 


the policy issued by 


Company of North America. 





we 





If you are an 


AGENT 


who is seeking... 


A company offering multiple 
line underwriting facilities, 
through time-tested stock company 
policies, at attractive rates 


a company with a sound financial 
structure, developed conserva- 
tively over a thirty-year period 


a company whose branch service 
offices and field men are alert to 
the needs of the independent agent 


a company that enjoys an out- 
standing reputation for prompt 
and fair claim service ------- 


invite your inquiry 


GELECTED RISKS |NDEMNITY [OMPANY 








CELECTED RISKS FIRE |NSURANCE [OMPANY 











Companies Licensed in: Connecticut * 


BRANEHVIELESN-J- 


New Jersey * Pennsylvania + Rhode Island +» West Virginia 


Delaware + District of Columbia - Maryland 











policy has not been approved in 
eight states. 


Q. Why is such a policy recom- 
mended? 


A. Liability policies insuring 
schools usually exclude: (1) the 
cost of immediate surgical relief 
to students while engaged in su- 
pervised athletics or physical ac- 
tivities, (2) accidents arising out 
of the erection, ownership or use 
of any stadium, grandstand or 
bleachers or removable type stand 


Coverage 


Q. What does this policy pro- 
vide? 

A. A master policy is issued in 
the name of the school and each 
insured student receives a certifi 
cate of insurance providing: (a 
Blanket accident medical expense 
up to $2,000. Pays the actual costs 
of medical or surgical treatment, 
hospital confinement, and services 
of a trained nurse for treatment 
commencing within 60 days of the 
date of accident and continues to 
pay for one year from the date of 
such first treatment. The cost of 
treatment for injuries to sound 
natural teeth is included up to 
$100; (b) Accidental Death and 
Dismemberment provides $2,000 
for loss of life; $7,500 for loss of 
both hands, feet, or eyes, or any 
combination thereof; $3,750 for 
loss of either hand or foot or the 
sight of either eye; and $1,875 for 
loss of thumb and index finger of 
either hand 


While insured under the plan 
the student will be protected 
against accidental bodily injury 
sustained (1) while attending 
school during the hours and on 
the days when school is in ses 
sion, (2) while traveling directly 
from home premises to school or 
directly from school to home 
premises for one hour before the 
opening of school and one hou 
after school is dismissed on days 
when school is in session, (3 
while participating in school spon 
sored and supervised activities 
either at or away from. schoo! 


premises, during or after school 
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hours, including while participat 
ing in all interscholastic sports 


Exclusions 


This policy does not cover (1 
the cost of dental X-rays, (2) ac 
cidents arising out of participa 
tion in interscholastical football 
For an additional charge separate 
coverage may be obtained to cover 
injuries resulting from the stu 
dents football activities, but, as 
respects this protection, it is re 
quired that all football players be 
included, 


Rates 


Q. What are the rates for this 
coverage? 

A. The annual charge per pupil 
(exclusive of football coverage) is 
l students in kindergarten 
through the eighth grade $1.50 


” 
{ 


high school pupils $2.00 


A Tailor-Made Contract 
While it is 


sirable for all students to be in 
blanket basis the 


theoretically de 


sured On a 
Indemnity offers tailor-made plans 
for this purpose), a voluntary 
plan is usually the most practical 
for several reasons In many 
states the law prohibits the use of 
general school funds for the pur 
chase of accident insurance fo) 
pupils; or frequently, where it i 
legally permissible, there are not 
sufficient school funds available 


which 
leaves the purchase to the dis 


Thus the voluntary basis, 
cretion of the parent, is most 
often used even though this re 
sults in less than 100 per cent of 
the students being insured 

The Voluntary School Accident 
Program is available to students 
in both public and_ parochial 
schools from kindergarten through 
high school. Both boys and girl 
are eligible regardless of physi- 
cal condition. Teachers and school] 
administrators may also be in 


cluded at their individual options 
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sultant rise in cost 


Reason for Liability Policy 
Exclusion policy exclusions can 


, ‘ haryge 
Casualty for an additional ¢ b 


insurance underwrit 
‘rs are adverse to writing medical 
coverage on students because of 
manner in which the local doctors A number of other 
W nen is 


the physician (not all, of course 


treat the injured students 


ascertains that an insurance com student activities. The 


pany is paying the medical ex tal Casualty 


penses, the number of treatments of Chicago is one of the 


ncrease unnecessarily with a re 


NO MYSTERY HERE 


American Progressive’s 


A&H POLICIES 


Earn you more 
because they offer more! 


Rf lV ri es keep 
modern 
AN PR‘ RESSIVE's individual & 


wA j 


SCHOOL CHILD 
ACCIDENT POLICY 


NATIONAL GUARDSMAN’S 


ACCIDENT POLICY DISEASES POLICIES 








SCOUT TROOP 
INSURANCE 


ATHLETIC TEAM 
POLICIES 





BROKERAGE BUSINESS ACCEPTED 


1ERAL A 4 OPENING N: New York ennsylvania, Ohio, Florida 


Kentucky, Maine, Delaware, Ve nt, Ala a and indiana 


Write or call for Information & Literature 
2 
AMERICAN @ 
HEALTH INSURANCE 

* 


92 Liberty Street, New York 6, N. Y. 
WOrth 2-0832 


= PROGRESSIVE 





The liability 


Other Policy Forms 


sue special Accident and Health 


poli ies to school boards to cove 
Insurance Company 


underwriters in this field 


POLIO-CANCER & DREAD 


COMPANY OF NEW YORK 
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Aetna Insurance Group ie 
Chaories W. Hoyt Co 

Aetna Life Affiliated Companies 9 
Wm 6. Remington Inc 

American Casualty Co 64 

American Fire & Casualty Co 7] 

American Home Assurance Co 90 

American insurance Co 31 


Kenyon-Boker Co 


American Progressive Health Ins 
surance Co. of New York 89 
Edward Weiss Advertising Agency 

American Re-Insurance Co 54 


Metropolitan Advertising Co 


American United Life Insurance 
Co 57 
Soas & Sogard, Ine 

Appleton & Cox, Inc 80 
Allston Associates 

Atlantic Mutual Insurance Co 55 
Doremus & Co 

8 

Bonkers National Life 
Insurance Co 4 

Berkshire Mutual Fire Insurance 
Co 69 

Brown & Richardsor 60 

Cc 

Chubb & Son 2! 

Bruce Angus Advertising Agency 
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SS 
SS 
MN 


SS 





Advertisers Index 


Colonial Life insurance Co 85 
Combined Insurance Co. of 
America 27 
Aubrey, Finlay, Marley & 
Hodgson, Inc 
Commercial Union-Ocean Group 79 
Connecticut General Life insur 
ance Co 59 
Cunningham & Walsh, Inc 
Continental Casualty Co 49 
Allan Marin & Associates 
Corroon & Reynolds 46 
Crum & Forster 274 
Allston Associates 
D 
Dawson, Miles M 5! 
E 
Employers Group Insurance Com 
panies 7 
H. B. Humphrey, Alley & 
Richards, Inc 
Equitable Life Assurance 16 
Kenyon & Eckhardt, Inc 
Equitable Life Insurance Co. of 
lowa 56 
J. M. Hickerson, Inc 
F 
Federal Life Insurance Co 84 


WHEW!.. 


Sure keeps a fellow on his toes 


« . ‘ 
nowadays, doesn’t it? 


Yj Family policies, weekly Ordi- 


_ nary, monthly Industrial, vari- 


group, jumbo group. 


able annuities, split dollars, small 


And also just plain old-fash- 


ioned Life Insurance, of which 


- we sell some. 






NATIONAL 


nome 





orrice 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


NASHVILLE, 


TENNESSEE 





UN 








Fidelity & Deposit Co 
Emery Advertising Corp 
Fidelity Mutual Life Insurance Co 
Hening & Co 
Fire & Casualty Insurance Co 
Allston Associates 
Fund Insurance 
Doremus & Co., Ltd 
G 
Fire & Casualty Co 
Hening & Co., Inc 
General 


Fireman's Group 


General 
Reinsurance Corp. Cover 
& Co 


Insurance Co 


Doremus 
Glens Falls 
Great-West Life Assurance Co 


MacLaren Advertising Co., Ltd 


H 
Davis & Haight 
P. & Co 
Insurance Co 

J 

Standard Life Insurance 
Hege, Middleton and Neal 
John Hancock Mutual Life 
ance Co 
McCann-Erickson, Inc 

” 
Automobile 


Haight 
Higgins, E 
Home Life 


Jefferson 


Insur 


Keystone Club Cas 
ualty Co 
L 
& Co., Inc 
Emery Advertising Corp 


Leonhart 


of America 
Walter §. Chittick Co 


Life Insurance Co 


Life Insurance Co. of Ga 

Liller, Neal & Battle 

Life Insurance Co. of Va Cover 
Cargill & Wilson, Inc 
Loyalty Group (Firemen's Insur 
ance Co) 


Lumbermens Mutual Casualty Co 
M 
Manufacturers Life Insurance Co 
Maryland Casualty Co 
J. M. Mathes, Inc 
Metropolitan Fire Assurance Co 
Ministers Life & Casualty Union 
Minnesota Mutual Life Insurance 
aD 
Monarch Life 
Mutual Benefit Health & Accident 
Association 
& Jacobs, In 
Benefit Life Insurance Co 


Holmgren, Inc 


Insurance Co 


Bozell 
Mutual 
Reach, Yates & Mattoon, Inc 
Mutual Trust Life Insurance Co 


N 
National Casualty Co 
G. F. Mcintyre & Associates 
Life and Accident 
New Amsterdam Casualty Co 
New York Life 
Compton 


National 


Insurance Co 
Advertising, Inc 
North American Accident Insur 
ance Co 
Vaughan, Thain & Spencer 
North American Casualty & Surety 
Corp 


Allston Associates 


Reinsurance 








EXECUTIVE OFFICE 
59 John St., New York 38, N. Y. 


American Home Assurance Company 


The Insurance Company of the State of Pennsylvania 
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North America Companies 26 & 45 


N. W. Ayer & Son, Inc 
North American Reassurance Co. 43 
Allston Associates 
Northern Assurance 86 
Pp 


Pacific Mutual Life Insurance Co. 73 
The Mayers Co Inc 

Pearl American Assurance Co 

Ltd 50 


Metropolitan Advertising Co 


Peerless Insurance Co 63 
Jules L. Klein 
Peerless Photo Products, Inc 67 
John Mather Lupton Co. Inc 
Pennsylvania Lumbermens Mutual 
Insurance Co 10 
Gray & Rogers 
Phoenix of London Group 7 
Allston Associates 
Providence Washington Insurance 5 
L. C. FitzGerald, Inc 
Provident Life & Accident Insur 
ance Co 67 
Provident Mutual Life Insurance 
Co 15 
Albert Frank-Guenther Law, Inc 
Prudential insurance Co. of 
America 7I 
Calkins & Holden, Inc 
R 
Royal-Liverpool Insurance Group 47 
S 


Security-Connecticut Companies. 74 


Remsen Advertising Agency, Inc 


Risks Indemnity Co 88 


Selected 


Allston Associates 
Shenandooh Life Insurance Co 58 
C. N. Snead Advertising Agency 
Spencer, Charles D. & Associates, 5! 
Standard Life Insurance Co 45 
Central Advertising Corp 
State Farm Insurance Companies 
Cover 3 
Needham, Louis & Brorby, Inc 
State Life Insurance Co 69 
Central Advertising Corp 
State Workmen's Insurance Fund 30 
Sturgis Posture Chair Co 6! 
Blaco Advertising Agency 
Sun Insurance Office, Ltd 14 


Bruce Angus Advertising Agency 


S of Canada 52 


un Life Assurance Co 


Swiss Reinsurance Co 83 

Allston Associates, Inc 
T 

Talbot, Bird & Co 28 
Bruce Angus 

Travelers Insurance Co 12 

Tressel, Harry S. & Associates 84 

U 

Union Central Life Insurance Co. 23 
The Raiph H. Jones Co 

Union Labor Life Insurance Co. 75 

Union Reinsurance Co 34 
Alliston Associates, Inc 

United Life & Accident Insurance 35 
Orr, Pope & Moulton, Inc 

United Pacific Insurance Co é! 

United Stctes Casualty Co 46 

USF. & G. Co 17 
Vansant, Dugdale & Co., Inc 

Unity Fire & General Insurance 
Co 16 


Allston Associates 


w 
Western & Southern Life Insur 
ance Co 19 
Woodward & Fondiller, Inc 84 
Woodward, Ryan, Sharp & Davis 8! 
XYZ 
Yorkshire Insurance Co 53 
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SERVING AN AUTO POLICYHOLDER, Glen Dittus 
visits a local garage to inspect damages and 
speed repairs. This is part of his job under 
State Farm’s “personal touch” claims han 
dling system. It is also a valuable opportunity 
to cement good will with his :nsured (an im 
portant consideration when you also sell life 
and fire insurance.) 


SERVING HIS COMMUNITY, Dittus devotes time 
to his duties as Elder of the First Presbyterian 
Church. He also serves on the Citizens’ Com 
mittee of Proviso Township High School, as 
baritone soloist and board member of the 
Suburban Veterans Chorus, as sponsor and 
first baseman of a 12-inch softball team (which 
just won a local championship). A Rotarian, he 
recently completed a term on his local club’s 
Board of Directors 


_ .** s . 
"4 ae 
ra a 
SELLING THREE TYPES OF INSURANCE under State Farm's 
“multiple line’? plan keeps Glen Dittus and his able assistant 
(wife ‘“Sandy,’’ above) on a busy schedule. Although he had no 
sales experience before joining State Farm in 1947 ilthough 
his career was interrupted by a recall to military service during 
the Korean conflict Dittus qualified for the company’s 
“Leaders Club’? in 1953 and 1954. He also graduated from 
Purdue University’s Life Insurance Marketing Institute 





NEW KIND OF INSURANCE MAN 


GLEN DITTUS OF MAYWOOD, ILLINOIS, TYPIFIES THE 
YOUNG MEN WHO ARE BUILDING LIFETIME CAREERS WITH STATE FARM 


Most of the men who have entered State Farm’s Career Agent 
Program have much in common with Glen Dittus of Maywood 

They’re independent businessmen who sell all three State 
Farm lines — auto, life and fire—under a contractual arrange 
ment with the company. 

They earn substantial incomes. (State Farm Career Agent 
with at least one year of service averaged $9,300.00 per year 
in 1954 

They're active in the social, business and civic life of their 
communities 

Though many of them have had previous insurance expe 
rience, they’re all eligible for one of the industry’s most com 
plete training programs. (More than 6,000 State Farm agent 


are now participating in classroom, workshop and on-the-job 


instruction. ) 


It’s the ever-increasing skill and growing number of 
professional State Farm Career Men—like Glen Dittus— 
which account for much of the State Farm Companies’ 
success and for the fact that State Farm Mutual 
insures more cars than any other company in the world. 


This h f rtisements to acquain STATE FaAam 


State Farm Mutual Automobile Insurance Company, /ome 
Office. B ngton, | Uf you toh bout any aspe 
of State Farm oj 4 y write Director of Public Kelatio 


; 
insusance 
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FRREINSURANCE, TOO, 
is a necessity, contributing to 
the strength and essential service 


of the insurance industry. 


GENERAL REINSURANCE 


CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 


ALL FIRE, CASUALTY, ACCIDENT AND HEALTH, BONDING AND MARINE LINES 


90 JOHN ST., NEW YORK 38. N. Y. | Midwestern Dept.: 1012 BALTIMORE BLDG., KANSAS CITY 5, MO 





